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Gm, The... . 

‘em ‘Centennial ”’ 

Rain- Water 
Cut-Off... 
a The Strongest, 
Zi most Durable 

ei] and Cheapest 
™ Cut-off on the 
Market. 

The only single 
Cut-off made to fit 
Corrugated and 
*ipe, andgs 
@ whichcan be used 
without extrags 
pipe or elbows, 

For sale by alli =a 
eee leading jobbers. =f= 

De Manufactured § — f= 
only by = 







Tudependent 
Reaisters 


Patent applied for. 
Coomew & Geiger, 
to & 21 BE. South St., Indianapolis, Ind. 


THE BEST FENCE|i 





== 





secause i i 
, Because A full line of sizes. 


Quality and prices right. 


Tndependent Register Zo., 


158 Champlain $t., 
Cleveland, Ohio. 


Economical 

Durable 

and 

Satisfactory 

eee Get our 

or Sf Prices and 
Catalogue. 

DE “ROIT FENCE Co. 

20 Atwater Street, Detroit, Mich. 








IF YOU WANT THE BEST 
GALVANIZED 
: SHEETS 


ms BUY THIS BRAND 


PF ee2ee22ee22822e2e22282eae 











> [TUNIFORM-SOPESMOOTH 

*|! CLEAR FINISH ! 
Stove Bolts, Stove le lta CORT nt 
Rods, Machine ' | SQ) & ee OND 
rpreaded Wires Se = J ANTRULHERSIRON:STEELG) 
Rivets, Special Bolts, == || _ SI'RUHERS.OHIO. _ $ 


Mica Bolts, Cold TR I ., 
n B .€ Very soft sheets—no rough edges. 
Especially adapted for eave 


trough, cornice work, etc. 


Pressed Nuts. —= 
a We also make all grades of black- 
Atlas Bolt & Screw Co sheets, plain and cold rolled. 


CLEVELAND, 0. Write us. . 








A Cl Paint yuu: “sme PURE ASPHALT ROOFING. 
70. 0 R NAMEN TAL Never dries out or cracks. Columbia Brand Tarred 


Roof with 








ANTI-RUST ROOF PAINT. 


Made with pure linseed oil and the best pigments. One gallon will 
cover five squares. And it don’t cost any more than an inferior article 
Equally as durable for painting any surface. 


American Seal Elastic Roofing Cement. 


Stove Putty and Asbestos Cement. 
SEND FOR PRICES AND SAMPLES. 


J.L. PERKINS & CO., 
241 LAKE ST., CHICACO, ILL. 
STOCKHOFF SUPPLY CO., 12th and Poplar Sts., St. Louis, Mo. 


Ready Roofing, Slaters’ Felt, Building Papers, Roofing 
Cements, Paints, Etc. 


STEEL CEILING J. L. PERKINS & CO., 


. 243 Lake Street, 
Write us for prices. 


CHICAGO. 





Black Diamond Files « Rasps. 


PERFECT—ALWAYS 
MAR. 


«one 





Twelve At 
Medals International 
Awarded Expositions. 


Cc. & H. BARNETT Co., 


Black Diamond File Works. Philadelphia, Pa. 
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Artisan. 


Lutkin Rule 








Capes. = = « 


Steel, Metallic, Linen, Etc. Our Goods are Recognized 
as The Best. Tinner’s Rules, Magic Pattern Rules, 


Etc. Send for Catalogue and mention The American 


Jo,, = = Saginaw, [fpich. 
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HOT WATER HEATERS 
STEAM BOILERS —— 


GURNEY | 222175. 


MOST EFFICIENT- DURABLE ano ECONOMICAL 


GURNEY HEATER MFG.,CO. 
Beance Ill FirTH AVE_.NY. CITY 74 FRANKLIN. ST. BOSTON. 


THE STANDARD OF THE WORLD 
SEND FORCATALOGUE. New vore 





A Postal Card from you will bring valuable, complete 
information in regard to the best, most comprehensive, 
strictly modern line of these goods. 


WRITE US TODAY. AMERICANRADIATOR (COMPANY 


New York, Boston, Philadelphia, 
Lake and Dearborn Sts., CHICAGO. 





t. Louis, Buffalo, Minneapolis, 
Denver, Detroit, London. 





@TABASCO” WATER HEATERS 


ALL STEEL, 

SELF FEED, 

SHAKING 
CRAT 


FOR 


Small Residence 
Greenhouses, 
Flats, Hotels, 
Baptisteries, 
Bath Houses, 
any place a sup 
ply of hot wate 
is needed. 


SEND FOR 
CATALOGUE. 


Kewanee 
Boiler 
Company,’ 
Kewanee, Ill. 


Chicago Store, 167-169 East Lake St., Chicago. 
St. Louis Store, 102 N. Tenth St. 
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+ , - Fowler Automatic 
Live and Drait inetiee.. 
Learn... 


for regulating the draft of 
Furnaces, Boilers, Hot Water 

Something Rew in 

Draft Regulation. 

Made bw 


: me Heaters, Stoves and Ranges. 
Fowler Automatic Draft Regulator =< Ventilator Co. 


New YorkK OFFICE, 105 Beekman St., N. Y. City JUDSON A. GOODRICH, Manager. 
Boston Orricr, MICHELL & CO., 40 State Street. 


@= ee @ 2 O02 222442462828 280248 062002808080 080800808 


Send for Catalog. 
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LEVATOR 


Improved, Quick and 
asy Rising Steain 
and Hand Power. 


KIMBALL BROS., 
1061 9th St., 


Council Bluffs, ta. 


LION HAND 


ELEVATORS 


Are the best on earth. 
Send for descriptive circular. 


FRANKLIN MACHINE WORKS, 


St. Pe, Minn, 








A GOOD PAIR 


to draw to are found in 


SSSVSSssossess 








Brand’s 
: Steel 

? Dome 

? Base 
Heating 


Furnace. 
For Hard 


r Solt 4 


eeeseseee 





ible and 
3 k Set Form 


Write for Catalogue 


‘ Brand Stove Co. 


Milwaukee and Chicago. 





, 


906666666666 5OSS 666466666 06 66666886 586888880 
SOO60066 08000886 00060806 00000000006800000868 
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Emperor 
Furnaces 


FOR WOOD. 
SIMPLE. SAFE. DURABLE, 


The Best & Cheapest Line of Wood Furnaces. 


FURNISHED FOR EITHER BRICK OR 
GALVANIZED IRON CASING, 


Send for Catalogue. 


Neenah, Wis. 


_ 
2 
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Incandescent Gasoline 


‘‘Quick Meal” Incandescent Lamps are built on 
the same principle as the Welsbach Gas Lamps and 
their light is quite similar and at least just as strong. 
It is brilliant, steady, soft and noiseless. 
These lamps are principally intended for inside 
use. For stores, offices and dwellings the light is 
a perfect substitute for Welsbach Gas Light, and 
cheaper besides. 
The Tanks and Burners are 
all Brass. The Pipes and orna- 
mental Iron-work are black 
enameled, forming a beautiful 
contrast withthe polished brass | 
Tank and making the Fixture No. 7. Wall Lamp. 
ornamental as well as useful. 


Each Burner has 
from 75 to go Candle 
Powerand usesabout 
one quart of Gasoline 
in 12 hours. 

All Lamps are fur- 
nished complete, 
ready to light, with 
chimney, shade and 
mantle; the Harp 
lamp alsowith smoke 


bell. 





No. 9, Three Arm Pendent. 


A Mantle, with proper care, secured ; it 
against draught and motion, will last a | a 
quite a while. We have known them : | T b 
to burn up to 1200 hours. Buy the | 

best Mantle obtainable and you will E 
have the best results. 


No. 8, Two Arm Pendent. 


INGEN STOVE C*=: 
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Seis a is made by dealers who 
are shrewd enough to 
get a distinct edge on 
all competition. When 
it comes to the vapor 
stove trade you get this 


edge by handling 


RELIABLE 


Vapor Stoves « Ranges 
which will be better 


than ever for 1900. 





VAR ee 


Process Cabinet No. 15. 






The quality and reputation 
of our goods has made the 
name ‘Reliable’? famous. 
The public has come to 
realize that these 
goods represent the 
superlative degree 
of vapor stove con- 
struction, and the 
dealer who handies 
them reaps the ben- 
efit of the high pub- 
lic regard for Reli- 
able goods. — = 
Write for catalogue. Sa 


Schneider 2. Tet renkam P Ce. 


CLEVELAND, OHIO. CHICACO, [LL. 





| My 
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Jewel Gasolene Stoves are not sold 
by mail order houses, but are in the hands 


of Legitimate Hardware Dealers every- 
where. Our assortment includes the 


Jewel 
Security - = New and widely endorsed. ~ 


Jewel 
Generator - = Smokeless in starting. 


Jewel 
Junior = = 20 years old and without an equal. 


* Jewel 
Superb - = New, Simple, Strong. 


Jewel 
_ Almost indestructible - - Acme 


| Jewel 
Best of its kind - - Process 


Jewel 
A novelty worth pushing - - Picnic 


For a full description of these and other Jewels, see our catalog, which 
will be mailed on application. 


Send for it To-day! 
WHOLESALE ACENTS. 


Great Western Stove Co., Leavenworth, Kas., Omaha, Neb., 
St. Paul, Minn. 

W. W. Montague & Co., San Francisco and Los Angeles, Cal. 

H. Sandmeyer & Co., Peoria, II). 

Mt. Penn Stove Works, Philadelphia, Pa. 

Stratton & Terstegge, Louisville, Ky. 

J. M. Litchfield, New York, N. Y. 

H. W. Peak, Ft. Worth, Tex. 

Marqua Bros., St. Louis, Mo. 


GEORGE M. CLARK & COMPANY. 


CHICACO. 


Manufacturers Jewel Casolene and Cas Stoves. 
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NATIONAL 


National [nsurance Safety, 
Nationai Process-(jasoline, 
National Junior—-Gasoline, 


National Wickless—Qil, 


National Qvens. 


DAYTON 


Dayton [nsurance Safety, 




















Dayton Juniors,Gasoline, | 
Dayton Knockdown Qvens. 





By the addition of the Dayton Insurance Stove to our line, we have the 
| best and most complete line of summer stoves made. We have been com- 
_ pelled to increase our plant by additions of buildings and machinery. We 
are the largest makers of gasoline stoves in the world to-day. 


DISTRIBUTING REPRESENTATIVES. 





Prescott & Co., Boston, Mass. Harper & Mcintyre Co., Ottumwa, Ia. 
Eugene Munsell & Co., New York. J. S. Hall, Monticello, Ia. 
F. M. Borden & Bro., Philadelphia, Pa. Belleville Stove Works, Belleville, Ill. 
The B. C. Bibb Stove Co., Baltimore, Md. Belleville Stove Works, Kansas City, Mo. 
Butler & Johnson, Syracuse, N. Y. Peters Hardware Co., Emporia, Kans. 
The Logan-Gregg Hardware Co., Pittsburg, Pa. A. D,. McBryde, New Orleans, La. 
| Bridgeford & Co., Louisville, Ky. The Fox & Ramsey Stove Co., Memphis, Tenn. 
| H. Koch & Son, Evansville, Ind. Z. T. Miller & Son, Bloomington. Ill. 
Insurance Stove & Oil Co., Cincinnati, O. Boutell Bros., Minneapolis, Minn. 
H, Leonard & Son, Grand Rapids, Mich. The D. Moore Co., Ltd., Hamilton. Ont. 





National Vapor Stove & Mig. Co. 


PHILADELPHIA BRANCH: L ® CHICAGO BRANCH: } A. C. Barler Mfg. Co., | 
q 50 No. 2nd St. orain, ° 104-106 Lake St. Managers. , 
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TWIN BURNER TWIN BURNER 


TWIN BURNER 


TWIN BURNER cd TWIN BURNER 








The Season is Getting on, 


So don’t delay your orders 
for Gasoline Stoves..... 


i TWIN BURNER 





ity 


_ 


Our No. 480 Cabinet Wickless Blue Flame Oil Stove. | 





Our Process Gasoline Stoves, in all styles and sizes, have 
been greatly improved. 

Our Wickless Blue Flame Oil Stoves are simple, and perfect 
in operation. 

Our Individual Burner Stoves are unexcelled. . 


Send for Catalogue. 


Twin Burner Vapor Stove Co. 
206-210 S. Seventeenth St., 


ST. LOUIS, MO. 








TWIN BURNER ws TWIN BURNER 


YANYANG NIML e YANYNG NIML || 


e 


YANYNG NIML 
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Red Cross 
Stoves — 











MADE BY 


CO-OPERATIVE FOUNDRY ( 
Send for Cataloguetto 1 





Red Cross Victor Range. 


J. P. LINDEM/ 


NIIL WE 




















DANGLER.. |} 
Vapor Stoves |, 
Blue Flame 
Wick and 


D 
of 


Wickless Oil Stoves 


» We manufacture Stoves, Ti 








a 
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ss Always 
DOWN TO DATE. 
The Best and 


Most Popular 
¢ | In Existence. 


MADE BY THE 


INDRY GO., ROCHESTER, N. Y. peer aoe 
Zuelto the Western Agents, = &———— 

















N & SONS, 


"6: UKEE. 


N ational (Cleanable) 
Refrigerators...... 


REMOVABLE GALVANIZED 
ICE CHAMBER and 
DRIP PAN. 


Solid Bronze Hardwvare 
Self Closing Drip Cup 
‘Ss Hand Carwed Panels 
- Perfect Insulation 
Ti 






































are and Sheet Iron Goods. 





Red | Cross Monarch a. 

















Ue 
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These Ranges have become so widely known and have given such universal satis- 
isfaction that it is needless for us to say anything at present in regard to them. 

Notwithstanding the high price of steel, we will continue to use the. heaviest 
steel in its construction that can be used, and will maintain the high standard of finish, 
the same perfect construction and fitting that have made these so deservedly popular. 


Dealers are Enthusiastic About Them. 
Users are Loud in Their Praises. 


Unsolicited recommendations are constantly being received by us. Dealers should 
ecure the exclusive sale of the Peoria Lexington Steel Range without delay. 


Culter & Proctor Stove Co. 


Peoria, - Ill. 
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ae 
Steel Range and Steel Cook 


ROR 1900. 
Wabash Steel Range. 

















The great popularity of our Peoria 
Lexington Steel Range, which we be- 
lieve to be the best made, most attrac- 
tive and best operating Range in the 
market, has induced us to construct an 
equally good range and cook, for parties 
who desire only four covers but a large 
oven, and at a moderate price. These 


ranges and cooks are made of the 


same thickness of steel 
as our Peoria Lexington 


Steel Range, and are as well made in 
every respect, and we predict a large 
sale for both. 

The tops for both are arranged for 
key plates which take 4-8 inch or 4-9 
inch covers. Ovens are 18x21 
and 20x21 and duplex grates. 

The reservoir casing is cast 
iron, and the sheet steel is thor- 
oughly protected by cast plates to 
prevent any damage to the body 
of the range or cook. 

The ranges have our patent 
slide top damper, which regulates 
the draft perfectly. 

Dealers should not miss the 
opportunity to secure the exclusive 


sale of these ranges and cooks, 


ulter & Proctor Stove Co. 


| Peoria, Ill. 
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The Gold Coin is distinctly 


A Family 


Range... 


Clean, Economical and 
Convenient. 


Its Popularity is Estab- 
lished. 


Great Variety of Styles, ‘ ‘ 
14-16-18=20x21 in. Ovens, © 
For all Kinds of Fuel. 


— 


The Popular “Family Steel Range” is the “Gold Coin.” Fully Warranted. Manufactured by 


The Chicago Stove Works, 


Blue Island Ave. and 22nd Street, 


CHICAGO, ILL. 











THE AMERICAN ARTISAN. 18 


Brand’s Steel Range 


Entirely New. 
First Class. Low Price. 


Made in 
Thirteen Sizes. 


Four or 
Six Holes. 


For Hard or 
Soft Coal or 
' Wood. 


Encased 
Reservoir or 
Square Style. 
With or 
Without 
Water Front. 








High Closet or High Shelf. 
Draw-Out Duplex Coal or Wood Grate. 


Top Key Plates. 
Balanced Oven Door. 
Write for Prices. 






BRAND? 
SUC Brand Stove Co. 


AND 


| QhNGE's y Milwaukee, Wis., 
| : Chicago, Ill. 
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THE REALIZATION OF THE 
ADMIRAL & PVDLAL 
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We make thee GEM IDEAL, NATIONAL IDEAL 
and PERFECT IDEAL STEEL RANGES 


Cleveland Steel Range Co. 


CLEVELAND, OHIO 
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~ Accept No Substitutes. 
They Lack the Remarkable Qualities of the 
Only Original and Genuine 


PENINSULAR 


-PLANISHED STEEL RANGES. 


“Greatest Variety of Styles and Sizes.”’ 








eee ee eee ee ee  E———————E 


Largest and Best Equipped Steel Range Plant in 
the World. 


100 Ranges Each Day 


The Peninsular Stove Company, 


Leading Stove, Range and Furnace Makers. 


' DETROIT. CHICAGO. BUFFALO. 
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Vincennes, Indiana, 








and 


Des Moines, Iowa. 
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BUFFALO STAMPING WORKS 
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BUFFALO HOUSE. 
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FEN YORK HOUSE 
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WORKS AT BUFFALO,NY-_ 5 
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WEST 


"aKOUSh _ si diveeie<c To any Point? 























Over1000 Different Styles & Kinds of 0 Stoves. 


ComMBINED | 5O. O O O Coonan 
ANNUAL GiEATIN 
CapacrTY STOVES 
SEND FOR CATALOGUES. 
chee St6veCo. Gem Ci SIGE M 
SEE e Stéve Co. KE Quincy Fdiy. &.Nove ine Co. 
- Excelsior Stove Mtg Co. Thomas While Stevet oe... 














siete 1900 by American Artisen 
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In offering this steel 
range to the trade we are 
pleased to point out some 
of its leading features in 
proof of the claim that we 
have the most practical, most 
attractive and best selling range 
iS . =~ on the market, and at an ex- 
aD mn Ct OF _ =, tremely low price. 


ANY 






Its Features Include 


¢ 
Pouch Feed for Coal—new for 1900. End Feed for Wood or Coal, with both Front Swing and Side Swing. ¢ 
Duplex Grate that can be removed through Grate Door. Front Poke Door, with Slide Damper—new for ¢ 
1900. Cast Back Flue. Planished Steel Body, Asbestos Lined. Spring Balanced Oven Door. Full Cast 
Reservoir. Attachment with Shield Across Back to Prevent Rust. ‘Sheet Iron Shield below Steel Bottom : 
é 














to Equalize Heat in the Oven—new for 1900. Base Sheeting, making a Handsome Finish. Full Nickeled 
Trimmed, with Nickeled Steel Bands on Edge of Top and on High Shelf and High Closet. Beautiful 
Design, and First-class in Every Respect, All Reservoir Ranges can be changed to Square and 
Water Fronts furnished for all sizes. “ie 

0000003030383 3838383838333 eee . 
Do not miss an opportunity to secure the best steel 

range made. 
Write for Our 37th Annual Catalogue. 


‘Phomas White Stove O. 


Quincy, [ilinois. 
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There’s a 


Vilar 





in the steadily 





Remand 


=e N ational Stor 


That the people appreciate the 
superior features found. only in 
National Stoves and 
Ranges. Secure the 
agency at once. 
Don’t pass up a 
wx good thing. 











National Stoves and R¢ 


Made Exchisi 


same Lxcelsior Stove 
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ytoves= Ranges 


IT MEANS 
i For Beauty, 


For Finish, 

For Quality, 

For Durability, 
For Good, Honest 









Construction, 
a For Good Talking 





nges Excel All Others. 


_ Exclisively By 


tove & Manig. Co. 


——————————SSE_—_—— 


BOA MARK 


ADE 8 





Illinois. 
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Established 1855. 


| Schreiber, 
Conchar & Westphal Co., 


JOBBERS OF 


HARDWARE 


Dubuque, lowa. 


Dupont and Withington & 
Oriental Cooley 
Powder, §Hoes“Rakes, 
Otsego Refrigerators, 
Forks, — Milk Cans. | , 


State Agents For I 


Puritan Blue Flame 
Wickless Oil Cooking Stove. 


We are nowy prepared to appoint 
Bxclusiwe Agencies. 
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Admiration! 


In olden times men did the buying for the house, but to the 
modern housekeeper is left the responsibilty of buying household 
necessities. The shrewd dealer knowing this selects a line of 
stoves that is attractive. People will buy what they like. 





“New Process” and “Standard” are the handsomest lines of 
Gasoline and Oil Stoves ever made. They meet with universal 
admiration everywhere. Easy to sell, and they operate perfectly. 
Have you seen the 1900 “Standard” Wickless Oil Stove? Write 
us or any of the following jobbers for catalogue or information: 


EASTERN JOBBERS: CENTRAL STATES: 
THE S. M. HOWES CO., Boston, Mass. COOK & VAN EVERA CO., Chicago, Ill. 
EUGENE MUNSELL & CO., New York, N. Y. TOWNLEY STOVE CO., Terre Haute, Ind. 
F. M. BORDEN & BRO., Philadelphia, Pa. MORLEY BROS., Saginaw, Mich. 
DOMINION OF CANADA: F. TIEMANN STOVE & HARDWARE CO., St. Louis, Mo. 
THE THOS. DAVIDSON MFG. CO., Montreal, Que. WESTERN STATES: 
SOUTHERN JOBBERS: — HOLBROOK, MERRILL & STETSON, San Francisco, Cal. 
W. B. BELKNAP & CO., Louisville, Ky. FARWELL, OZMUN, KIRK & CO., St. Paul, Minn. 
H. KOCH & SONS, Evansville, Ind. TOWNLEY METAL CO., Kansas City, Mo. 
F. A. KLAINE & CO., Cincinnati, Ohio. A, C. RAYMER, Omaha, Neb. 


The Standard Lighting Company, 


Cleveland, Ohio. 
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‘ta Youn floney's Wark.” 


That’s what you get 
when you buy 


EGIpse Stoves and Ranges. 
















THEIR POPULARITY PROVES IT. 


DON’T WAIT for business to push @& 


you, but give your business a push. 


ECLIPSE GOODS 
Will make your business boom. 


Get our Catalogues and Discounts. 


For Nebraska, Western Iowa, 
Southern South Dakota, and 
Black Hills. 


Omaha, Neb. 
Oscar Millsap, Manager. 





The Eclipse Line is nmeiaes and Up-to-date. 
REPOSITORY. 


For Minnesota, North Dakota, South- 
ern South Dakota, and Iowa North of 


C. M. & St. P. Ry. 
St. Anthony Park, Minn. 


Gruenhagen Bros., Managers. 











MOORE 


STOVES 
RANGES 




















Ouick 


Cook 


Stoves 





Oven | 


Steel | 


Steel Gem 


| Moore’s 
| 


Duplex Grate for 
Coal and Wood. 


For Wood 
Only. 











Moore's Steel King, 









novel and useful features. ws os 


Cast Iron Cook Stove. 





The Ovens in these Stoves are, without question, the Quickest 
and most Satisfactory made. They also have many other 


They are sold by the leading dealers throughout the United 
States and elsewhere, and are rapidly displacing the old style 


a ad ad 











New York and Vicinity supplied by 
GEORGE STARRETT, 
227-229 Water Street, New York. 








Jott Stove Works, 


JOLIET, ILLINOIS. 













=e e @® @ @ O@ @ OG OGO.6.64.46. 4... ...._._... 


» 


e222 ea 





THE AMERICAN ARTISAN. 








a rot \ ta b | e@ Are Obtained 


by all Dealers 


Results = who sell 
The Celebrated 


BOOMERS 


Boomer Warm Air Furnaces 


or Boomer Steel Ranges 
Have been thoroughly tried and 
tested, and have proven a success 
beyond expectations in the hands 
of many first-class dealers. Don’t expect a descrip- 
tion here, but write us for catalogues at once. 
If you do not handle Boomers, and want to make 
money in 1900, write us. Our prices will interest you. 


HESS, SNYDER & CO., Massillon, O. 
cen 





‘‘Boomer Steel Range.”’ 





$ 


AL... @= eG G28 SBS SBessesesesesw_eswsusTsses 


:Champion Steel Ranges 


Shave a great and well deserved 
popularity with trade and pub- 
lic alike. They are warmly 
appreciated on account of their 


Superior Construction, 
Superior Fuel-Saving 
Qualities, 
Superior Durability, 
Superior Baking Qualities. 


@> @e7e ] Fe OB B22828288 


Why not write now = Se- 
cure the agency! 


CHAMPION STEEL RANCE Co., 2:00" 


Agencies: Rumsey & Sikemier Co., St. Louis, Mo.; Corbett, Failing & Robinson, Portland, Ore.; Lee, Glass, Andreesen 
Hdw. Co., Onfaha, Neb.; A. L. Piper, Rec. Z. C. Miles Co., Seattle, Wash.; Richard Conover Hardware Co., Kansas 
City, Mo.; Chicago Stove & Range Co., Chicago, II]. 
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KELS 
Warm Air GENERATOR 


PLEASE DEALERS. 





W. A. T. SMITH, 
FURNACE, STOVE AND RANGE WORK, 
New Haven, Conn., January 27th, 1900. 
KELSEY FuRNACE Co., Syracuse, N. Y. 

Gentlemen :—-Seven years ago the first Kelsey Generator was placed in this city, in the residence 
of Prof. C. B. Richards, Professor of Mechanical Engineering in the Sheffield Scientific Department of Yale 
University. Since then, I have placed in New Haven nearly three hundred Kelsey Generators. As I num- 
ber among the best supporters of your heaters here many who have used them longest and as the demand 
for same among the better trade here is constantly increasing, I feel to unhesitatingly lend my support in 


favor of your goods. 
Very truly yours, 
+4 iss W. A. T. SMITH. 





For Catalogue and Prices write 


Kelsey Furnace Company, 
SYRACUSE, N. Y. 


239 Water Street, New York City. 











‘ Cook & Van Evera Co., 173 Lake Street, Chicago, Ill. 


nson Tubular Furnaces 


Are constructed on 
common sense princi- 
ples and with one end 
in view, i. €., to give 
the greatest amount 
of heat from the small- 
est amount of fuel 
consumed. 


se 

These furnaces 
contain many special 
features not to be 
found in other heat- 
ers. These features 
are original with us, 
and are fully pro- 
tected by United 
States Letters Pat- 
ent. 





se 





The name. “Robin- 


son Tubular” has been 
used on high grade 
warm air furnaces for 
a number of years, and 
' furnaces bearing that 
name are leaders for - 
Hard or Soft Coal or 
Wood. 


For Hard.Coal. Write for catalogue. For Soft Coal. 


Robinson Furnace Co., Chicago. 
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Did You Ever Think 
LaRGE HEATING SURFACE 


Means Large Capacity, Plenty of Warm Air, Thorough Sat- 
isfaction to the users? These points are all combined in the 


HOFFMAN 
‘T ubular-F urnace. 


Our Catalogue will give you full information, I'ts yours on request. 


Geo. D. Hoffman Furnace Co. 


40 Dearborn St., pest ast ILL. 
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is all that its name implies—it is seamless and is 
absolutely proof against leakage of carbonic acid 
gas, smoke or dust from the fire-box into the warm 
air chamber. We guarantee this. It is the best 
heater ever constructed, the most durable and 
has the largest heating surface. Hard or soft 
coal, wood or natural gas can be used for fuel. 


WRITE FOR CATALOGUE AND DISCOUNTS. 











The Stanton Heater Co. 


MARTIN’S FERRY, OHIO 
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New Superior : 
Hot Blast! : 


Specially adapted for burning soft coal. 
Heavy castings; substantial and durable. 
NO DUST! NO GAS! NO SMOKE! § 
Fitted with either the Smyth Duplex or our New SUPERIOR 
Shaking and Dumping Grate. : 
SEND FOR DESCRIPTIVE CATALOGUE. : 
& 





Superior Foundry Co., Manufacturers, § 
Little teem we Y. : 











1 The Monitor [_ine et 





embrace a variety of sizes 
Frurn aces sufficient for all demands. 
In different forms and es- 
pecially adapted for soft 
coal, hard coal, and wood. The accompanying illus- 
trations show two of the popular constructions. They 
are economical and powerful heaters and durable in 
form. We give special inducements to the trade, 
Write for illustrated catalogue and booklet. Rail- 
road and shipping facilities are the best, having direct 
connections with the great trunk lines and branches. 


Keith Prurnace O., Manis. 


Des Moines, Ia. 
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For Information on 


Hardwvare, 
Cutlery, 
Bicwcles, 
Sporting 
Goods, > 
Guns, Rifles ‘ ’ 
Ammunition | 


Write 


JOHN PRITZLAFF HARDWARE CO., 


Milwaukee, Wis. 





A Complete Stock of et 
CONTRACTORS’ * Seven Acres of 
TINNERS’ S | Floor Spa 
LUMBERMENS’ upp ICs. heowid with Goods! 
HARDWARE BICYCLES 
CUTLERY SPORTING GOODS 


a [FE GAS eANE REESEN 


HARDWARE 





GUNS TINPLATE 
RIFLES AMMUNITION 
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L. B. HOOKER, Sturgis, Mich., writes: 


“ Your paper is a grand success. 


I believe no tinner or plumber should do without it. 


I try to keep up with the times 


and the only way is to find out what other shops are doing, and the way to do that is to take The American Artisan.” 
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A HIGHLY CREDITABLE BOOK. 


The Cornice Work Manual! is a profusely illustrated volume of 
234 pages, handsomely bound in cloth, and will undoubtedly reckive 
a hearty welcome from mechanics in the sheet metal trade. This 
branch of the building trade is steadily growing andis capable of 
still wider development. The work gives a thoroughly systematic 
and progressive course of instruction in the art and science of man- 
ipulating galvanized iron and steel, zinc, copper and other sheet 
| metals, S Rich now so largely enter into the constfuction and orna- 
| mentation of buildings. It 2 
| measurements, the tools to be used, specifications, etc., and as no 
| work of a similar character has been published fora number of years 
| it should meet with a good demand and ready sale as it will unques- 
tionably prove a camaiie companion to mechanics in this steadily 
powtes pranch of the building trade. The compiler has evidently 


gives designs and patterns and scale 


estowed much thought and the book is highly creditable as a tech- 
nical work for reference.—Black Diamond, Feb, 3rd. 





WILL BE WELCOMED BY THE CRAPT. 


‘*Within the pages of this valuable publication are described 
and illustrated the construction of sheet metal work for buildings, 
rules for cutting, fitting and placing in position cornices and sheet 
metal ornamentation. Metal is being substituted for wood in build- 
ing construction more and more each succeeding year; hence the 
field of the metal worker is widening in proportion. The practical 
information contained in this book will be welcomed by the craft.’’— 
The American Contractor, Feb 3rd. 





A TIMELY BOOK. 





“* The Cornice Work Manual,”’ an exposition of cornice work in 
all its branches, for the benefit of those interested in the practical 
woreng of sheet metal, has just been compiled by Sidney P. Johns- 
ton, and is issued by THE AMERICAN ARTISAN Press, Chicago. It 
is a cloth bound work of 234 pages, printed in large clean type and 
profusely illustrated. In these days when metal work is rapidly dis- 


ron and Steel, Feb. 3, 1900. 








Expert Opinion. 


Read what leading technical editors 
and. artisans have to say concerning 


The Cornice Work Manual. 


NECESSITY FOR THE WORK IS IMPERATIVE. 





The Cornice Work Manual, one of the series of manuals issued 
by THE AMERICAN ARTISAN of this city, has just made its appear- 
ance. It isa full and systematic exposition of cornice work in all its 
branches, ank is compiled from the files of THE AMERICAN ARTISAN 
by Sidney P. Johnston. It will prove an invaluable work for all in 
anyway interested in the practical working of steel metal. The 
worker in steel metal is constantly extending and increasing his 
tield, while the worker in wood is correspondingly less in evidence. 
The necessity for such a work as the above is therefore quite impera- 
tive, as the only work of the kind was published about a score of 
years ago and is of course quite behind the requirements of the pre- 
sent .—Midas Criterion, Feb. 3rd. 


DESERVES A LARGE SALE. 


Orlo Dobson, Coldwater, Mich., writes Feb. 5: 
“A copy of Cornice Work Manual reached mea few days ago, 
and I write to congratulate you upon the successful completion of a 
work which it seems to me must be of great value to artisans in the 
| lines of work for which it is intended. 

Not only does it seem to be a valuable work, but is written ina 
style that does not require the assistance of a college professor to 
interpret. 

ne of the greatest aids in solving the labor problem is, in my 
| opinion, the improvement of the laborer intellectually. The work- 
man who is temperate, intelligent, industrious and a master of his 
trade seldom is required to spend time in hunting for a job, and in 
placing such works as this upon the market you are aiding the arti- 
sans to become more proficient, more artistic in their work, and I 
— they will not fail to take advantage of the opportunities offered 
them. 
This book deserves a large sale.” 














HAS ALREADY PUT IT IN USE. 


W.L. Eriksen, Joliet, Ill., writes, Feb. 5: 
“I have with pleasure received your Cornice Work Manual, 
| which I consider one of the best of works on this line; it is full of in- 
| formation that any one in the tinning business, where it would bea 
| very helpful work to have to turn to for help. 
| It also woulda be helpful for old-time cutters, as there is new idea 
| that hemaynot have. Takeitin all it is a very complete book to 

have on this line of work. 1 have already put it in use.” 










lacing wood in construction, a text book of this kind is timely.’’— 


69 Dearborn Street, ~~ 
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| FIRST WORK OF KIND IN SEVERAL YEARS. 


_ “Hide and Leather has received an advance copy of ‘The Cornice 
Work Manual,’ an exposition of cornice work in all its branches. 
The publishers state that it is the first work of this character which 
has appeared for several years, and will be found valuable for all in 
any way interested in the practical working of sheet metal.’’—Hide 
and Leather, Feb. 3rd. 


Price, BGO Per cory 


Order from your bookseller, or fol — 


Daniel Stern, 


CHICAGO, ILLINOIS. 
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ponding in position to a distance away from line o equal to the width that 
the required spiral is to have; this has been done and the line k is the re- 
sult. In the practical application of this rule as to the length of the dif- 
ferent flutes required for the turrets, the student must make them as re 

quired according to the various measurements to fit each particalar one for 
itself. Fit the miters to the cornices by trimming the faces of the differ- 
ent parts, as required in each instance. Each flate has a top and bottom 
spiral face; the vertical face is merely a flat straight strip equal in width to 
the vertical height of the drawing for the same at any point of its face. 
The manner of fastening the flutes together is best accomplished by first 
soldering the spiral pieces to the column and then soldering the cap or 
outer face to the burred edges of the spiral. In this way a good job can 
be done. It would also be well for the workman, before he attempts to 
solder the spiral strips to the column, to mark the line of contact on the 
game in order that the mark will serve as a guide so that the strips will be 





The 
Cornice 
Work 
Manual 


Contains 234 pages of 
matter, including a ¥0- 
luminous index. Tt is 
illustrated with 184 en- 
gravings, and is at- 
tractively gotten up 
with substantial red 
Cloth covers embossed 


woul ; 69 Dearborn, Si, = 






















The 
Cornice 
Work 

Manual 


is the only up-to- 
date 
Zornice Book 
$ published, 
and the only one 
that bas 
been published 
in a large number 
of years. 









Cornice 
Work 


Presents exceptional 
chances to the clever 
mechanic, as there isa 
general demand for 
workmen in this line in 
all sections of the coun- 


try, and the industry is one capable of wide development, there 
being many places where the practical sheet metal cornice worker 
can establish a business of considerable dimensions with less capital 
and labor than is necessary in most other lines. This branch of 
sheet metal work is fully covered in this book. Chapters treat of 
such subjects as the cutter’s bench, cutter's tools, drawing tools and 
angles, the entablature, the reading of drawings, the measuring of 
cornices, estimating, right angle metre patterns, bracket patterns, 
management of ropes and hoisting tackle, ornament stamping 
machine, staging and scaffolding for cornice work, details and pat- 
terns for a finial, patterns for a segmental section of a pediment, etc. 


- Che price is $3.50 per copy. 


Order from your bookseller, or from 


Daniel Stern, 


Chicago, Til. 
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\® These are not “Wickless Wonders.” They are our Wick Blue Flame Stoves 
been tried and tested for years. Ail mounted in handsome cabinet form. 





vestigation. 





CABINET COOKS 


E OFFER to the taile for 1900, dis finest line of Blue Flame sitchen Stoves ever seen. 


You want them. Your trade wants them. You have had bitter experience with Wickless 
Stoves. There is nothing like a pure cotton wick for drawing oil and supplying it evenly to a burner. 


Samples are now ready. Order a line and compare them with others. They will bear in- 
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JACKSON, MICHIGAN, LU. S.- A- 


NOVELTY MANUFACTURING co. 






































NEW Heaters Complete 
NEW Features on New Patterns 
| NEW Catalogues 
NEW Price Lists, NEW Discounts 


A NEW Location in Chicago May | 
All for the New Year and New Century. 


.. THE... 


Boynton Furnace Co. 


Hot Water Heaters, Steam Heaters, Air 
| | Circulating Room Heaters, Combination 
j Water and Air Heaters, Warm Air Heaters. 








—————————— 





1900 New York, Cuicaco, 1900 


1900 4° 1900 
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ESTABLISHED 1880. 





Representative of the Stove, Fin, Pyardware, Pyeat- 
ing and Bentilating |nterests. 
PUBLISHED EVERY SATURDAY. 


Terms of Subscription (invariably in advance): One Year, Postage Paid, $2 
Address all letters, communications and remsttances to 


DANIEL STERN, President American Artisan Press, 
69 DBARBORN STREET, CHICAGO, ILL. 


Entered at the Chicago Post Office as Second Class Matter. 
THIS Paper is A MEMBER OF THE CHICAGO TRADE PRESS ASSOCIATION. 


This Office is connected with the Long Distance Telephone System 
Our Telephone Number is“ Central 677.” 





CHICAGO, FEBRUARY 17, 1900. 





AMERICAN commerce with the islands and coun- 
tries of the Pacific shows a greater gain in 1899 than 
that witb any other part of the world. Our total ex- 
ports increased 20 million dollars, and our exports to 
Asia and Oceania alone increased over 19 million dol- 
lars; our total imports increased over 164 million dol- 
lars, and 48 million dollars of this increase was from 
Asia and Oceania. Exports to Asia and Oceania in- 
creased 27 per cent, while imports from that part of 
the world increased 40 per cent. Of this increase of 
20 million dollars in exports to Asia and Oceania, over 
6 millions went to British Australia, 4 millions to the 
Hawaiian Islands, 4 millions to China, and the re- 
mainder distributed to the various countries and 
islands of that part of the Western Pacific, while of 
the imports from Asia and Occania, 12 millions were 
from the Dutch East Indies, 11 millions from Japan, 
9 millions from the British East Indies, 7 millions 
from China, and 6 millions from Hawaii. 








George O. Squier recently 

A Submarine Cable read a paper before the Ameri- 
In The Pacific. can Institute of Electrical En- 
gineers on the subect of an all- 

American cable to Manila, Japan and China, Mr. 
Squier takes the position that cable communication 
with our insular possessions in the East should be ab- 
solutely and exclusively in our own hands. The 
scheme for a route, part land and part submarine, 
from California via Alaska, the Aleutian Islands and 
Japan does not find favor in his eyes. He truly says: 
‘‘Apart from establishing telegraphic communication, 
free from foreign control, between the United States, 
Hawaiian Islands, the Philippine Islands and Guam, 
the mission of the American Pacific cable should be 
to bring about a general reduction of cable rates.’’ 
Of course, the more reasonable the charge the greater 
the volume of business will be; and the greater the 
volume of cable business the greater the stimulation 
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of our growing oriental trade. ‘-No one,” declares 
Mr. Squier, ‘after studying the true future interests 
of the United States, can come to any other conclu- 
sion, relative toan American Pacific cable, than the 
one so admirably expressed by the President in his 
special message to Congress—viz., that this cable 
shall be wholly under the control of the United States.” 
This is the idea on which the entire question pivots — 
and it at once excludes the northern route for the 
present and limits the route to American territory. 
The cost of maintaining such a cable as Mr. Squier 
would build would be, according to his liberal es- 
timate, less than $1,000,000 a year. Even if it were 
not self-supporting it would be a paying investment 
for this country, which is waking up to the commer 
cial possibilities of the orient. 








The Empire state has 

Will Check Swindles. taken salutary ground in 
regard to the fake financial 

swindlers. who have been cropping out so freely in 
that commonwealth of late. The effect of a bill which 
has recently been introduced into the assembly of that 
state and has the backing of Governor Roosevelt, is to 


prevent the so-called trust companies, or syndicates, 
like the Miller syndicates insurance or assurance, or in- 


demnity or financial companies in general, to go into 
other states and get a charter, which apparently gives 
them financial powers, then to come into New York 
and obtain a certificate of authority from the Secre- 
tary of State, and attempt, or pretend to attempt, to 
do a financial business in New York under a charter 
which is not subject to the banking or insurance de- 
partment, 

Another act introduced by Assemblyman Slater 
is along similar lines and 1s intended to prohibit any 
domestic corporation which is not subject to the bank- 
ing or insurance law from organizing with a title 
which should in anywise deceive the®public, 

At the present time a corporation may organize 
in New York under the general act, with the name 
‘‘trust company,” or with various other names which 
indicate financial powers, although no such financial 
powers are contained in the charter. In other words, 
the name may be deceptive, and in the last report of 
the Superintendent of Banking it was recommended 
that such a bill be introduced. 

The bill as now introduced provides that no do- 
mestic corporation’s title shall contain the words 
bank, banking, insurance, assurance, indemnity, guar- 
antee, guaranty, savings, trust, investment loan, syn- 
dicate or benefit, unless such company was organized 
under a banking or insurance law. 

The whole effect of this act of Assemblyman 
Slater is to give a quietus to all bubble corporations 
and get-rich-quick schemes, 





RANDOM SKETCHES. 





BY SIDNEY ARNOLD. 





Senator William Lindsay, of Kentucky, was a 
recent speaker before the New York Board of Trade 
and Transportation banquet in NewYork. His toast, 
‘-The Closing Century,” displayed a healthy optimism 
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throughout that is refreshing in these days when one 
hears so much twaddle about commercial and political 
decadence. While not denying that there was muni- 
cipal corruption, active lobbies, abuse of the elective 
franchise and control of business by trusts, the Blue 
Grass Senator denied that the existence of these evils 
proved that morality has not kept pace with material 
progress, nor that political freedom has diminished the 
influences of the higher attributes of humanity. 

Mr. Lindsay’s peroration was as follows: 

“The demagogue in politics may secure temporary 
success, but he ultimately finds his level. Municipal 
corruption can no longer escape exposure, and expos- 
ure is the first step to reform. The lobby exercises 
less influence than at any time since the Civil War. 
The dishonest business man is no longer tolerated by 
his fellows, and the standard of commercial and | 
business integrity was never so high as it is today. 

‘‘Trusts and pernicious combinations intended to 
control production or to fix prices cannot long con- 
tinue to harass producers and consumers or to disturb 
and discredit legitimate business. 

The franchise may be prostituted, and the will of 
the people may be occasionally defeated by the manipu- 
lations of designing and unscrupulous spoilsmen, but 
the outraged people have never failed to reclaim all 
they may have temporarily lost.” 


Lombroso and other men who delve into the nice- 
ties of the craniology of criminals have prepared ex- 
haustive data on the facial characteristics of the dan- 
gerous. elements in every community. A card I re- 
ceived the other day showed a picture of a prosperous 
looking gentlemen labeled ‘‘a notorious character,” 
which I will bet a cooky would prove a sticker to 
Lombroso or any other student of the anatomical mani- 
festations of crime. And no wonder either for the 
gentlemen in question J. C. Comstock, a Thorntown, 
Ind., hardware dealer is distinctly spurious as ‘‘a no- 
torious character,” because he styles himself one for 
advertising purposes, and it is only other people’s 
saying so that makes a man a notorious character, not 
his own sayso. Mr. Comstock’s business card goes on 
to state that he is ‘‘still at large and is wanted for 
the murder of high prices on stoves, tinware, ranges, 
granite ware, cutlery, general hardware, etc.”’ 





There is one thing pretty certain and that is that 
if this Indiana dealer is found guilty of this murder, 
he can’t prove that any of the trusts in the trade 
were his accomplices as every last one of them could 
prove a good alibi when charged with this heinous 
crime. 

This card gives the following clever description 
of this man wanted for this commercial murder. 





‘‘The accused is a slim complexioned youth, under 
18 hands high; weighs less than 400 pounds; wears a 
25 cent shirt; shoes much worn and whet out at the 
toe, and is noted for his bashfulness. When last seen 
he was selling goods at J. R. Beach’s old stand in Thorn- 
town, Indiana. A liberal reward will be given to any- 
body who catches him asleep during business hours.” 
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REFLECTIONS OF A BUSY IAN. 





BY THE COLONEL. 


TRY TO ‘*WOLF’’ ALL THE BUSINESS 


A few days since I met a young traveling man 
who represents a hustling northwestern jobbing 
house, and naturally our conversation was along lines 
of commercial dealing, both wholesale and retail, and 
the consensus of opinions arrived at was conclusively 
that not a few of the wholesale houses are too strongly 
ixclined to ‘‘wolf’’ all the business, i. @., not content 
with a fair, legitimate amount of the regular business 
due to them for a legitimate amount of push and work, 
they seek to compass all the business by working the 
consumer as well as dealer. It is true that the 
farmer who works the farmer (J. J. H.) is the most 
successful farmer of the entire northwest, but will the 
wholesaler who attempts to vend his wares on a like 
scale be as successful? The wholesaler is continually 
preaching the gospel of anti local competition among 
retailers and ever holding up to them the baneful in- 
fluences of price-cutting in too closely contested com- 
petitive businesses; but has the woifishly inclined 
wholesaler for one moment thought of the baneful re- 
sults or working either directly or indirectly both 
dealer and dealer’s customer. 

THE RICH RED BLOOD OF OUR COUNTRY. 


The commercial industries of our country are the 
rich red blood that supplies the arteries, gives 
strength and vigor to our being, as a nation and a 
people, and no single thing that clogs the channels or 
contaminates the environment should be suffered 
therein. As the wholesaler is solicitous about the 
retailer’s rectitude of purpose. so should he be careful 
to not lead up to a more damaging condition of affairs. 

THE WHOLESALER’S LEGITIMATE FIELD. 


A wholesaler’s legitimate field of work is the reg- 
ular retailer, and of him he (the wholesaler) is entitled 
to what he can sell at fair, legitimate prices and mar- 
ginal profits paying a fair competence, 

THE RETAILER'S NATURAL FIELD. 


A retailer’s natural field is the actual consumer 
who is within his bailiwick, and his duty towards him 
(the consumer) is an honorable and fair treatment, as 
he asks of the wholesaler. The retailer who is willing 
to yield all and every vestige of profits, even sacrific- 
ing portions of costs to secure a competitor's legiti- 
mate customer, cannot hope for prosperity. Neither 
can the wholesaler expect success and a large fullow- 
ing when he seeks both the flour and bread of the 
retailer. 

TRADE IS REACHING A HIGHER PLANE. 

I am inclined to think the entire trade, wholesale 
and retail, is gradually reaching a higher plane, prose- 
cuting business upon a better general plan, and 
that ultimately a marked change will be noted. That 
trade organizations, particularly retail ones, are con- 
tributing largely to these improved methods there is 
no doubt. Annual conventions are now being held in 
several] states, and we may look for new life all along 
the line. Let nothing come betwixt manufacturer, 
wholesaler or retailer to prevent an upbuilding of 
conditions. 
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News Siftings. 


P. B. Acker, vice president of the National Asso- 
ciation of Stove Manufacturers, has gone South to fish 
for tarpons. He expects to be gone for about a month. 

J. M. Litchfield, Beekman and Pearl streets, New 
York, has a very attractive display in his show win- 
dow. An oak mantel with tile is used fora setting 
for a Penn Jewel fireplace heater. 


J. Reiss, H. Steinlage and H. C. Pollman are the 
incorporators of the John Reiss Stove and Hardware 
Co., St, Louis, Mo., incorporated for the manufacture 
of stoves, hardware and house furnishing goods. 
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J. P. Lindemann & Sons, Milwaukee, are Western 
agents for the popular line of Red Cross stoves and 
ranges. Thege goods are made by the Co-operative 
Foundry Co., Rochester, N. Y., are down to date and 
have a strong popularity. 


The Nickel Plate Stove Polish Co., Chicago, make 
such popular polishes as the Black Eagle and Black 
Jack stove polishes, The former is for dealers’ use, 
while the latter is for family use. . The Peerless Iron 
Enamel is the finest air drying enamel made. 


The Excelsior Stove & Mfg. Co., Quincy, IIl., re- 
port a steadily increasing popular demand for their 
National stoves and ranges. These ranges it is stated 
excel all others in beauty, finish, durability, quality, 
good honest construction and good talking points. 


The Chicago Stove Works, Blue Island Ave. and 
Twenty-Second St., Chicago, make a distinctly family 
range in their Gold Coin. These are clean, econom- 
ical and convenient. They are made ina great variety 
of styles with 14, 16, 18, 20 and 21 inch ovens for all 
kinds of fuel. 


The Twin Burner Vapor Stove Co., 206-210 S. 
17th St., St. Louis, Mo., make their Twin Burner 
Process stoves, all styles, all sizes, with a great many 
new improvements and new designs. They are fitted 
with the Twin Burner odorless device. The Twin 
Burner Wickless blue flame oil stoves are made in a 
full line of new styles and all sizes. 


C. H, Miller, the genial and energetic manager of 
the Champion Steel Range Co., Cleveland, Ohio, was a 
recent caller at THe AMERICAN ARTISAN Office. Mr. 
Miller, accompanied by his wife, has been on a busi- 
ness trip in the interest of the well known Champion 
and Marquart steel ranges, taking in the principa 
Pacific Coast and intermediate points. 


The Standard Steel Range & Mfg, Co., Cleveland, 
Ohio, have purchased the old plant of the Aurora 
Vapor Stove Co,, whither they will shortly transfer 
their steel range business. This new plant will give 
this firm vastly improved facilities. They have put a 
thorough equipment of large presses and other im- 
proved machinery into this new plant which will en- 
able them to materiatly decrease the cost of manufac- 
turing their goods. 


The Joliet Stove Works, Joliet, Ill., have met 
with a phenomenal success in their sales of their Quick 
Oven steel cook stoves. These are made in two styles, 
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viz., Moore’s Steel Gem with duplex grate for coal and 
wood and Moore’s Steel King for wood only. The 
ovens in these stoves are claimed to be the quickest 
and most satisfactory made. The trade should write 
this. firm for some of their trade literature. When 
writing kindly add: ‘Saw it in Tue American ArtI- 
SAN.” 


W.H. Colebrook & Co., Syracuse, N. Y., send 
us @ batch of circulars. One describes their Black 
Flag stove polish. This is a beautiful jet black with 
no dust or odor. It is exceedingly brilliant, great 
covering capacity and wonderful durability. Their 
Old Reliable ebony enamel for bicycles, stove pipes 
and all kinds of iron work imparts arich, glossy black 
finish. The Crown elastic roofing cement for bedding 
slate, painting up and preventing leaks in metallic 
roofs, around chimneys, copings, skylight gutters, 
dormer windows, cupolas, slate stone, brick and wood. 
It is very adhesive and sticks to anything. 


The Warren Hardware Co., Warren, O., have just 
placed on the market the New Warren wrought steel 
range, This range is the very latest in design. The 
square range is made in seven sizes, in japanned finish 
or polished blue steel. The reservoir range is made in 
five sizes, for hard coal, soft coal and wood. It is 
heavily lined throughout with asbestos mil] board. It 
has balanced oven door, large bailed ash pan, combi- 
nation wood and coal door. W. D. Sager, 54 N. 
Clinton street, Chicago, is wholesale agent for this 
firm for Chicago, the West and Northwest, and R. T. 
Mitchell, 64 Prospect street, Cleveland, is wholesale 
agent for Cleveland and vicinity. 


The Culter & Proctor Stove Co., Peoria, Ill., with 
customary enterprise are presenting the trade a new 
steel range and steel cook for 1900 trade. The names 
of their additions are the Wabash steel range and 
steel cook. They both have tops arranged for key 
plates to take 48-inch or 49-inch covers. The ovens 
are 18x21 and 20x21 and the grates are of the duplex 
pattern, The reservoir casing is cast iron, and the 
sheet steel is thoroughly protected by cast plates 
to prevent any damage to the body of the range or 
cook. These ranges have patent slide top damper for 
perfect regulation of the draft. The Peoria Lexing- 
ton steel ranges will maintain their high standard of 
finish for 1900. 


The Enterprise Stove Co., Vincennes, Ind., and 
Des Moines, Ia., are manufacturers of the Star Prog- 
ress gas stoves and ranges for natural or artificial 
gas. The oven burners for this stove are furnished 
either raw or drilled. With every stove are shipped 
one Giant burner, one simmering burner, four stand- 
ard size burners and two oven burners, The air mixers 
are made adjustable. The ovens are square and in 
even inches. The oven linings are sheet steel and are 
mounted so they can be taken out and replaced with 
ease. The oven tops and bottoms are heavy sheet 
steel and are in no way connected to cast iron. In 
these ranges the oven is insulated by (1) sheet steel 
plate (2) dead air space (3) a sheet of asbestos (4) 
another sheet of steel. 


The Peninsular Stove Co., Detroit, Chicago and 
Buffalo, send us a pretty petite booklet describing their 
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line of steel ranges. In the Monarch Peninsular pol- 
ished steel range, double walls of steel, asbestos lined, 
form the outer body, concentrating heat in and around 
the cooking surface. A double flue bottom under the 
oven prevents the chilling of the oven bottom. It is 
made of polished steel and boiler-like, is riveted every 
two inches with steeple head rivets driven cold. The 
key plates are interchangeable, resting in a four-piece 
frame, which is away from the direct action of the fire. 
The swing ash pit door fits tight and is nearly double 
heighth of ash pan. The Peninsular planished steel 
range has self-locking pouch, feed door for coal and 
swing wood feed door, with an opening 6x74 inches, 
24 inch wood can be used in this range. The grate 
frame is so far removed from fire that it is very dur- 
able. The Peninsular planished steel combination 
gas and coal range burns illuminating or fuel gas and 
coal or 24 iuch wood. One of these booklets will be 
forwarded the trade on application, When writing 
for same kindly add: ‘Saw it in THE AMERICAN 
ARTISAN,”’ 


A HANDSOME CATALOGUE. 





Joseph Huse & Son, 95-97 Blackstone street, 
Boston, Mass., send us an interesting catalogue of 
range, stove and furnace repairs, This firm have made 
special arrangements with the Magee Furnace Co., 
Walker & -Pratt Mfg. Co., White, Warner & Co., 
Highland Foundry Co., Fuller & Warren Co., and 


‘Scranton Stove Works for all repairs for the goods of 


these firms. The repairs are made from original pat- 
terns. Besides the very complete line of stove repairs 
shown in this volume, there are an extensive assort- 
ment of sinks, registers, hollowware and stove 
dealers’ sundries. The line of goods shown in- 
cludes plain and galvanized tea kettles, dough- 
nut kettles, bean dishes, Scotch bowls, Yan- 
kee bowls, high pans, French bake kettles, waffle 
irons, large patent open-handle spiders, Erie spiders 


. (ground), Boston spiders, ‘‘Never-Break” spiders, 


stove griddles, oblong griddles, flat heaters, French 
roll pans, Erie hollowware, furnace fittings such as 
register boxes, tin elbows, angle elbows, adjustable 
tin elbows, round tin headers, casing collars, galvan- 
ized iron elbows, Lawson dampers, Walker dampers, 
White & Warner dampers, Boynton regulators, sheet 
iron elbows, Maslin kettles, ‘‘Acme’” fry pans, funnel 
irons, shovels, nickel knobs, lifters, pokers, scrapers, 
sieves, dust pans, tank tops, ash doors, ash dumps, 
Champion stove clay, asbestos furnace cement, asbes- 
tos stove lining, kaolin, Black Silk stove polish, sad 
irons, Bonnell’s Nubian Iron Enamel, brass couplings, 
farmers’ boilers and caldron kettles. One of these 
volumes will be forwarded the trade on application. 
When writing for same kindly add: ‘‘Saw it in Tu 
AMERICAN ARTISAN.” 





DEATH OF N. A. BOYNTON. 





A pioneer in the heating world passed away when 
Nathaniel A. Boynton, president of the Boynton Fur- 
nace Co., New York and Chicago, died on the evening 





of Feb. 11th. He was in the seventy-seventh year of 
his age. He had not been in robust health for the 
last twelve months, but it was only a few days before 
his death that he became seriously ill. His death was 
due to a complication of diseases, which, on account of 
his advanced age and lack of vitality, so weakened his 
heart that there was no chance for recovery. Mr. 
Boynton had a large number of friends in the trade 
and every heating man respected him for the great 
services he had performed in, the cause of modern 
heating. 

Mr. Boynton was born in Mason, N. H., on July 
12, 1822. Thence, after he had had a common school 
education; he went to Clinton, Mass., and from there 
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N. A. Boynton. 


to Boston, engaging in the invention, manufacture and 
sale of heating apparatus. 

In the 40s he came to New York. Fifteen or six- 
teen years ago the Boynton Furnace Company was 
organized, with Mr. Boynton as president, an office 
which he held until his death. 

Among the’ other organizations to which he be- 
longed were-the New] England Society, the Congrega- 
tional Club, the [Brooklyn Institute of Arts and 
Sciences, of which he was a life member; the Long 
Island Historical Society, also for life, and the Genea- 
logical and Biological Society of New York. 

Mr. Boynton was an extensive traveler, finding 
his greatest pleasure in visiting the famous places of 
America and Europe. His surviving family are his 
widow, two sons and three daughters. The funeral 
was held Feb. 12th at 9 o’clock at his home. Burial 
was at Rhinebeck cemetery. 
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The Hardware Record. 








Chicago Retail Hardware Dealers’ 
Association 


Pres., D. McLaughlin. 
Vice-Pres., rs J. Krueger. 


Sec., G. R. % 
Fin. Sec., John Hora. 
Treas., J. L. Smith. 


Detroit Retail Hardware and Stove 
Association. 


Pres., Cash P. Taylor. 
Vice-Pres.. W. G. Stone. 
, Fred H. Cozzens. 

5 «» H. C. Weber. 

Ex. Com., D. T. Phelps,Chairman; 
Dudley W. Smith, Harry Bullock, 
Seth Hunt, Philip Cross and H. C. 
Weber. 

re Merchants’ and [anu- 
facturers’ Association of Phila- 


delphia. 

Pres., Jas. H. Ritter. 

Vice-k res., Hugh McCafferty. 

.-Treas., T. James sree At 
canines St. 

Directors, William W. Sup 
Samuel Disston, John H. Gu ee 
ames H. Ritter, Charles M. Ghris- 
ey, William C. Peters, Thomas 
Devlin, Hugh McCafferty and T. 
James Ferniley. 


illinois Retail Hardware Dealers’ 
Association 


Pres., Z. T. Miller. Bloomington. 
Vice.-Pres., . McLaughlin, Chi- 


cago. 
<. L. M. Reeves, Peoria. 
Treas., Theodor Krueger, Chi- 


“=. Com., Z. T. Miller, Blooming- 
ton; D. Mei caghlie Chicago; L. 
Resves, Feoria; Theodor Kru er, 
Chic . D. Velde, Pekin; ‘ 
Engle Ts Chicago; Otto Schulte, 
Freeport; S. A. Crissey, Marengo; E. 
Goettsche, Chicago. 


Indiana Retail Hardware Dealers’ 
Association. 


Pres., Geo. E. Nichols, Anderson. 

Vice-Pres., Geo. W. North, Colum- 
oia City. 

Sec. and Treas., M. L. Lewis, Ma- 


Ex. Com., C. Shanklin, Frank- 
ot H. H. aylor Elwood; Irvi 
A. Sibley, South Bend: Sharon 
ones, Richmond. 
iowa Hardware Jobbers’ Associa- 


tion. 
Pres., C. Schreiber, Dubuque. 
Vice-Pres., A. Weber, Keokuk. 
' Sec.-Treas., W. H. Kalbach, Oska- 
oosa, 
lowa Retail Hardware Dealers’ 
Associa 


ition. 
Pres., H. A. Cole, Council Bluffs. 
Vice-Pres., S. R. Miles, Mason 


ity. 

Sec. . C. W. Brelsford, Villisca. 

Treas., W. A. McIntire, Ottumwa. 
ee oh Com., Geo. Kent, berty Hc: 

Doty, West Liber 

Chapen, Snion: E. ‘enrose, 
Tama; W. H. Keating,  eeeeaee 
L. H. Kurtz, Des Moines; M, W. 
Keating, Afton; C. W. Dixon, Al- 


gona, 
Fences Retail Hardware Dealers’ 
Association 


Pres., Frank Rudy, Paola. 
vice Pres. Geo. F. Anderson, St. 


Secu]. A A. Cole, Topeka. 
H. Hamilton, Ar- 
rs. Chaney. Topeks: 
Logan: er, An- 
re. a itlo Boyle, tcase™ 


Michigan Retail Hardware Dealers’ 
Association... 
a Pres., Henry W. Weber, West Bay 
t 
Vice Pree. W.J. Boyce, Port Hu- 


ge) 
; Sec, -Treas., Fred Cozzens, De- 
roit. 
Ex. Com., Henry W. Weber, West 
Bay City; Ww. J. Boyce, Port Huron; 
Fred Cozzens, Detroit; Geo. Wilcox, 
fdrion; Burt Edwa lamazoo; 


Lit oT at Port. Huron; G. W. 
abbas int. 
Minnesota aa Hardware Asso- 


tone om, E. O’Brien, Crooks- 


*Vice-Pres. T. C. Caley, Peinostes. 
Sec., T. McCracken, polis. 
Ex. Com ‘C S. Pierce, ‘Duluth; Cc. 
F, Stremel. "Minneapolis: H. Hauser, 
Gibbon; Hatch, Battle Lake; 
Josens n Mason; *. eter; C. F. Lad- 
ner, St. wnt Nelson, Owat. 
pane Ww 9 Be L eSueur; 
A Leyhodt. Fairbault. 
Mi uri Retail Stove and Hard- 
ware Dealers’ Association. 
Pres., J: W. pene. Carrolton. 
Vice-Pres., P. E Harney, Joplin. 
Sec,-Treas., E. Thomas, renton, 


kansas City: 
E.1 


Ex. Com., P. E. Harney. Chair- 
man, Joplin; Ed. E. Demeter, Lin- 
coln; J. D. Cotty, Cameron; J. W. 
Ken} on, Meiteees Louis, Herring, 
a burn; L. D. Groom, Richmond: 

Berghauser, Fulton; Taylor 
Fries Louisiana; H. G. Koenig, = 
Louis; H. W. Quernheim, St. 


Pres., John Bindley, Pittsbu 
First’ BK, ice-Pres., 'W. Sha pieigh, 


Second Vice-Pres., Brace Hayden, 
San Francisco. 


Sec.-Treas., 
Philadelphia. 

Ex.Com., W. K. Belknap, Louis- 
ville: John C. Koch, Milwaukee; R. 
A. Kirk, St. Paul; Samuel A. Bigelow, 
Boston; P. E. Strauss, Boston; J. D: 
Moore, ‘Birmingham. 

New York Hardware Club. 

Pres., Peter McUartee. 

Vice-Pres. ie . Sargent. 

Treas., Thomas F. Keating. 

Sec. , James H. Kennedy. 


North Dakota Retail Hardware 
Dealers’ Association. 
Rees. . Clark W. Kelley, Devil’s 


Vice-Pres., H. B.Allen, Jamestown. 
Sec., C. N. "Barnes, Grand Forks. 
Treas., H. N. Joy, Hamilton. 
Ex. Com., N. Halverson, North- 
wood; C. A. Rinehart, Grand Forks; 
H.G. Heigeson, Milton; P. L. Pritch- 
ard, Fargo; H. F. Strehlow, Cassel- 
ton; C. B. Cook, Gardner; J. L. Gale, 
Hunter. 
Ohio Retail Hardware Association 
Pres., H.C. Wiseman, S ringfield. 
Vice-Pres. ,E, L. Harris,Columbus. 
, Sec.-Treas., John F. Baker, Day- 
on. 
- Ex. Com., H. B. Davidson, Cleve- 
land: W.A. Remey, Mansfield, O.; 
M. Scott, ee a L. F. Stahler, 
Wii's Frank Harrison, Toledo: 
‘ott, McConnellsville; George 
Grey, Coshocton; C. C. Fouts, 


Middincews, 
Pacific Coast rae and Metal 


Pres., Brace Hayden, San Fran- 
cisco. 

First Vice-Pres,, William Honey- 
man, Portland, Ore. 

Second Vice-Pres., C. C. Reynolds, 
Los Angeles. 

Third Vice-Pres., William Schaw 
Sacramento. 

Sec.. Frank L, Brown,8 Pine St, 
San Francisco 

Assistant Sec., Thomas P. Smith, 
San Francisco. 

Treas., John F. Merrill, San Fran- 
cisco 

A Com., William R. Wheeler, ‘+ 

Watkins, Wakefield Baker, E. F 
Selfridge, A L. Scott, C. F. Tay 

A.A. Wigmore, all ot San Fran- 


s. Louts Retail Stove Merchants’ 
Association 


Protective ° 
Pres., H. W. , — heim, 
First Vice-Pres., August Stein- 


me 
Second Vice-Pres., A. H. Greund- 


ler. 
Sec., H. G. * 
Treas., fit. Boeh!. 
Sergt-a ~Arms, J. P. Becker. 


Southern Hardware Jobbers’ Asso- 
yee oO. B. Barker, Lynchburg, 


a. 
Vice-Pres., R. E. Bell, Weather- 
ford, Tex 
Sec., C. B. Coster. nay Parke, Alana, 
f Com, a W 


T. James Fernley, 


Raoxville, 
iS = yg Smith, Ark.; 
e 3 Roberts, , Tex. 


Texas Hardware Jobbers’ Associa- 


Pres., F, A. Heitman, Houston. 
First at Vice-Pres. » J. C. Bering, 


‘Segond Vice-Pres., Walter Tips, 
ton pin Kobert Eikel, Hous- 
wih Moroney, 
cai, W el Weatiertord: 4. P. is 
east 
Pres. A. H. j 
ress eat oo 
ire . Stambaugh, Rice 
FE capt. 


Kusel, Watertown; Henry 2 744 
kamp, Milwaukee. 


Treas., oo. aue 
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The Lang Hardware Co. are a new Cedar Rapids, 
Ia., firm. 


The Weatherwax Mfg. Co., makers of locks and 


hinges, will, itis said, remove from Bloomsburg, Pa., 
to Shamokin, Pa. 


C. F. Ladner, the enterprising hardware dealer 
of St. Cloud, Minn., reports a fair year’s business and 
hopeful for coming year. 


John O. Barrett, T. A. Mason and Chas. E. Fin- 
ley are the incorporators of the Finley Lawn Rake 
Co., Joliet, Ill., capitalized at $10,000. 


R. G. Roebling, J. H. Janeway, Jr., and J. S. 
Broughton are the incorporators of the Woven Steel 
Hose and Cable Co,, Trenton, N.J., capitalized at 
$100,000. 


H. G. Ides, J, Harris, E. A. Hudson and W. L. 
Miller are the incorporators of the Harris Mfg, Co., Ox- 
ford, Mich., capitalized at $30,000 for the manufac- 
ture of wire fences. 


C. S. Ives, J. J. Laueens, A. W. Ives and W. H. 
Reynolds are the incorporators of the M. N. Rowley 
Co., Detroit, capitalized at $20,000 for the manufac- 
ture and sale of scales, 


D. H. Henry, D. H. Patty and J. W. Chapman 
are the incorporators of the Geneva Shears Co., 
Geneva, N. Y., capitalized at $50,000 for manufactur- 
ing scissors, shears, etc. 


The Joseph Dixon Crucible Co., Jersey City, N. 
J., send us a pretty calendar blotter for February, 
‘1900, showing a fine medallion containing the features 
of the Father of his Country. ; 


D. R. Sperry & Co,, Batavia, Ill., are manufac- 
turers of Sperry’s steam kettles, made from very 
thick metal without stay bolts, joint packed in such a 
manner as to never need repacking. 


J. J, Sullivan, E. W. DeBower and W. H. Carey 
are the incorporators of the Rotary Filing Machine 
Co., New Jersey, N. Y., capitalized at $50,000 for the 
manufacture of saw filing machines, 


The Bryan Mfg. Co., Bryar O., are sending out a 
little card to the trade showing Uncle Sam carrying a 
satchel of Champion barrows, and advising shrewd 
dealers to order early and avoid delay. 


M. Crane, A. B. Crane, F. L. Carter, K. S. Roz- 
enbeck and Millie Rozenbeck are the incorporators of 
the South Side Mfg. Co.. South Frankforth, Mich., 
capitalized at $20,000 for manufacturing refrigerators, 
etc, 


John N, Hager, Ft. Atkinson, Wis., has built up 
a large trade in his very handy and compact Hager’s 
patent display brackets for forks, shovels, rakes, hoes, 
etc. These goods are sold by leading jobbers every- 
where. 


C. H. Gauson, S. W. M. Madden, H. L. Detrick, 
W. S. Thompson and H. S. Milligan are the incorpor- 
ators of the Springfield Fence Mfg. Co., Springfield, 
O., capitalized at $40,000 for the manufacture of wire 
fences. 


J. W. Berg, hardware, Little Falls, Minn., and 
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vice-president of the Minnesota Retail Hardware Asso- 
ciation, is in the throes of stock taking, consequently 
up to his neck m work. Mr. Berg has always been 
something of a hustler. ‘ 


The American Carburizing Co., 160 Pearl St., 
New York, are manufacturers of Carburizer for case 
hardening purposes. Carburizer does not corrode and 
the carbon projected into metal by this process is not 
lost if it is found necessary: to reheat the hardened 
piece. 

The Jones Hardware Co. have moved into new 
quarters at 923-929 North E street, Richmond, Ind. 
This firm carry a complete line of hardware, paints, 
oils, factory supplies, plumbers’ supplies, carriage and 
wagon wood work, blacksmiths’ supplies, iron, steel, 


' pipe and fittings. 


W. H. Woodard & Co., Clifto n Park, Ohio, are 
manufacturers of the Vim No. 3 pipe shear for cutting 
stove pipe, furnace pipe, pail and boiler bottoms, re- 
moving old tin roofs, etc. It has a fine steel blade, 
correctly tempered. It it offered the trade at an ex- 
ceptionally low price. : 


How Bros. Co., Sauk Centre, Minn., have se- 
cured the adjoining store, giving much needed room 
for their increasing business. They have also fitted 
up a mest commodious and tasty office with an attract- 
ive show window allowing for unique displays, one (a 
woodman’s scene) now being on exhibit. 


The North Carolina Mica Co., Boston and Chi- 
cago, are manufacturers of the well known Kant 
Krack mica chimneys and canopies. These have been 
proven to have superior merit for incandescent, gas 
and gasolene lamps, The trade are requested to write 
this firm for circulars. Kindly add: ‘‘Saw it in THE 
AMERICAN ARTISAN.” 


The Grand Rapids Refrigerator Co., Grand 
Rapids, Mich., are manufacturers of the well known 
Leonard cleanable refrigerator, which is made with 
eight walls to make insulation perfect, and the con- 
stant circulation keeps the air pure and cold. This 
firm are very liberal to their trade as regards electro- 
types, circulars, etc. 


A press dispatch from Birmingham, Ala., states 
that the predictions made by furnacemen at that point 
that pig iron quotations would advance in the near 
future from 50 cents to $4 and $5 on the ton appear to 
be coming true, The production, though increased a 
little, does not appear to be equal to the demand, and 
the stocks on hand are going down some. 


H. Merkel, 513-515 Elm Street, St, Louis, is 
manufacturer of Merkel’s simplicity incandescent 
vapor lamp, which consumes about one pint of gaso- 
lene in six to eight hours, and with the improved 
mantle produces a soft, steady and very brilliant white 
light from 80 to 100 candle power. The Merkel sim- 
plicity light will not smoke or discolor ceilings. 


The Sehreiber, Conchar & Westphal Co,, Dubuque, 
Ia., are one of the oldest and largest hardware jobbing 
houses in Iowa, having been established in 1855. 
They are agents for Dupont and Oriental powder, 
Otsego forks, Withington & Cooley hoes and rakes, 
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refrigerators and milk cans, and are state agents for 
Puritan Blue Flame wickless oil stoves. 


The John Pritzlaff Hardware Co., Milwaukee, 
Wis., are one of the leading hardware houses of the 
Northwest. They carry a complete line of hardware, 
cutlery, bicycles, sporting goods, guns, rifles and 
ammunition, Also a complete stock of contractors’, 
tinners’ and lumbermen’s supplies. They occupy 
seven acres of floor space which are completely 
crowded with goods. 


The Wm, Connors Paint Mfg. Co., Troy, N. Y., 
send us a very handsome 1900 wall calendar, showing 
a picture of Uncle Sam weighiug the baby year 1900, 
while the American eagle scrutinizes the job. This 
calendar, as befits a leading paint house, shows a varie- 
gated symphony of color, It will be forwarded the 
trade on application. When writing for same kindly 
add: ‘Saw it in THE AMERICAN ARTISAN,” 


Cole & Cole, Council Bluffs, Ia., send us some in- 
teresting matter they are giving out to their cus- 
tomers, This includes Cole’s handy cooking time 
table, telling how long it takes to cook various dishes, 
and what they style ‘‘A Pass Book of the Savings’ 
System of Buying Bicycles,” The owner of one of 
these books pays this firm a certain sum every week, 
and when their payments equal one-third the purchase 
price of a bicycle they receive one. 


The Schreiber Conchar & Westphal Co., Dubuque, 
Iowa, the well known jobbers of hardware, have made 
arrangements with the Excelsior Stove Mfg. Co., of 
Quincy, Ill., to be their jobbing agents for the full 
line of National stoves and ranges. This firm have 
been the agents for the last two years for the National 
line of air tight heating stoves, and now they have 
put in the entire line of cast stoves and steel ranges, 
etc. 

* The Under Feed Furnace Co., of Omaha, Neb., 
‘held a meeting on Feb. 8th, 1900, and elected W. M. 
Giller, pres., J. H. Merchant, vice-pres., Geo. W. 
Sumner, treas., J. B. Badger, secretary and general 
manager. This company will build a foundry at East 
Omaha 60x100 feet. This will adjoin the present 
three story building which is 50x108 feet, and the 
company expect to be better able te satisfy the wants 
of their customers. 


When Mr. Alan Wood, of the W. Dewees Wood & 
Co., McKeesport, Pa., visited Milwaukee, he was served 
with the papers in a suit for damages brought against 
his company by J. P. Lindemann & Sons, of Milwaukee 
for alleged breach of contract. The latter firm claim 
that the former refused to deliver sheet steel during 
1899 at prices agreed upon. The Lindemann Co. pur- 
chased the steel elsewhere at higher prices, and the 
suit is for damages “tovering the difference in the 
price. This suit will be watched with interest, and 
we are informed that there are several similar suits 
pending. 

The Keyser Mfg. Co., Chattanooga, Tenn., send 
us a handsome catalogue of their ‘‘Odorless” refriger- 
ators. These are made of oak of natural finish and 
highly polished. The ice chamber has a substantial 
floor of wood, covered on the top with galvanized 








l— 


e, 


dd & 
rved 
inst 
ikee 
laim 
ring 
pur- 
| the 
| the 
, and 
suits 


send 
riger- 
h and 
antial 


anized 


steel, The locks and hinges are solid nickel. The 
casters are made with self-retaining steel horn, grip 
neck sockets and lignum vitae wheels. A central flue 
prevents, it is claimed, the condensation of moisture 
that might otherwise take place on the roof of the 
provision chamber from the warm air that has been 
admitted when the door is opened, because this air 
ascends the central flue, strikes the galvanized hood, 
is deflected and comes incontact with the ice meltings, 
the drip pan and -the galvanized steel ice rack. One 
of these catalogues will be forwarded dealers on ap- 
plication. When writing for same kindlyadd: ‘Saw 
it in THe AMERICAN ARTISAN,”’ 
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COMING MEETING OF ILLINOIS DEALERS. 








President Z. T. Miller, of the Illinois Retail Hard- 
ware Dealers’ Association, advises us as follows con- 
cerning the proposed plans of the association: 

‘‘We had expected to accomplish our labors in a 
two day session, but owing to failure in procuring hal! 
for night sesson contemplated to be held on evening of 
27th, and too large an amount of work before the 
association to be accomplished in two days, we felt 
obliged to extend our meeting another day. On 
account of the large number of important questions 
to be considered, some of which require more or less 
previous investigation, the executive committee 
decided it advisable to name a special committee for 
this purpose and give them ample time to bring the 
following subjects before the convention in tangible 
form: ‘Lien Law,’ ‘Bankrupt Law,’ ‘Pedlars’ License 
Law,’ ‘Parcel Post Question,’ ‘Catalogue Houses and 
Department Stores,’ including plans of operation for 
the coming year. 

The committee having these questions under con- 
sideration consists of Dan Holder, Bloomington; D. 
McLaughlin, Chicago; G. R. Lott, Chicago; Wm, 
Bittel, Peoria; S. A, Crissey, Marengo; H. G. Mc 
Cormick, Centralia; Jacob Ballet, Edinburg. 

Great interest is manifested by the trade in the 
coming meeting and every effort is being made to 
make it of such importance to the dealer as to return 
his expenses many fold before the end of the year. 

With the enthusiatic assistance of Peoria dealers 
and manufacturers, we are endeavoring to arrange an 
entertainment to form one of the pleasant memories of 
a lifetime and to send visiting members home recuper- 
ated in mind and body as well as enthused with the 
forces existing in the bonds of fellowship.” 


The programme for the meeting is as follows: 
TUESDAY, FEBRUARY 27, 1900. 
10:30A.M. Meeting of Executive Committee at Fey Hotel. 
1:30P.M. Roll call. 
Address of welcome, by Mayor Lynch. 
Response, Vice-President McLaughlin. 
Enrollment of new members. 
President’s annual address. 
Secretary’s report. 
Treasurer’s report. 
Reports of Committees. 
Appointment of Committees on Press, Nomina- 
tions, Auditing and Resolutions. 
; Payment of annual dues. 
j Adjournment. 
WEDNESDAY, FEBRUARY 28, 1900. 
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9:00A.M. Paper: Do Mercantile Interests Demand a 
Change in Our Monetary System? F. E. 
Bonney, Paxton. 

Ten-minute talk: Jobbers and Manufacturers as 
Competitors with Retail Dealers. 

General discussion on revision of constitution and 
by-laws and the appointment of committee on 
revision. 

Paper: Do Present Trade Conditions Demand a 
Revision of Import Duties? (Open.) 

General discussion. 

Adjournment. 

1:30P.M. For members only. 

Local Organization and Its Benefits. W. J. Krue- 
ger, Chicago; Wm. Bittel, Peoria. 

Paper: Co-operative Buying. Geo. A. Engle- 
hardt, Chicago. 

Paper: Trusts, Combines, Catalogue Houses and 
Department Stores, or Signs of the Times 
Regarding Retail Interests. President Z. T. 
Miller, Bloomington. 

General discussion. 

Adjournment. 

Evening: Banquet to visiting dealers. 
THURSDAY, MARCH I, 1900. 

9:00 A.M. Memorial address. W. B. Costello, Chicago, 

Election of officers. 

Selection of place for 1901 meeting. 

Report of Auditing Committee. 

Report of Committee on Plan of Operation for the 
Ensuing Year. 

Unfinished business. 

Adjournment. 

2:00P.M. Visiting jobbing houses and points of interest. 
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MEETING OF OHIO HARDWARE ASSOCIATION. 





The forthcoming meeting of the pioneer state 
hardware association, that of Ohio, will show a larger 
attendance than ever before. John F. Baker, Dayton, 
Ohio, the secretary and treasurer of the association, 
is sending out the following request to deulers 
throughout the state to be present, the same being 
accompanied by an application blank: 


‘The sixth annual convention of the Ohio Hardware 
Association will be held at Cleveland, on Wednesday and 
Thursday, February 28th and March Ist, the headquarters 
being at the Chamber of Commerce Building. The Ohio 
Hardware Association was organized in 1894, and has held 
an annual convention each year with increasing interest un- 
til now the one at Cleveland bids fair to be the most remark- 
able in its history, and, if we base our opinion on past ex- 
perience, it will be the largest gathering of merchants in any 
one branch of trade ever held in the state. Our association 
now numbers nearly three hundred members, comprising the 
active hardware dealers of today, who have unbounded faith 
in an organization which brings them together once a year 
to discuss the various topics of business, exchange ideas, plan 
for mutual protection, and raise the standard of business 
methods. These are some of the benefits of organization, 
and, in addition thereto, must not be forgotten the enlarged 
acquaintance, agreeable friendships, and the hearty good 
fellowship that has always existed between its members. 

Cleveland, by reason of its prestige as a hardware center, 
affords to all an excellent opportunity to visit the trade and 
manufactories located there. Already a committee from the 
manufacturers and jobbers is working with commendable 
zeal to make this the banner convention of our association. 
Our Executive Committee has prepared a program which 
will be pleasing, instructive and beneficial. The session on 
Wednesday will begin at 2 P. M., and the sessions of Thurs- 
day at9 A.M. and2 P. M. The question box, which in the 
past two years has proven so beneficial, is also to be a feature 
in the coming conference. On Wednesday evening a recep- 
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tion and entertainment will be given to the members and 
their ladies. 
On Thursday evening, our avnual banquet, which has 





TATUI’S ADJUSTABLE PUNCH. 





Finding a considerable call, in connection with 


. sh 
always been the leading feature of our gatherings, wip heir loose sheet binders and holders, for a punch to 


occur, This will prove a rare treat to all. The ladies w 
be entertained the same evening with a lunch at ‘the 
Colonial Club, followed by a theatre party. 

The business sessions of the convention close on Thu rs 


punch two holes at once, either in order sheets or any 
correspondence, and forms of all sorts for which the 
post binders are used, the Sam’! C. Tatum Co,, Cin- 


day night, but the next day, Friday, will be spent in visiting _ $innati, O., have just gotten out a punch, or file per- 


the hardware manufacturers and jobbers of the city, theim” 


committee having in charge the entertainment of the visitors 
forthat day. We therefore suggest that you cannot afford 
to absent yourself from this meeting. The expense will only 
be nominal, inasmuch as the railroad fare is but one and one- 


third rate for the round trip, and the hotels of the eity are ow 


favor us with Jow rates. e” 
We herewith extend to you a hearty invitation to join 
our association, if you are not now a member.’’ 
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SOUTHWESTERN IOWA DEALERS ORGANIZE” 





On Feb. 5thabout 40 dealers of Southwestern Iowa 
met in convention at Red Oak and formed what will be 
known as the Hardware and Implement Social Club, of 
Southwestern Iowa, It is the intention of this organiza- 
tion to take in territory as far east as Creston, north to 
main line of Rock Island R. R., west to Missouri River 
and south to Missouri stateline. J. L. Smith, of Villisca, 
was elected president; N. Malony, of Essex, secre- 
tary. A large per cent of the dealers in this territory 
were present and it is expected that every dealer in 
the territory will join, Five special solicitors were 
appointed with expenses paid to start out at once, 
with instructions to gather in every dealer. 

A dealer present advises us as follows concerning 
this meeting: ‘I have attended a large number of 
conventions, but must say this one got down to the 

real thing’ in better shape than any convention I ever 
attended. The dealers all seemed to know what was 
hurting them and got right down to what they thought 
was a remedy as quickly as possible.’’ 


THE RESULTS OF SPRAYING. 








The Berger Mfg. Co., Canton, O., send us a little 
booklet entitled ‘‘The Results of Spraying.” This 
describes their Novelty Force and Spray pump, Foun- 
tain spray: pump, ‘‘Advance” bucket or band spray 
pump, and ‘‘Wizard” brass bucket spray pump. 

The Fountain knapsack sprayer, which is con- 
structed of first quality galvanized iron, with round 
corners, built precisely to fit the back. It is fitted 
with adjustable straps so that it can be easily carried. 
It is tapped at both right and left hand lower corners 
and is fitted with brass female ends to which hose is 
attached, either one or two strings of which can be 
used at one time. The hose and bulb are made of best 
white rubber, and protected at each end by coiled 
wire to prevent breaking. The valves are made of 
brass and will not corrode. They have large openings 
which permit the free flow of water. The nozzle is 
made of brass, nickel plated, and contains 50 small 
openings. It throws aspray six feet wide at a distance 
of 12 feet. One of these pretty booklets will be for- 
warded the trade on application. When writing for 
same kindly add: ‘‘Saw it in THz AMERICAN ARTISAN,” 





forator, as shown herewith. 











It will be seen 
that it consists 
of two levers, 
which are cou- 
pled together so 
as to punch the 
holes at once. 
— The special fea- 

a ture is in the 
Tatum’s Adjustable Punch. adjustability of 
the distance between the holes. In the machine illus- 
trated, this may be varied anywhere from 2 to 74 
inches apart, and where such work is to be done, the 
machine will be found a very valuable office help. 

Beside the great amount of time taken to punch 
with an ordinary hand punch through a limited quan- 
tity of papers, there is, of course, the difficulty of 
getting any sort of register uf distances, either from 
the margin or from one hole to the other, and this is 
accurately obtained in the device illustrated, which 
provides not only for a side gauge, but also for a 
throat or margin gauge, so that the distance from the 
margin can be exactly maintained, or, as the printers 
would say, make a perfect register. 

The two cups set over the center, one of which is 
shown with the lid removed, catch all of the perfora- 
tions, and avoid what would otherwise be a very 
annoying litter in using the punch. 

In the design, special attention has been paid to 
the matter of durability, a feature in which so many 
other puncbes seem to fail. 

The retail price of the machine is $5.00, and it 
may be ordered from any stationer. 
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BUSINESS CHANGES. 








NEW FIRMS. 


Center, Ind.—Duncan & Hatton. 
Clinton, Minn.—Thorson Bros. 
Morton, Minn.—A. C. Mathes. 
Garden Gity, Minn.—R. E. Horton. 
Colfaz, N. D.—Olaf Rigg. 
Vienna, S. D.—Mitchell & Eggen. 
Butternut, Wis.—Charles Overly. 
Mt. Pisgah, Ia.—A. M. Schaff. 
Meriden, Minn.—O. Nitardy. 
Decatur, Ind.—Moon & Rice. 
Franklin, Mo.—Ralph Guerrant. 
Mt. Morris, I11.—B. E. Avery. 
Cedar Rapids, la.—P. W. Powell. 
Holland, Mich.—Van Dyke and Sprietsma. 
CHANGES. 
Anniston, Ala.—O. M. Alexander succeeds The Swain Hardad- 
ware Co. 
Bellbrook, O.—L. J. Harper succeeds The Spring Valley 
Hardware Co. 
Belle Center, O.—I. W. Blair buys the interest of his part 
ner, L. T. Emery, 




























































Calvert, Tex.—Cooper Allen buys the J. P. Fuller hardware 
stock. 

Center, Ind.—L. S. Lett, after closing his hardware store, 
moves to Hemlock, where he buys the Ingalls’ interest 
in Ingalls & Scott. 

Cleburne, Tex.—G. B. Randle, formerly of Rockdale, suc- 
ceeds John L. Cleveland & Co. 

Cumberland, Md.—Archie C. Willison, of the Cumberland 
Hardware Co., has bought for his company the stock of 
A. D. Ladew. 

Decatur, Ind.—Albert & Floyd Brittson succeeds Ashbaucher 
& Bell. 

Elk Point, S. D.—George W. French succeeds H. H. Rowe. 

Fort Scott, Kan.—The L. Ault Co., 202 National Ave., suc- 
ceeds L. Willia us. 

Heuvelton, N. Y.—Mr. Millard succeeds Pierce & Millard. 

Holland, Mich.—Kanter & Standart is the new name of the 
firm of Kanter Bros. 

Lakeview, Ohio.—Mr. Marriott suceeeds Maoriott and Lea- 
therman. 

Maysville, Ky.—John C. Adamson sells his interest in the 
firm of Frank Owens Hardware Co. to Harry B. Owens. 

Mt. Sterling, Ky.—J. Ed. Grubbs buys a half interest in the 
hardware store of W. R. Oldham. 

Newport, N. Y.—J. B. Lankton succeeds M. N. Pearce. 

Northport, Wash.—Broderius Bros. succeeds James Picker- 
ell & Co. 

Richford, Vt.—A. Leon Esty buys the interest of H.S.Com- 
ings in the hardware and furniture firm of Powell & 
Comings. 

Jackson, Mich.—The Smith & Winchester Hardware Co. 
succeed Barnard, Smith & Co. 

Chokio, Mian.—J. D. Ross, of Clinton, buys the stock of 
Bartlett & Co. 

Owosso, Mich.—Chas. J. Shaw succeeds Frank Wescott, of 
Vernon. 

Tona, Minn.—W. A. Tatters succeeds Henry Groth. 

Sanborn, Minn.—Duley & Yarger succeed M. Duley. 

Red Wing, Minn.—E. O. Peterson succeeds G. S. Stopple. 

Lake Park, Minn.—E. T. Vigen succeeds Higley V. Vigen. 

Beerdsley, Minn.—C. A. Wright succeeds Wright Bros. 

Olivia, Minn.—Schendel & Felsky succeed Schendel & Co. 

Audubon, Minn.—Albert Swanson succeeds Swanson & An- 
derson. 

Boyd, Minn.—Saltness & Belsaas succeed E. N. Swan & Co. 

Marietta, Minn.—Silverdale & Adams succeed A. R. Silver 


nale. 

Madelia, Minn.—W. H. Foss succeeds Stron, Helling & Pe- 
terson. 

West Concord, Minn.—H. W. Severns succeeds Severns & 
Severns. 


Hutchison, Minn.—Chadderdon & Heller succeed J. E. 
Chadderdon. . 

Dundee, Minn.—S. Kane succeeds Kane Bros. and Miller 
Bros. 

Clinton, Minn.—Thorson Bros., of Wheaton, succeeds Al- 
fred Erickson. 

Deer Creek, Minn.—John O. Smith and Daniel Anderson, of 
Compton, buy the hardware store of Theo. Brockhoft. 
The latter will devote his time to his store at Wadena. 

Rugby, N. D.—Ellingson Bros. succeed H. W. Ellingson. 

McHenry, N. D.—W. H. Bakken succeeds C, H. Smith. 

Hankinson, N. D.—Max A. Whipperman succeeds Whipper- 
man & Shipe. 

Webster, S. D.—Ireland & Haugan dissolve; Mr. Haugan 
succeeds. 

Webster, S. D.—Mr. Small succeeds Ochsenreiter & Small. 

Great Falls, Mont.—The Western Hardware Company suc- 
ceed Brown & Collins. é 

Spooner, Wis.—John W. Cooper, hardware and general 
dealer, sells his grocery stock to John Kinney. 

Morris, Minn.—Pearce & McDonald succeed L. E. Pearce. 

Dassell, Minn.—S. N. Gaynor & Co. succeed Peter Rudberg. 

Davenport, N. D.—L. Schneider & Son succeed Qually & 
Schneider. 

Lake Preston, N. D.—John M. Carlson succeeds A. W. Carl- 
son. 
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Callender, Ia.—J. N. Brunson succeeds G. Hilstran & Com- 
pany. ' 

Ruthven, Ia.—H. L. Langstoff & Company succeed James F. 
Nolan. 

Boydon, Ia.—The Boydon Hardware Company succeed 
Lowry Bros. 

Elk Rapids, Mich.—The Antrim Hardware Company succeed 
Mayer & Flannelly. 

Chelsea, Ia.—Frank Bonish, of Vining, succeeds Asa Fuller. 


Colon, Mich.—L. Leland buys the interest of S. Stull in the 


firm of Stull & Lemons. 

Harmony, Minn.—Larson & Frad, of the Harmony Hard- 
ware Company, sell their interest toS. Aaberg and N. N. 
Nelson. 

Geneseo, Ill.—W. H. Rivenberg buys the interest of H. V. 
Fisher in the firm of Fisher & Stafford. 

Indianola, Ia.—Noble & Brown succeed L. S. Noble. 

Zumbro Falls, Minn.—W. J. Disney & Son succeed H. P, 
Anding. 

Rhinelander, Wis.—George Dean & W.C. Ogden succeed 
Clark & Lennon. 

Durand, Wis.—John Risner, E. W. Barton and H. Nickles 
will succeed Smith Bros. 

Hills, Minn.—Mr. Fritz retires from the firm of William 
Thompson & F. H. Fritz. 

Columbus, Wis.—The Columbus Hardware Company suc- 
ceeds Buelow & Schulz. 

Ashland O.—M. M. McCready buys the interest of his part- 
ner and resells a half interest to George C. Ullman. 

Webberville, Mich.—Mr. Cook, of Fowlerville, succeeds All- 
chin & Seymour. 

Fort Wayne, Ind.—Koehlinger & Bauer have bought of the 
trustee the entire stock of the Steger hardware company 
and will consolidate it with their own. 

Bringhurst, Ind.—Jacob H. Flora buys the D. E. Miller etock 
and contemplates moving it to Valley City, N. D., in the 
spring. 

STOPPAGES. 


Dundee, Minn.— Miller Bros. 
Kinbrae, Minn.—Snell & Hall. 
Zumbro Falls, Minn,—H. F. Anding. 
Enderlin, N. D.—F. J. Hopkins has sold out. 
Fargo, N. D.—It is reported that Pritchard & Honstain con- 
template selling out. 
MISCELLANEOUS. 


Thompson Falls, Mont.—James A. Allen is said to contem- 
plate moving to Wallace, Idaho. 

Tannton, Minn.—Morse & Company advertise their hardware 
and implement business for sale. 

Marlin, Tex.—Rush Bros. & Gardner, build. 

Natchez, Miss.—The Geisenberger & Baker Hardware Co. 
expect to have their new warehouse ready in a few days. 

Rogers, Ark.—Tbe Rogers Hardware Co. will remodel their 
store and make extensive improvemente. 

Morristown, Minn.—Fire recently damaged the store of 
Richter & Eddy. 

Maple Rapids, Mich.—Lowe & Redfern, farm implement 
dealers, will add a line of hardware. 

Evansville, Ind.—Fred. P. Straub & Co. suffer a $1,500 loss 
by fire. 

Milton, Ia—The Milton Hardware Company will erect a 
brick structure in the spring. 

Guthrie Center, Ia.—G. W. Umphrey will build an addition 
to his store. 

Watertown, S. D.—M. A. Heegaard’s stock and store were 
partially destroyed by fire; loss $6,000. 

Lanesboro, Minn.—W. M. Williams advertises that he is 
closing out. 

Hastings, Minn.—Michael Graus is making extensive im- 
provements in his store and will enlarge his stock. 

Waterloo, Wis.—H. H. Porter has rented ths new store 
building recently built by J. J. Fishback and has moved 
into his new quarters. 

Arkansas City, Kan.—S. J. Gilbert, formerly manager of the 

Kenmare, N. D.—Tasker & Schulze, dealers in hardware and 
implements, sell their hardware stock. 
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WEDNESDAY AFTERNOON SESSION, FEB. 14. 

The convention was called to order by President H. A. Cole 
at 2 P. M. 

The President called the attention of the convention to the 
importance of taking immediate steps towards securing the 
passage of a new garnishment bill now pending before the 
Senate and House of Representatives of the State of Iowa. 
This was given precedence to the regular programme. The 
aim of the bill before the Legislature was to enable garnish- 
ment to be levied on all incomes of heads of families exceed- 
ing $8.00 per week. 

P. R. Perrin of Burlington offered the following resolution : 

“That it is the unanimous sense of this convention that we 
indorse the pending bill with reference to garnishment, now 
in the hands of the Ways and Means Committee, and request 
them to refer it to the House for action, and that we further- 
more request the House of Representatives of the State of 
Iowa and the Senate to pass such a bill and incorporate it in 
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our laws. Furthermore, that we appoint a committee to 
immediately wait on the Ways and Means Committee.” 

The following amendment to the motion was adopted: 

“That it be the sense of the convention that the pending 
bill with reference to garnishment now in the hands of the 
Ways and Means Committee shall not be construed or framed 
so as to make the earnings of minor children and of the wife 
subject to the garnishment when there is a head of the family. 

The original resolution was unanimously adopted. 

The following committee was appointed: 

Jas. Mattes, Odebolt; C. M. Doxsee, Algona; D. E. Goodell, 
Tama; E. P. Messer, Sheldon; J. C. Hillman, Grand Junc- 
tion; D. H Huston, Jefferson; P. R. Perrin, Burlington; 
Frank Kuffer, Burlington, and Messrs. Kirk, Gillettee of 
Sioux City, Tanner, Sheldal, Karl and Lomax. 

The committee immediately retired. 

The regular program of the meeting was taken up. 

A recess was taken to enable members to pay their dues 
and hand in their railroad certificates. 

After again calling the convention to order the President 
read his report, as follows, at 3:40 P. M.: 


PRESIDENT’S ADDRESS. 


By President H. A. Cole, of Council Bluffs. 
EVERY RETAILER SHOULD JOIN THE ASSOCIATION. 


In reviewing what we have been able to accomplish in the 
one short year of our permanent organization, and the possi- 


bilities for the great future that is all as yet, before us, the 
first thing that impresses me, is that every retail hardware 
dealer in the state should join our association. He should d¢ 
it, if for nothing else, for the unselfish good of our profes- 
sion, even though he knew at the time, that he would not be 
able to attend a single convention. Every hardware dealer in 
the United States should gladly invest the $3.00 or $5.00 for the 
good of his fellows. Let us put this unselfish phase of the 
question in the foreground, and every one to whom this invi- 
tation may come, in Iowa or elsewhere, sit down and immedi- 
ately send in your application for membership, to your own 
state organization, if you have one, and if you haven’t, and are 





President H. 4. Cole. 


not willing to organize your state yourself, send in your mem- 
bership to the Iowa Association, or in six months, to our Na- 
tional Association, for we are going to have one. 


HIGHEST AIM OF THE ASSOCIATION. 


Remember that the highest aim of our Association is to so 
elevate the feeling between competing hardware merchants, that 
bitterness, acrimony, hatred and jealousy will be the exception 
in our calling, and if we stopped at this one fact accomplished, 
I for one, would feel that we had justified every effort and 
every dollar that it has cost us. 

Even this, seemingly the least practical side of our work, 
has its financial side. If you point me to a hardware dealer 
who has let this spirit of animosity get the uppermost hand, 
and who systematically does his best to undermine his com- 
petitor, I will show you where he makes ten enemies of his 
own, where he makes one for his competitors. In putting this 
better side of our hardware life forward, we elevate our pro- 
fession and make our lives as hardware men, stand for some- 
thing more than a daily grind for our bread and butter. 
Friendly, manly competition, that while it uses all honorable 
means to advance one’s own interests, yet recognizes the com- 
petitor as having a right to respect and manly, honorable treat- 
ment, is what our Association stands for. 



































































































FINANCIAL REASONS FOR JOINING THE ASSOCIATION. 
Now for some of the financial reasons why every retailer 
should join our Association. I will promise any dealer in 
Iowa who will join the Association, attend our annual con- 
vention, take part in the discussions, and then simply work out 
in his own business, the helpful suggestions he may receive, 
that he will get back $20.00 where he spends one. Where else 
can you get such odds? Take our last convention as an illus- 
tration. An enlightened grasp of the question of advertising 
alone, and the application of the practical points brought out 
in the discussion of this subject, has brought to our members, 
or saved them from being squandered, many hundreds of dol- 
lars during the past year. 
THE QUESTION OF EASY PAYMENTS AND CASH CUSTOMERS. 


Take the question of easy payments and cash customers, 
and the proper use of lease security on time sales, and I know 
of one city alone, where the thorough application of the points 
brought out, would enable our four members in this place, to 
pay every dollar of our Association outlay, and then they 
would be ahead. Without exaggeration, I think this one 
question alone, has made and saved to our membership, in 
cash, double the cost of the Association, including the ex- 
pense of members who attended our last meeting. 


SOME OF THE VITAL QUESTIONS. 


And now for some of the vital questions that will un- 
doubtedly come before us here at this meeting. How many 
hundred dollars have each of us lost by failing to make ad- 
vances promptly as we could have done, had our member- 
ship been larger, and with more co-operation than we have? 
With our enlarged membership this year, and as the result of 
our discussion, many of us can still save ourselves from heavy 
losses. With a small membership, many dealers foolishly sell 
at old prices, long after advances have occurred, and make it 
impossible for other dealers who wish to advance prices, to 
do so. 

HEAVY VS. LIGHT STOCK. 

Another question which is of vital importance to us, is 
the attitude we should take from now on, in buying goods 
and keeping heavy or light stocks. If any of our membership 
has a grudge against a jobber, let me tell him how to square 
accounts. Make him carry stock for you during the next drop 
in prices, and you will be in a position to call and shake, no 
matter how serious the grudge you may have. (Laughter and 
applause). 

AN UNATTAINABLE GOAL. 

And right here I want to state that there are some things 
expected of our organization, that we can never bring ‘about. 
My opinion is that no organization on our part, can ever kill 
off department stores or catalogue houses. They are here to 
stay until they die, as the result of their own fraud and decep- 
tion on the public. We can, however, force them to pursue 
more honest methods of procedure. We can educate our trade 
so that they can not be so easily swindled. Of course most of 
our intelligent dealers will tackle these questions without any 
association, but there is not a dealer in the state, who will not 
solve the questions more intelligently, and receive suggestions 
at our annual meetings, that will repay him many times over, 
for the time and expense of attending same. 


DEBT OF MEMBERS TO THE ASSOCIATION. 
Here I have touched on but three or four questions of the 
hundred or more, all of them vital ones to our welfare, that 
came up at our last Association, and will come. up at this one, 
and I have made each one of our membership indebted to the 
Association about $1,000.00 apiece. Fortunately, this debt will 
be squared by each one doing his best to promote the growth 
and welfare of the Association. We not only need the good 
will of the dealers of the state, and their membership, but we 
need our members to organize local associations, not neces- 
sarily to combine on prices, but to promote this spirit of 
friendliness and co-operation, and to post each other on dead 
beats, that each has had experience with. As to whether such 
local associations would accomplish anything along the line 
of prices, would depend entirely on circumstances, and the 
dealers themselves. 
CO-OPERATION WITH STATE GROCERS’ ASSOCIATION. 
We want your influence to secure needed legislation. 
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At the present time, we are co-operating with the State 
Grocers’ Association, to have enacted a new garnishment law, 
that will be worth many thousands of dollars to the merchants 
of Iowa. There is hardly a merchant here, who has not got 
accounts against parties whose income is hundreds or thou- 
sands a month, and still you can’t collect. We want a law 
that will make everything above $8.00 per week, subject to 
garnishment. 

We propose to have a committee at the next State Gro-- 
cers’ Association, to prevail on their membership to let our 
line of house furnishing goods alone, and not use it for ad- 
vertising at cut prices. (Applause). 

THE EXTENSION OF CREDIT. 

Then there is the great question of extending credit to 
those who ask it. We considered it at our last convention, 
and will consider it again here, for we need an annual ex- 
perience meeting on this subject, particularly to brace us up 
and open our eyes to the importance of this subject. Many 
of us fail to appreciate that when we extend credit, we are 
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practically loaning money, and should weigh our applicants 
on this basis. I maintain there is an utter lack of system ‘in 
our plan of extending credit, and with many of us, almost a 
lack of sense. Let us give this important question at least an 
hour’s discussion at this present session. I dare say one-third 
of the dealers in Iowa, extend credit so loosely, and to such 
au extent that they are unable to take their cash discounts, a 
thing that in my business last year, paid the salary of my head 
clerk. Bring up every phase of the credit question, I beg of 
you, 

As stated above, this great item of cash trade is really 
a powerful advantage to any competitor outside of this, and 
in cases where some manufacturers give them jobbers’ rates, 
which can be largely overcome, I think the stores in question, 
have no real advantages that we cannot avail ourselves of. 

CANNOT FIND SECONDS ENOUGH. 

To be sure, they have pandered to a public taste for bar- 
gains, till to-day they themselves, cannot find seconds enough, 
or goods poor or cheap enough for the public maw. I point 
to gray graniteware, practically worthless trash to-day, as a 
monument of department store method, and the inevitable end 
of manufacturers who pander to them; also the present value 
the public put on tinware, as another instance. Gray granite 
should be as good as it was ten years ago. Better tin can be 
made to-day than ever before, but where is the man that can 
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convince the public so, and where to-day, is a manufacturer of 
tinware, whose goods can be banked on, and why not? I think 
we will find that in time, even our good women will find that 
$.99 in big black type, is only $.01 less than $1.00, impossible 
as it seems now, and that advertising an article as reduced 
from $1.50 to $.99, when its general price is $1.00 is a fact, that 
will only have to be brought to their notice a few times to 
destroy confidence in the firm that does it. Let us learn our 
lessons from them or any other source that have better meth- 
ods than our own. 
SHOULD GIVE CASH TRADE THE BENEFIT. 

Let us give cash trade the benefit it is entitled to in price, 
against time customers, systematize this feature, and carry it 
out. Let us learn that the public do read advertising and 
spend money wisely and systematically along this line. Where 
the public want and can use good serviceable articles in sec- 
onds, that really have merit, though imperfect, let us keep them 
and sell them as such, and at low prices. And then where 
possible, always enlarge and improve our plans of displaying 
goods. Let us push lines that are profitable, and tie up as 
little money and effort as possible, on unprofitable lines. On 
lines that department stores let severely alone, like wire and 
nails, because hardware men sell them on so low a margin, 
let us try and bring these up to a point where they will yield 
at least a narrow margin of profit, and in doing this, remem- 
ber that your cost of doing business, figuring yourself reason- 
able rent and salary, is a legitimate part of the cost of every 
article that comes in your store, and must be figured as such. 


DEALERS SHOULD READ TRADE JOURNALS. 

Another thing I want to urge on our membership, and 
that is, system in using and reading our trade journals. A 
few minutes systematically given every day, to their study 
and quietly absorbing their suggestions, will be of the greatest 
value to the retail dealer. Every dealer should take at least 
two of these journals. They are the best friends we have, and 
we can help ourselves in no way more than by taking them 
and studying them. 

CO-OPERATION OF IOWA JOBBERS’ ASSOCIATION HAS BEEN PLEDGED. 

And now for some of the things we have accomplished. 
The difficulties we have met; what we hope to be able to do 
in the future, and what has been suggested as necessary for 
our future development and growth. 

First—The Iowa Jobbers’ Association has pledged its co- 
operation and support toward any reasonable action in refer- 
ence to catalogue houses and department stores. The spirit of 
the National Jobbers’ Association is most friendly, and I can 
assure our membership that their co-operation can be counted 
on most heartily, and from the start, to correct abuses on the 
part of their membership as fast as they come up. And I here 
suggest we appoint a delegate to their next meeting, to present 
to them our wants and needs. Not only this, but I am assured 
of their co-operation in bringing manufacturers’ attention to 
points wherein they are seriously injuring us by their prices 
and dealings with department stores and catalogue houses. 
Some of our largest jobbers who are not members of either 
of above Associations, have at times, shown a decided ten- 
dency to help us, and at other times the opposite spirit. I will 
allude to this later. 


DIVISION OF GRIEVANCE COMMITTEE'S WORK. 

We have been unfortunate in having the Secretary of 
our Grievance Committee resign in the midst of excellent 
work, and it has been impossible to fully supply his place, in 
the middle of the year. The work of this committee is the 
heaviest load we have, and I suggest that the coming year this 
committee divide its work, assigning to a different member, 
the supervision of the following heads: 

Grievances as to stoves and house furnishings. 

Grievances as to builders’ supplies and tools. 

General grievances not classified. 

No one man can do justice to his own business, and prop- 
erly carry this whole burden. While we have the assurance of 
many of the most prominent manufacturers of the United 
States, that they will either keep their goods out of the hands 
of department stores and catalogue houses, or sell them only 
at same price as to retailers, yet the great mass of these can 
only be reached through the influence and co-operation of our 
jobbers. Remember that many manufacturers never visit us, 








whose goods are on all our shelves. They can only hear argu- 
ments, when these come from their customers, and they are 
the jobber. To this large class we must talk through the 
co-operation of the jobbers’ association. 

THE BIG TASK OF THE ORGANIZATION. 

This question of grievances is well considered by many 
to be the dig task of our organization, and they are apt to get 
impatient at lack of immediate results in this department. I 
want to call all dealers’ attention to several points in regard to 
the difficulty of getting results here, where the party com- 
pained of tries to balk the proceedings. 

First, our own membership are very slow about filing com- 
plaints. It is useless to file them till they are certain of the 
circumstances, and it takes time to get these things down fine. 
Next, when a complaint is filed and taken up, the jobber or 
manufacturer must have time to look into the question, as it 
is their salesmen who are at fault, and then comes several 
more weeks consumed, and the jobber assures you he will put 
a stop to it, and several more weeks before the dealer com- 
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plaining, finds out whether it is done or not. This question 
of grievances is really the biggest proposition we have to 
solve, and it is by far, the most delicate one, and far reaching 
in its influence. If we are unwise and unreasonable in our 
claims, and in our way of presenting them, we will show far 
less results and do ourselves more permanent harm than if 
this work is in the hands of a safe committee man. Courtesy 
and diplomacy and everlasting stick-to-ativeness is what we 
want on the part of our grievance committee. These qualities 
will win co-operation, while an attitude of always being ready 
for a red hot fight and not give the other fellow a show to 
mend his ways, is very apt to get the fight without getting 
the wrong righted. Don’t understand above as in the light 
of trying to excuse the little tangible blood we have drawn, 
but I assure you, all things considered, your grievance com- 
mittee has done well this first year of our existence. 
A DIFFERENT POLICY FOR EITHER SIDE OF THE MISSOURI RIVER. 
The fact is, when dealing with a very large jobber and 
manufacturer, a local state committee can do very little. They 
will heed our complaints in Iowa, and turn around and sell 
every catalogue house and department store all around us. A 
very amusing case of this kind occurred. A certain jobber 
gave up a $1,500 customer in Cedar Rapids in response to our 
request, but inside of two weeks we found he had sold a full 
line of hardware, special brand goods included, to a new cata- 
logue house in Omaha. 
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A NATIONAL RETAIL HARDWARE ASSOCIATION IS IMPERATIVE. 

This illustrates the imperative necessity of a National 
Retail Hardware Association, which can first of all, count on 
the loyal backing of its several thousand members where we 
have but a few hundred. We must have an organization that 
can heed the complaint of a retail dealer, whether from Maine 
or California, and we want its organization so broad, that any 
dealer in the United States, who is a legitimate retail dealer, 
can join, by paying his dues, whether his state is organized 
or not, even though the executive work all be vested in officers 
of State Associations. 

POINT FOR CONSIDERATION BY NATIONAL GRIEVANCE COMMITTEE. 

The minute we say to any manufacturer or jobber, “You 
must choose between the trade of the retail dealer and that 
of catalogue house and department store,” we have won out 
battle, and will find very little to fight about. We can’t say 
this till we have a National Association. We have corres- 
ponded with many prominent stove manufacturers, about their 
attitude, and these, who to-day are most flagrant in violating 
our interests, assure us they are ready to mend their ways. If 
I am not mistaken, stove manufacturers are to-day doing con- 
siderable of this selling to department stores, and this should 
be the first matter to command the attention of a National 
Grievance Committee. If it is done from this standpoint, in 
twenty-four months I predict the department store and cata- 
logue house will either be peddling home comfort ranges at 
$68.00 apiece, or be forced to buy a foundry. 

ASSOCIATIONS BENEFIT EVERY RETAILER. 

We can prevent their getting any of the well known or 
well made stoves, and our battle would be won. Our best and 
most far reaching work of this kind, must be done quietly, and 
two things that have been done this past year, as result of 
work of both retail and Jobbers’ Associations, I am not even 
at liberty to mention in this address. Yet there is not a re- 
tail store or hardware dealer in the United States, who is not 
benefited by one or the other of these two associations. 

WILL ACCEDE TO ANY REASONABLE PLAN. 

As I last year mentioned Disston & Sons, in an unenviable 
light, I want to here state that they are ready to accede to any 
reasonable plan of the retail dealer, which can be devised to 
correct abuses to which their line is subjected. 

CAUTION IS NECESSARY. 

To illustrate the caution that must be used, a little cata- 
logue house in Omaha published the resolutions of the Ne- 
braska Implement Association, as an advertisement and com- 
mented on them. 

GRIEVANCE WORK WOULD BE MORE EFFECTIVE. 

Another reason for a National Association is that the ex- 
pense of a paid Secretary, and the incidental expenses of a 
National Association would be less in the aggregate than the 
separate expenses of ten states, where each tried to carry on 
the grievance work at all aggressively, and the grievance work 
would be 100 times more effective. 


IOWA’S PLAN FOR A NATIONAL ORGANIZATION. 

The following plan has been submitted by your President 
and accepted by your executive committee, as Iowa’s plan for 
a National Retail Hardware Association, and I urge that you 
delegate authority to your executive committee so it can assist 
to organize a National Association at once, in connection with 
the ideas of other states. If the different state conventions 
merely discuss plans, without taking some definite action, it 
will put a National Association off another year. 

Iowa’s plan for National Retail Hardware Association: 

First—Membership in any state retail hardware dealers’ 
association constitutes the party a member of the national 
hardware dealers’ association. 

Second—Each state organization is to be entitled 
state branch of the national hardware dealers’ association. 

Third—The executive committee of the national organi- 
zation shall have power to apportion the expenses of its main- 
tenance equable among the different state organizations in pro- 
portion to the membership of same. 

Fourth—The executive members of the national hard- 
ware dealers’ association shall consist of the president, vice- 
president, secretary, and chairman, or secretary of the griev- 
ance committee, and executive committee of the different state 
branches. 





THE AMERICAN ARTISAN. 45 


Fifth—The National Hardware Dealers’ Association shall 
be officered in the usual way, and shall have power to employ 
a paid Secretary to carry out the work of the National As- 
sociation and the National Grievance Committee; all officers 
of same being elected by the above executive membership. 

Sixth—The idea underlying the National Association shall 
be to concentrate the influence of the membership toward car- 
recting abusés suffered in any state, by any member of the 
organization; also to furnish early news of advances and 
market changes and in general, to make more effectual the 
ideas underlying the different state organizations. 

THE ONLY PRACTICAL METHOD. 

The minutiz of the constitution and by-laws and the work- 
ing rules for the national organization would necessarily be 
furnished by themselves at their first or subsequent meeetings. 
The above seems to me to be the only practical way of utilizing 
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the membership of the state organizations and of concentrating 
their influences toward the betterment of our calling. 

This is only offered as one of many possible plans of or- 
ganization which will probably come at the meeting held for 
this purpose March 12. 

e AN ABSOLUTELY EQUITABLE PLAN. 

One of the strong reasons that has recommended this 
particular plan, is it would be absolutely equitable as between 
the states and would utilize all work done up to this time. 

And now a final word of caution. I hope our state associ- 
ation and our National Association will always heed. We 
must never “bite off more than we can chew,” as the old say- 
ing has it. The boycott and black list is a terrible weapon, if 
used. If used hastily or unwisely, it has always reacted against 
the party using it. 

THE DERNIER RESORT. 

In our organization, no firm should ever be put on the 
unfavorable list, until every other means had failed to correct 
the abuse complained of. The former president of the Na- 
tional Jobbers’ Association told me that up to a year ago, 
when I talked with him, they had never had a grievance against 
a manufacturer, that they had not been able to adjust or get 
in the way of adjustment, by seeing the party and calling their 
attention to it in a fair spirit, without threats or bluster. 

JOBBER NOT MANUFACTURER SHOULD BE BOYCOTTED. 


If we can get all manufacturers to incorporate just such 
a clause in their yearly contracts prohibiting the sale of their 
goods to department stores and catalogue houses, and live up 
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to it in their own sales, it is all we can ask of the manufacturer. 
Then if the jobber fails to carry out the agreement, he should 
be boycotted, if a boycott is necessary, as a last resort, and not 
the goods of the manufacturer. But as above, this boycott 
should be the thing of last resort, after much time and every 
other resort had been tried and failed to correct the evil com- 
plained of. 

This address consumed twenty-five minutes in its delivery, 
and was listened to with rapt attention, and upon its close was 
warmly applauded. 

The reading of the report was followed by applause. 

The Presipent: We will now hear the report of the Sec- 
retary. 

The Secretary read her report as follows: 


SECRETARY’S REPORT. 
PROGRESS OF ASSOCIATION CHRONICLED. 

I submit my report of the work done in the past year and 
so chronicle the progress of the Association. While my time 
is limited, owing to my lateness in returning home from my 
trip through the state soliciting new members, I shall be 
obliged to go somewhat into detail. 

TOUR OF STATE. 

The first work done was to finish up the business of our 
first annual meeting, and the sending out of membership cards, 
urging all to assist in obtaining new members. In the month 
following, I made a tour of part of the state, visiting Carrol, 
Sioux City, Ft. Dodge, Webster City, Iowa Falls, Cedar Falls, 
Waterloo, Ackley, Marshalltown, Boone, Grippell, Albia, 
Ottumwa and Oskaloosa,—visiting every dealer in the above- 
named cities, and explaining to them the objects of our Associ- 
ation and the importance of their becoming members, and 
secured in all thirty-seven persons; a list is hereto attached. 
In July I sent out another circular letter to all the members 
of our Association, and also letters of invitation to Executive 
Meeting, called by our President, which was held in Des 
Moines, August the 28th, 1899. 

HEADQUARTERS AT DES MOINES. 

After our special meeting I established headquarters at 
the State Fair in Des Moines. During the week I explained 
the merits of our Organization to forty-seven dealers, and 
lined up only a few; the rest agreeing to attend our Second 
Annual Convention. 

On the last day of the State Fair at Des Moines (being 
the first part of September), I visited Newton and Colfax, se- 
curing in each town a dealer, and converting the others. Octo- 
ber following, I sent out another circular letter of importance 
to the trade, urging each member to become a committee of 
one and aid us to promote the good work. 

EXPLAINING THE OBJECTS OF THE ORGANIZATION. 

During the month of December and the annual meeting be- 
ing so close at hand, agreeable to the wishes of the President, 
I issued another circular letter, more pressing than the others, 
containing valuable suggestions, explaining the object of our 
organization, urging the members to make a most strenuous 
effort to secure new members, in order to have a large attend- 
ance at our second annual convention. 

AN INVITATION TO OFFICIALS AND THE PRESS. 

In the early part of January, 1900, I sent out invitations 
to officers of other state organizations and representatives of 
trade journals, as well as to dealers of the state of Iowa, ex- 
tending to them all a most hearty invitation to be present at 
this our second annual convention. 

A JANUARY TOUR. 

On the 16th of January, I made another tour of the state, 
soliciting’ new members, principally covering county seats, as 
follows: 

Columbus Junction, Stanwood, Marion, Tipton, Independ- 
ence, Oelwein, Decorah, Osian, New Hampton, Anamosa, 
Monticello, Charles City, Osage, Waverly, Hampton, Mason 
City, Clear Lake, Emmetsburg, Whittemore, Algona, Eldora, 
Spirit Lake, Spencer, Sheldon, Lemars, Cherokee, Storm Lake, 
Fonda, Sac City, Wall Lake, Odebolt, Jefferson, Osceola 
and Indianola. 

2,000 MILES TRAVELED. 


The most populous part of the state having been visited 
last year, the work was not as readily accomplished, the towns 








being further apart and containing a less number of dealers. 
This work took up all the time from January 16th to Febru- 
ary the 5th. My time on the road was twenty-one days— 
through rain and snow and blizzard, by team and cars, and 
obtained fifty-seven new members, a list is hereto attached. 
This work alone necessitated nearly two thousand miles of 
traveling; total expense of the same, $99.96, total collections, 
$171.00, leaving $71.04, net, above all expenses. 
REASONS FOR REFUSALS TO JOIN ASSOCIATION. 

My experience has been a varied one and I know would 
fill a book. Some of the reasons given why dealers will not 
join our Association will convince you that we can never ex- 
pect to line all of them into our ranks. One says, “I won’t join 
a ‘Trust.’” Another says, “I won’t join an Association and I 

«will buy my goods wherever I can buy them the cheapest.” 
And another, “I won’t join until the jobbers agree to sell to 
the members of the Association only ;” but I will not hesitate 
to say that these very same parties are awaiting to receive any 
benefits we may be able to bestow upon them. I believe Ap- 











Secretary Brelsford. 
peals by mail result in but little less than cost of postage. Per- 
sonal solicitation must be made, and now. An Association of 
this kind cannot stand still—it must be active and effective or 
it must die; and I want to say to those present, if you prefer 
the former, take hold and push the work ;—if the latter, stop 
now and save the time and $3.00 a year. 


A LARGE CORRESPONDENCE. 

During the year, my correspondence was very large and 
was given proper attention. A letter in which our organiza- 
tion will be greatly interested, is at hand; also the resolutions 
adopted by the Iowa jobbers, wherein they pledge themselves 
to protect the regular dealer. Grievance letters were also 
among the list; although our Association stands ready to cor- 
rect evils, it is not a panacea for all ills. 

THE GARNISHMENT LAW. 

Resuming my regular duties again, I was called upon by 
Mr. Eugene Buttles of Burlington, the president of the Iowa 
Retail Grocer’s Association, regarding the garnishment law 
and the proposed legislation law. I was requested to com- 
municate with their secretary, Mr. Ira B. Thomas, of Des 
Moines, regarding the proposed bill of the state of Illinois, 
passed June the 4th and signed June the 14th, 1897. 

I have corresponded with the representatives of our state, 
one hundred and fifty in number, a copy at hand, and have 
had some favorable replies. 
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PROSPECT OF A NATIONAL ASSOCIATION. 

Considerable interest is manifested in the prospect of a 
National Association and is very favorably considered by all. 
It is fair to presume that many states will send delegates early 
in 1900 to form a National association, as concerted action will 
have a most wholesome effect. 

THANKS FOR FAVORS EXTENDED. 

By way ‘of explanation without going into detail, I have 
extended a hearty vote of thanks in behalf of the members 
and officers of our Association to James J. Mandelbaum, presi- 
dent of the Southern Jobbers’ Association, for a register pre- 
sented us to be used at our annual and special meetings. To 
the traveling men, we owe a vote of thanks; I feel certain a few 
of them have given their earnest attention to our Association. 
To the trade papers, we owe a debt of gratitude, as our suc- 
cess is largely due to the interest they have taken in our Asso- 
ciation and the many courtesies shown us. 

MEMBERSHIP NEARLY DOUBLED. 

In conclusion I will say, I believe we have nearly doubled 
our membership within the past year, and also to mention the 
fact that I have made no attempt to elaborate my report here 
mentioned, leaving this for those who are present to determine 
the work I have done. To the President who has devoted so 
much of his time to the task imposed upon him, and who has 
ever been ready to direct me in the discharge of my duties, I 


extend my sincere thanks. From the other officers and mem- 


bers I have received many words of encouragement and cour- 
teous treatment. I fully appreciate their kindness, but I wish 
to say to you one and all, that what I have previously said to 
you of this movement, I believe to be true,—that success will 
depend greatly upon the work and loyalty on the part of the 
members. Rally to the support of your new officers; give them 
every assistance possible, and wishing the Association the 
greatest success in the future, I thank you one and all, and 
respectfully submit my report to you. 


NEW MEMBERS. 
LIST OF NAMES OBTAINED ON MRS. HENRIETTA E. KUPPER’S FIRST 
CANVASSING TOUR. 
Betterman & Cade, Carrol, Ia. 
H. F. Soat, Carol, Ia. 
B. Shaw, Carol, Ia. 
J. Bernhard, Carol, Ia. 
Gillette, Hdw. Co., Sioux City, Ia. 
Odmer & Oscult Co., Sioux City, Ia. 
Larson & Forsburg, Sioux City. 
C. F. Fitts & Co., Sioux City. 
Ryan & Collins, Fort Dodge. 
Mason Hardware Co., Webster City. 
Armstrong & Sharp, Iowa Falls. 
Henry Johnson, Cedar Falls. 
J. C. Radell, Cedar Falls. 
Boehmler & Scherrer, Cedar Falls. 
Cedar Falls Hdw. Co., Cedar Falls. 
H. J. Oltrogge, Waterloo. 
C. M. Berkley, Waterloo. ve 
Schweizer & Jennisch, Waterloo. 
Schiel & Corson, Waterloo. 
Martin & Fause, Ackley. 
E. M. Healey & Co., Ackley. 
W. S. Lorree, Marshalltown. 
Heinz & Hanson, Marshalltown. 
D. J. Bullock, Marshalltown. 
J. A. Lane, Marshalltown. 
Creary Bros., Boone. 
Black & Co., Boone. 
Wheelock & Root, Boone. 
Chris Dearing, Boone. 
Marvin Bros., Grinnell. 
Duncan & Duncan, Albia. 
C. S. Barger, Albia. 
Thomas Alder, Albia. 
P. C. Biddison, Ottumwa. 
W. A. McIntyre, Ottumwa. 
H. A. Hamilton & Son, Oskaloosa. 
C. B. Gruell & Co., Oskaloosa. 
M. D. Gilchrist, Oskaloosa. 


THE AMERICAN ARTISAN. 47 


LIST OF NAMES OBTAINED ON MRS. HENRIETTA E, KUPPER’S SECOND 





TOUR. 
Otto Falkenhainer, Algona. 
Nonan & Engler, Emmetsburg. 
J. W. Farley, Whittemore. 
H. T. Klisart, Ossian. 
C. N. Tuttle, Newhampton. 
Chas. Reed & Son, Hampton. ‘ 
C. Curry & Son, Mason City. 
Palmeter Hdw. Co., Clear Lake. 
Toms & Strobel, Marion. 
Feltus & Green, Oelwein. 
J. A. Banks, Oelwein. 
Starr & Son, Oelwein. 
R. Jacobs, Independence. 
J. S. Hall, Monticello. 
G. D. Thomas, Columbus Junction. 
Thomas & Kelley, Columbus Junction. 
Wm. McGowan, Clear Lake. 
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A.T. Nelson, Member Grievance Committee. 


W. H. Buhr, Waverly. 

J. J. Stephenson, Anamosa. 
Scott Brothers, Anamosa, 
Homer E. Hart, Stanwood. 

J. A. Graham & Son, Hampton. 
Chas. B. Stauffer, Eldora. 
Vick & Cramer, Allison. 

H. V. Fussell & Co., Charles City. 
E. J. Ure, New Hampton. 
Laubscher & Jacobs, Tipton. 

F. Hesse & Son, Clarksville. 
Graham & Graham, Clarksville. 
J. Becker, Ossian. 

E. J. Angel, Charles City. 
Marr & Markel, New Hampton. 
D. E. Reed, Decorah. 

J. B. Kingsbury, Osage. 

Tupper & Odin, Osage. 

Dixon Bros., Rockwell City. 

B. W. Pilkington, Fonda. ~ 
Roberts & Kepping, Fonda. 

T. H. Bryson, Cherokee. 

Gnam Bros., Cherokee. 

E. P. Messer & Son, Sheldon. - 
W. W. Stow, Spirit Lake. 
Chas. H. Copley, Spirit Lake. 
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Leach & Wichard, Spencer. 
March-Cure Hardware Co., Spencer. 
Thompson & Co., Spencer. 
Haas & Hubsch, Lemars. 

H. W. Wilcox, Lemars. 
Magnus Sauer, Lemars. 
Nelson Hardware Co., Cowrie. 
Curtis & Boyd, Woodburn. 

F. H. Stearns, Steamboat Rock. 
W. P. Bower & Co., Sac City. 
E. McMillan, Sac City. 

J. M. Foxe, Sac City. 

Rogers & Son, Bridtt. 

Chas. Seaberger, Newton. 
Penquite Hdwr. Co., Colfax. 

(Applause. ) 

The Secrerary: We now have 422 retail dealers in Iowa 
as members of the Association, and that does not include the 
new ones that came in to-day. 

The Presiwent: My memory is that at the close of our 
last meeting we had 272, not counting the honorary members. 

The Present: We will now listen to the Treasurer’s 
report. 

The Treasurer read his report as follows: 

Councit Buiurrs, Iowa, Feb. 14, 1900. 
To the Officers and Members of the Iowa Retail Hardware 


Dealers’ Association: 


GENTLEMEN: I herewith submit my annual report as Treas- 

urer of the Association: 
Balance on hand as per last report....... 000s ee cess $218.08 
Received for dues from members...... Mica gerdedevd 357.00 
36.00 


Received for dues from honorary members........... 


Amount paid out per vouchers.......50..0..0ceeeees 


Balance on hand this date. ...... 0. ...0ceeeeeees $312.82 
Respectfully submitted. 


CHarLEs SwWAINE, Treasurer. 


The Present: Gentlemen, I want to call your attention 
to the fact that your membership in the Iowa Retail Hard- 
ware Dealers’ Association is worth something in cash. I wish 
that in any report that the trade papers make of the condition 
of our finances that they would emphasize the fact that not 
one dollar of the funds that have been received from the retail 
dealers, or from any source, by our Association, has been paid 
out for the services of any officer cf the Association. I think 
that is true up to this time. The outlays have been for abso- 
lute railroad expenses, postage, printing bills, and the hiring 
of stenographers—that has not been a great deal. 

I presume the Legislative Committee’s report has been 
touched upon to quite an extent in the early part of the session. 

Mr. C. W. Bretsrorp: As far as the report is concerned, 
there is nothing to report. It was brought up in the Executive 
Committee. We had no work in that line during the year. 

The Presipent: This garnishment law has come up so 
quickly that there was no time to refer it to committees. We 
have been working with the regularly organized committee of 
the Retail Grocers’ Association, and at the executive meeting 
Mr. Miles was appointed a committee to confer with the Iowa 
Jobbers’ Association. 

Mr. Mies: I think that report was embodied in the Sec- 
retary’s report. That resolution passed by the Iowa Jobbers 
covered the ground fully. 

The Presipent: Now, I would suggest that this question 
of a National Association be thoroughly discussed here for a 
little while. It is a thing of great importance. 

Mr. Mires: I would suggest that that be taken up at this 
evening’s session. 


The Presipent: You have heard the suggestion of Mr. 


Miles. Does it meet the approval of the convention? 
Mr. Penrose: If it is in order, I would like to offer a 
resolution. 


The Presipent: I think it would be in order. We will 


hear from Mr. Penrose. 
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Mr. PENROSE: 
resolution : 

The Secretary read the following resolution: 

“Wuereas, The Honorable J. P. Dolliver has introduced a 
bill in the Congress of the United States for the repeal of the 
National Bankruptcy Law; 

Wuereas, It has a tendency to encourage reckless specula- 
tion, to destroy commercial integrity, undermine the founda- 
tion of credit and to encourage dishonesty and fraud; 

THEREFORE, Be it Resolved, by the Iowa Retail Hardware 
Association, in convention assembled, That we believe that 
said law should be repealed in the interest of commercial pros- 
perity and national integrity; and we hereby urgently request 
our Senators and Representatives in Congress to use all honor- 
able means for the repeal of said law. 

Resolved further, That the President and Secretary of our 
Association are hereby instructed to sign and transmit a copy 


I would like to have the Secretary read this 
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hereof to each Senator and Representative in Congress from 
Iowa. 

Resolved further, That this Association tender to the Hon- 
orable J. P. Dolliver their appreciation of his efforts toward 
the repeal of said law.” 

The Presipent: Gentlemen, we would like to have a dis- 
cussion on this proposition. 

P. P. Perrin, of Burlington: 
adopt that resolution. 

Motion seconded. 

Mr. Dasney: Mr. Chairman, I have no particular objec- 
tions to the adoption of this resolution, but I want to call the 
attention of this convention to the fact that the greatest con- 
vention that has assembled in the United States is the National 
Bar Association, and it has passed a resolution saying that 
this law should not be repealed. In Iowa it does not. make 
any difference. But you go into the State of Texas, and it is 
a Godsend to those people down there. In the State of Mis- 
souri it is the same way; and it is a Godsend to the State of 
Arkansas, to the men who sell to the retail dealers. In the 
State of Texas and Arkansas this law is a Godsend. I doubt 
very much whether we should lend any encouragement to the 
repeal of this law when we know that the National Bar Asso- 
ciation of the United States has said that it ought not to be 


I move that this convention 


* repealed. 











at 
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Mr. Penrose, of Tama: I am free to say that there may 
be some differences of opinion in a great many minds, yet I 
can hardly conceive why any member of an organization, such 
as the Iowa Retail Hardware Dealers’ Association, should 
oppose the passage of this resolution. I know this bank- 
ruptcy law is a gold mine to the lawyers; it brings them busi 
ness. I don’t believe that this law has ever been of any bene- 
fit to a retailer. We are not here, or I am not here, to advo- 
cate the cause of manufacturers or of jobbers. They are able 
to take care of themselves, but we are here in the interests of 
our own Association. I believe that this bill causes men to 
plunge recklessly and headlong into speculation, and when it 
proves a failure, all they have got to do, if they haven’t money 
enough to fee a lawyer, is to file their petition in bankruptcy; 
that will wipe out their indebtedness, and it will place them 
upon the same basis as men who are striving day and night, or 
willing to spend nights to plan how they can pay 100 cents on 
the dollar. 

G. W. Meanper, of Sibley: I believe this resolution should 
be adopted. I believe it is the most vital thing to the retailers 
that has come before them. It is all made to protect a man 
that wants to beat his creditors. 

Mr. CuHapin: I suggest the members of the Association 
circulate a petition in their own town and send it in. A good 
many have done that. Another resolution could be added. 
Probably it would be better to make it a separate resolution. 

The Presiwent: In order that we may really consider this 
proposition a little bit, and as we have the committee that 
went to the Legislature ready to report, I suggest that .we 
defer action on this resolution until our evening session. We 
want to have this discussion a little more full. I would like 
to hear from Mr. Conchar this evening, from the manu- 
facturers’ standpoint. I think he is in the room. 


Mr. Concuar, of Burlington: I will tell you my expe- 
rience. We have lost about ten cents under the bankruptcy 
law where we lost a hundred dollars under the old system. I 
am in favor of the bankruptcy law every time. 

Mr. Currins: As another representative manufacturing 
concern I want to stand for the bankruptcy law. I know very 
well from my experience in manufacturing that it is very 
much better for the manufacturers to have a law of that kind. 


The Preswent: Gentlemen, I think that the question is of 
sufficient importance to discuss more thoroughly than we have 
time to here. Is it the wish of the convention that we shall 
hear the report of the committee that have been to the Ways 
and Means Committee? 

Mr. Penkose: I am willing to delay the matter until the 
committee makes a report. 


The Present: We will hear the report of the committee. 

Mr. Doxsee: Mr. Chairman, as I was one of the commit- 
tee appointed to visit the State House, our report in substance 
is that we were led into a veritable Boer camp, and we were 
not able to capture a single “Kope.” It seems we had no 
friends there. If we did, we didn’t hear from them. I pre- 
sented the views of the Association as best I could, but we 
were pitted against possibly two of as good lawyers as there 
are in the House, and we had very little show. I should 
judge from the proceedings that took place and the expe- 
rience we had that there is very little reason to think that we 
are any nearer to convincing the members of the merits and 
justice of our cause than before we went there. I should 
judge from the interview that there is very little hope for the 
passage of the bill. 

The Presipent: We will resume the consideration of the 
resolution regarding the bankruptcy law. 

Mr. CHAMPLIN: I am a representative of manufacturing 
interests. I have had some experience in bankruptcy. I be- 
lieve the bankruptcy law is a good thing. 

Mr. Bower: I am not posted in regard to the bankruptcy 
law, but what I take from it is, it is something to enable a man 
to get out of paying his debts. 

Mr. Bowman: I have not read’the law in full, but I think 
many of the manufacturers who have done business in Texas 
and some of the southern states would regret very much if 
the law was repealed’ 

















































Mr. Dasney: I move that the resolution be laid on the 
table. 

The motion was put and lost. 

Mr. Swaine: I move that we defer action upon this ques- 
tion until the evening session. 

A rising vote was taken, and the motion was carried. 

The Presipent: Before adjourning I would like to read 
an invitation: 

Des Mornes, Feb. 14th, 1900. 
To the Officers and Members of the lowa Retail Hardware 
Dealers’ Association: 

GENTLEMEN: The Grant Club of this city extends to your 
Association the privileges of its Club House during your stay 
here, and we will deem it a pleasure if you will but feel at 
liberty to spend as much of your time there as you have at 
your disposal. 

Your badges and faces will be all the card of admission you 
will require. 

Very respectfully, 
Epwarp G. Pratt, 
President Grant Club. 

Club House: Corner Fifth street and Grand avenue. 

Mr. Penrose: I move you, Mr. President, out of respect 
to the members of the Grant Club, that this invitation be 





Jacob Seither Ex-Member Executise Committee. 


received and placed on the records, showing our appreciation 

of the courtesy extended. 

Motion carried. 

The Presipent: I am in receipt of a letter from Mr. A. 
T. Nelson of Wilton, which states his regrets at being unable, 
from illness, to attend the convention of the Association, and 
sending his best wishes to-the Association. 

On motion the convention adjourned at 5:30 P. M. to meet 
in the evening at 7:30. 

EVENING SESSION, FEBRUARY 14TH. 

The Presipent: The first paper on the programme this 
evening is a paper from C. W. Brelsford, of Villisca. In these 
papers the idea is that they should be followed by a discussion 
of the points brought out. 

Mr. Brelsford delivered the following address: 

WHAT PLAN CAN WE ADOPT TO.PERSUADE DEAL- 
ERS TO PATRONIZE ONLY SUCH JOBBERS 
AS ARE FRIENDLY TO OUR ASSOCIATION? 

By C. W. Brelsford, of Vilisca. 
A QUESTION OF GREAT MAGNITUDE. 
When our Committee did me the honor of requesting of 
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me a paper to be read before this convention and named as 
my subject, “What plan can we adopt to persuade dealers to 
patronize only such jobbers as are friendly to this association,” 
I felt that the compliment demanded my acceptance, yet I must 
confess, that when I first looked over the subject, from which 
I was to write, I felt myself insufficiently informed, to profit- 
ably spend ten, or even five minutes upon this topic, but as I 
got deeper into it, I discovered it to be a subject of very great 
magnitude, of almost limitless importance, not only to us as 
retailers, but to the jobbing trade as well, so if my paper should 
extend over the limit set by your committee, I would consider 
it a favor if our secretary would call my attention to the fact, 
at the proper time. 
MANY JOBBERS REFUSE TO SELL RACKET STORES. 

There are, at the present time, a large number of jobbers 
who are trying to act in accordance with the wishes of our 
state association, by refusing to sell racket, department stores, 
etc., and confining the trade to its natural and legitimate chan- 
nels, these jobbers are our friends and should be assured of 
the hearty co-operation and support of every member of this 
association, but those who pass us by in our infancy, must 
eventually cease their method of doing business, or lose the 
better part of their trade. “A word to the wise is sufficient.” 

FRIENDLY FEELING OF IOWA JOBBERS. 

The resolution recently adopted by the Iowa Hardware 
Jobbing Association, I consider an excellent showing of the 
friendly feeling towards our association, and we certainly owe 
this association much, for the stand they have taken, “That all 
inquiries from racket, department stores, etc., be referred to 
the regular hardware merchant, or quotations upon such in- 
quiries be made only upon the full knowledge and consent of 
such retail dealer.” But you will say, “Who are our friends?” 
This inquiry is worthy of considerable time and thought. Be- 
cause a traveling salesman gets up in our convention and 
makes.a claim of great loyalty to this association, on the part 
of hiswhense, we need not be satisfied with this assurance 
alone, bitt should have a committee, for this particular work, 
which could ascertain the facts and report to the members, 
this would be more reliable than from other sources noted. 

SUCCESS DEPENDS ON INTEREST OF INDIVIDUAL MEMBERS. 

The success of this association is largely dependent upon 
the interest manifested and assistance rendered by each indi- 
vidual member, therefore I would suggest that each member 
consider himself a committee of one, to notice any, or all ship- 
ments of hardware, coming into his place billed to racket, or 
department stores, or to any dealer of this description make 
not of shipper’s name, date of arrival of goods, etc., and report 
same to our secretary, who should take the matter up immedi- 
ately with said jobbing house and obtain a full report, if pos- 
sible, from them, place same on file and when another report 
of same character comes, in regard to the same house, call 
their attention to this, as well as former complaints and let 
this serve as a caution to them, in regard to such sales. The 
jobbers would soon realize we were awake and watching them 
and I think it would take but a very few such suggestive hints 
before they would do considerable thinking along this line. 

INTERESTING READING FOR JOBBERS. 

Again it would not be a bad idea and a perfectly legiti- 
mate one for each member to notice salesman calling upon 
such dealers and make a report of same to secretary, some- 
thing like this, “Mr. Jones, representing The Chicago Hard- 
ware & Tinware Co., called on Mr. Smith, one of Des Moines’ 
leading racket store men, one day last week and sold him a 
large bill of goods.””’ The secretary could obtain several items 
of interest of chis kind for our trade journals, each week, 
which I think might be quite interesting to the jobbers con- 
cerned. 

SHELF HARDWARE SOLD AS AN ADVERTISEMENT. 

We all know that the rackefand department stores sells 
their shelf hardware at a very small profit, or no profit at all, 
largely as a means of advertisement, why should the jobbers 
continue to furnish advertising matter to the racket stores, at 
the expense of the retail hardware merchant? Again we can 
all call to mind instances of jobbing houses having one or more 
salesmen calling on the same territory, one visiting the regu- 
lar trade, while the other calls upon outside firms and again 
other jobbers send their salesman to us, as legitimate dealers 


and at the same time mail trade circulars, catalogues, etc., to 
outside firms, such jobbers are not worthy of the patronage 
of any hardware merchant and we should refuse to purchase 
of such firms. 

DRUGGIST BOUGHT DIRECT FROM HARDWARE JOBBER. 

In that connection, I call to mind an instance of only a 
few days ago, while visiting with a local druggist, I noticed a 
large catalogue of one of our best known jobbing houses on 
his counter, in talking with this gentleman, he said they had 
never failed to fill any order for any class of hardware he 
had sent them and that while building, a year or so since, he 
had ordered all of his finishing hardware from them; this ‘same 
jobbing house handles lamps, etc., very extensively and the 
druggist got on their mailing list in this way, but it looks sus- 
picious for the hardware merchant to see a large hardware 
catalogue in their hands. Now it seems to me that a house of 
this description should have catalogues of distinct lines of 
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goods and mail catalogues of the lines of goods only that the 
retailer handles. This method of promiscuously sending out 
trade catalogues and prices should be stopped. 

TRAVELLING HARDWARE SALESMEN SHOULD JOIN ASSOCIATION. 

But again referring to my subject, we should enroll every 
traveling hardware salesman in the state as a member, he 
would then familiarize himself with the objects of our associ- 
ation and I think could and would do the association a great 
amount of good with his house. A large per cent. of the sell- 
ing to outside houses is due to the traveling salesman, who 
sells to these dealers, without realizing what an injury he is 
doing the legitimate trade. I believe were they well acquainted 
with our aims this would be considerably reduced. 

FRIENDLY JOBBERS CAN SUPPLY GOODS. 

Can we obtain what goods are necessary from jobbers, 
friendly to our association? Certain we can, if say, 10 or 
even 20 per cent. of the jobbers cater to and supply racket, de- 
partment stores, etc., let them do so, we have a sufficient num- 
ber left, in the other 80 or 90 per cent. We cannot, how- 
ever, improve the friendly feeling of the other 80 or 90 per 
cent. by periodically buying from the other 10 or 20 per cent. 
Let them alone. The salesman and jobbers will soon discover 
whether the members of this association are standing loyally 
by those who are our friends. 

ONLY LOYAL JOBBERS SHOULD BE PATRONIZED. 

Let all members then, whatever else we do, go home with 
the firm resolution, Buy only of such jobbers as we know to 
be loyal to this, our association, and when we do this and then 
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only, can we look for better conditions for the legitimate hard- 
ware merchant. 


The PresipeENT: We have another paper that was pre- 
pared by Mr. Norris, who was chairman of our Grievance 
Committee. He has forwarded it to Mr. Miles, our vice- 
president, who will present it. 

Mr. Miles explained that in some way the programme 
committee in sending out their list of subjects got a little bit 
mixed and assigned the same subject to two gentlemen, but 
he thought the subject would stand more than one paper; that 
Mr. Norris’ paper was different in many respects from Mr. 
Brelsford’s. Mr. Miles read a paper from Mr. Norris, of 
Cedar Rapids, as follows: 


WHAT PLAN CAN WE ADOPT TO PERSUADE DEAL- 
ERS TO PATRONIZE ONLY SUCH JOBBERS AS 
ARE FRIENDLY TO THE ASSOCIATION? 

By E. H. Norris, of Cedar Rapids. 
HIS TIME PLASTERED WITH MORTGAGES. 

I take the liberty of incorporating with this paper, a brief 
report of my work as Secretary of the Grievance Committee. 
That I am not permitted to look you in the eyes and say what 
I have to say, instead of sending you a commercial Billet 
Doux, is a matter of sincere regret with me. 

Circumstances have plastered my time with mortgages, 
and each day sees one of those mortgages foreclosed. I pre- 
sume you think it strange that these prosperous times should 
develop mortgages, but they do, in one way or another, and if 
this seems a paradox to any of you, I will remind you that 
this Association has a mortgage on every one of its members 
also, whether it is recognized or not; and this is part of my 
subject. 

SECRETARY OF GRIEVANCE COMMITTEE SHOULD BE PAID. 

At the last annual meeting, I was elected a member of the 
Grievance Committee. At its first meeting at the Savery Hotel, 
this committee asked me to be its Secretary. It was voted 
that I should fill the position the balance of the year; this I 
reluctantly undertook to do. Business matters took such shape 
in May that I knew it would be impossible for me to give as 
much time to the Association affairs as their importance de- 
manded. I therefore wrote several members of the Grievance 
Committee, as well as the President of the Association asking 
that some one, who had more time, assume my duties of this 
committee. That I did not get the release asked for, would 
seem to argue the necessity of a salary for the Secretary of the 
Grievance Committee and I may frankly say that the Associ- 
ation expects too much, if in the future it asks this officer to 
do, without remuneration, the work falling ‘to his care as it 
should be done. My short experience points toward a Na- 
tional or Inter-State Association, with paid Secretaries, as the 
most practical and economical method of accomplishing re- 
sults. 

A JOBBING HOUSE WITH “KEEN EYES.” 


Right here I am reminded of my unsatisfactory experi- 
ence with one of the very largest jobbing houses in the coun- 
try (some of whose salesmen I think, are honorary members 
of this Association), that took the position that they could 
not promise our Association to work with it because the law 
of the state in which they carry their stock of goods, declares 
against Trusts and Combinations. Yet I am informed that 
the North-western Association of the Retail Hardware Deal- 
ers brought this concern to see the light. I am tempted to 
think that the trouble with this jobbing house lay not in its 
eyes; in fact they have the reputation of having very “keen” 
eyes, but in the fact that the power of the Association was not 
strong enough to make them take notice of our view. 


FIRMS IN SYMPATHY WITH THE ASSOCIATION. 


Since last February, I have had assurances of the follow- 
ing houses that they are in sympathy with us and -would do 
nothing to hinder the objects we have set out to accomplish. 
In most cases they corrected abuses which we found to exist. 

They are: Hibbard, Spencer, Bartlett & Co., Chicago; 
Cattaraugus Cutlery Co., Little Valley, N. Y.; Crane, Churchill 
& Co., Omaha; Comstock Castle Stove Co., Quincy, IIl.; 
Henry Disston & Sons, Philadelphia, Pa.; Gibbs Manfg. Co., 
Canton, Ohio; Iver Johnson’s Arm & Cycle Works, Fitch- 
burg, Mass.; M. & D. Range Co., Chicago, Ill; Rathbone, 





Sard & Co., Aurora, Ill.; Schneider & Trenkamp Co., Chi- 

cago, Ill. 

MEMBERS MAKING COMPLAINTS SHOULD FURNISH EXHAUSTIVE 
DATA. 

This list is not a large one, yet to obtain the results as 
we have them, meant the expenditure of much time and ef- 
fort. Very frequently before we could get the complaint in 
shape to present to the manufacturer or jobber, we were 
obliged to write several letters to the member making the com- 


plaint, and I want to urge for the benefit and peace of mind - 


of my successor, that the member making a complaint in the 
future, states names, dates and circumstances and accompanies 
his array of facts with all the written evidence it is possible 
for him to furnish. You want to remember that in some cases 
you are fighting a wily foe who will take advantage of any 
weakness in the case you present. 
PATENT NOSTRUMS IN ALPHABETICAL ORDER. 

Coming back to the subject given me for a talk, “What 
plan can we adopt to persuade dealers to patronize only such 
jobbers as are friendly to the Association?” I am forced to 
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smile a serious smile. I am reminded of a story, of which the 
following are the essential points. Once there was a man who 
became sick. After trying various doctors without relief, he 
made a collection of all the patent medicine advertisements 
he could find in papers, almanacs and other exponents of the 
higher literature of the day. These nostrums he took in alpha- 
betical order until he scarcely knew whether he was sick or 
embalmed. His condition was serious indeed. About this 
time, one of his hair-trigger friends said he could prescribe a 
medicine that would end his sufferings he explained that it 
would be mighty pleasant to take and would make him feel 
good during the treatment; so the potion was ordered and the 
patient doped with untiring zeal. As he doped he smiled, but 
each day his smile grew thinner and more wan, but none the 
less persistent. One bright sunny morning the friend called 
to see what was left of the sick man and found him resting 
peacefully in bed, the smile was still there, but it was not a 
smile of recognition, it was a smile of rest, perfect rest—he 
was dead. 
BAITS IN THE SHAPE OF LOW PRICES. 

The members of this Association who buy of jobbers un- 
friendly to this Association, its aims, and its methods, do so, 
I take it, for just one reason, to wit: Baits in the shape of 
low prices, low prices on such items as the dealer can keep 
posted. Not uniformly low prices, but as I said, “Baits.” A 
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dealer will say to himself: “Yes, I am a member of the Iowa 
Retail Hardware Dealers’ Association and have agreed to buy 
of only such jobbers as are friendly to the Association, but I 
am also in business in an individual way to make money. Why 
should I not buy of the man at his low price” and the emissary 
of the unfriendly jobbers says, “why not?” and talks business 
principles and policy in an entertaining way and the dealer 
smiles and buys, and lulls his uneasy conscience into a doze 
with the futuritive jingle of hypothetical dollars saved by that 
low price. Yet the silver tongued emissary is busy all the 
while, “not letting his right hand know what his left hand 
doeth.” Do you not think the dealer was sick? Some will 
think he has been sick for a long time—very sick. So he is 
caught with the pleasant medicine, and continues to dope and 
smile, and his smile grows thinner and more wan, as the racket 
store man, next door, who also buys of this unfriendly jobber 
and uses his methods, draws the sustaining elements of his 
business from this tainted source. 
ONE MAN’S MEAT IS ANOTHER MAN’S POISON. 

The racket man has nothing to lose and much to gain by 
crooked methods in selling hardware. What is “meat” to him, 
is poison to the legitimate dealer. So the dealer dopes and 
his smile grows thinner until one day when the face of nature 
seems to have painted the damask rose on each of her cheeks 
with pigment out of a box bearing a French label (so lavish 
is she) and the racket man is out in front of his web drinking 
ozone, with his thumbs in the armholes of his prosperous 
vest, you, the honest, smart, inconsistent hardware dealer, are 
on your commercial bed. You are still smiling, but such a 
smile. The sheriff puts on his peculiar kind of crape and 
writes on your door, “Requiescat in pace.” , 

A NATIONAL BODY THE REMEDY. 

No, gentlemen, I do not know how to make you patronize 
such jobbers as are friendly to our Association, but I think you 
see some of the reasons why you should. 

The Association, if nationalized, can do for you what you 
can not do for yourselves. It can make all jobbers friendly, 
or feed them a medicine similar to the one the man took. I 
think you should look to this latter method for permanent re- 
lies. 

The Present: These papers bring us to the discussion 
of'a point that some of our membership may not feel free to 
discuss in an open meeting. Our meeting in the morning will 
be a closed session for retail dealers only, and it might be well 
to bring up a discussion of these two papers at that time. If 
there is no objections, we will order it so. Mr. Miles, will 
you take the chair this evening? 

Mr. Miles, the vice-president, assumed the chair. 

Mr. Cote: At our afternoon session it was moved to 
defer the further consideration of the resolution with reference 
to the bankruptcy law until this evening. It is now in order 
to take up this question. The resolution is before the house. 

At a request of a member, the resolution was read again 
by the secretary. 

Mr. Core: I think it would be well to have a few re- 
marks from retail dealers with.reference to their experience 
with the bankruptcy law in their own business. 

Mr. Keatinc: Mr. President, as far as I am concerned, 
I never had any experience. It has not been brought up in 
my business experience. 

Mr. Huston: I have had no experience myself. 

Mr. Swaine said that he had had a little experience in 
Council Bluffs; that a man had owed him about $1.50 for a 
couple of years, who came in and said he had got a job now 
and that he would fix up all his accounts; he asked Mr. 
Swaine how much his account was and Mr. Swaine told him; 
that pretty soon he got notice from the bankruptcy courts that 
the man had applied for bankruptcy, and that was the way he 
was going to settle his accounts. 

Mr. MerepirH: Mr. President,-I have had a little busi- 
ness along that line. I think it a very unreasonable law. I 
think from the bottom of my heart it ought to be repealed. 

Mr. WuHEELOcK (of Boone): It seems to me that we are 
not unfair in discussing this from our standpoint and not 
from the standpoint of the manufacturers. It seems to me 
that the manufacturers have shown, during the last year espe- 
cially, that they are thoroughly competent to look out for 









themselves. If this law could only stand one year, I would 
say all right, and I would trust a few of my customers without 
taking advantage of them. It seems to me that more people 
are inclined to take advantage of you every year, and it seems 
to me if it lasted five years there would not be a man in our 
town that would owe one dollar. 

Mr. McIntyre: My experience has not given me a very 
favorable impression of the bankruptcy law and its workings 
so far. I think I have been caught in five different cases in 
bankruptcy since that became a law, and in the five cases 
there has been but one that I considered worthy, that is, a case 
where the community and the man both might be benefited by 
wiping out his indebtedness. 

Mr. Messer: During the last year I have had some ex- 
perience in the same line. There has been one family of two 
or three brothers who were free buyers. They became some- 
what embarrassed and always kept promising. They did so 
much business with me that I was lenient with them. Within 
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the last four or five months they have gone into bankruptcy. 
They have put their money into their wives’ names. One or 
two of those men, I know, have got a good deal of property 
behind them. In a few years those men will be in business 
again. I.am opposed to the bill because it encourages dis- 
honesty. 

The Presipent: Gentlemen, we have had the question 
pretty thoroughly discussed. Is there any further discussion 
wished by the convention? 

Mr. Penrose again argued in favor of the resolution at 
considerable length. He was followed by Mr. Dabney, who 
said: 

Mr. Dasney: I opened the opposition to this resolution 
for the reason that I thought a great many did not understand 
the spirit of this measure. There has not been a case scarcely 
cited here by the gentlemen on the opposite side of this ques- 
tion but what this law would have reached his case—he would 
have gotten his money if he had pursued a business course. It 
is made for such cases as that. Whenever a man commits a 
single act that lessens his credit; he is a bankrupt under this 
law and then you can proceed against him. You don’t have 
to wait to enforce your clajms against him until he has filed 
a petition in bankruptcy. I don’t like the sentiment uttered 
here that our United States Congress conceived this law in 
infamy. I don’t believe any such a thing. I don’t think it is 
the proper spirit to manifest towards that body. I admit that 
the bankruptcy law was brought about for the benefit of the 
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manufacturers but I want to say to you, gentlemen, that their 
good is our good; that when they are benefited, we are bene- 
fited. I say that the law itself places a man in bankruptcy 
when the least shadow is manifested that he is disposing of 
his property. A year after he has had his discharge, if you 
can find any evidence showing that there is any fraud in it, 
the courts can set aside his discharge and bring him back into 
court again. I say it is not a bad law; it is a good one. 

Mr. Presipent: If there are no further remarks, I will 
put the resolution. 

The resolution was put and carried by a majority vote. 

The PresipENT: I would like to ask if the Committee on 
Constitution and By-Laws are ready to make their report, 
Mr. Chapin. 

Mr. Cuapin: I would like to say that we have been at 
work and we have come to the conclusion that we will have 
to see Mr. Mitchell first. I will state that we will have it 
ready to-morrow afternoon. 

The PresipENtT: The next thing in order is the question 
box. 

Mr. Core: I would like to propound a question that I 
think we could discuss very profitably here for a few minutes, 
and that is, (1) “What is the best method*of marking up our 
goods that are now upon our shelves that are marked below the 
present cost basis of prices, or present value? What ts the 
way to get at that?” 

The Present: I think that is a question we are all in- 
terested in. I think perhaps there is no dealer in the house but 
what has said, “Next week I am going to get at it and mark 
up that line of goods bought at old prices.” 

Mr. Coie: I would like to state that I have made a great 
effort along this line of keeping abreast of the advances, and 
the fact that we had four dealers in our town that were mem- 
bers of the Iowa Retail Dealers’ Association has made that 
thing easy and possible, and I find, though, that it is a pretty 
hard job to do that. Now, for instance, you take it on 
builders’ hardware; three or four years ago we marked our 
goods in characters, and we changed our system of marking 
them to plain figures, and I about made up my mind we will 
have to go back to characters again, because that suggests some 
of the difficulties that we meet now. Now, just a day or two 
ago, I called one of our clerks down for selling a certain 
Japanned hinge for 17 cents per pair, when our present price 
was 20 cents, but he had hauled down an old box with 17 cents 
on it. That ’is the way the thing goes. I think that every 
dealer here feels that when the prices drop we are going to 
drop. 

Some of our prominent jobbers made the statement that 
following every wave there is a hollow, and our hollow is 
coming, and if we do not get a move on us and get our goods 
up on top of the wave, why we will not do it in time, and 
the hollow will come and we will find ourselves down again. 

Mr. Huston: I would like to ask how many retail dealers 
here can go through their stock and mark the price with any 
idea of right and wrong in it—that is, the market price? 

* Mr. Core: That brings us to the system of buying. 

Mr. Huston: That is the point we are getting at. We 
want systematic buying, then we will have systematic selling. 

The Presiwent: I have some questions along the same 
line. I think in the discussion of them we can settle the whole 
matter at one time. I will read three questions: 

(2) “Should a price book contain both the cost and selling 
prices of goods?” 

(3) “How can a retailer best keep track of prices so as to 
buy right?” 

(4) “What is the best system of keeping a record of the 
cost of goods handled in a retail hardware store, keeping it in 
such a way that you can tell who made the quotation and the 
time it was made?” 

Mr. WHEELOcK (of Boone): I will say that within the 
last.two years I have got a price book, and if this book is 
properly kept I think it will answer nearly these three ques- 
tions. 

In that price book there is a blank in which I put the date 
of quoted or purchased goods, the list discount, freight, net 
cost and selling price column. 

Now, this book I depend upon more than my marks. This 
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book gives me the cost and the quotation price and the retail 
price of all goods that we cannot mark, like nails, barbed wire, 
etc. It also gives me the cost of builders’ hardware, wagon 
skeins and everything of that kind, also the numbers. I only 
wish I had one a little larger so I could put down everything. 

The PresiweNnT: Do you take each invoice as you get it in 
and check it? 

Mr. WuHeEELocK: I check it up from the bills. I put down 
the date of the bill, or quotation; I put down list, discount, 
freight, and change this as each bill comes in. 

The PrestipENtT: What do you do with the quotations, 
where you don’t buy goods? 

Mr. WHEELOCK: Where it is a bill I simply mark the date 
of the bill, and where it is simply a quotation I mark the same 
thing and put a “Q” before it. It gives me the date of the 
quotation in place of the date of the bill. 

Mr. Currie: I find all the price books I have had have 
been too small. I took a wholesale hardware catalogue. I 
had our bookbinder insert a thin sheet, that was cross-ruled, 
in the book I have been using, giving us more room. 

The Presivent: I want to thoroughly endorse the scheme 
of the price book. We have used it several years. Are there 
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any further remarks upon this question? Here is another 
question. (5) “At what kind of prices should stock on hand 
be invoiced in times like these?” I think they ought to be in- 
voiced at their worth, whether the price goes up or down. 


Mr. Keatinc: That brings it back to the question of 
whether we have marked up our goods or not. If we are sell- 
ing stuff at the same old prices, and we know our competitors 
are doing the same thing it seems to me it would be foolish to 
mark them up. 


Mr. J. F. Netson (of Fort Dodge): I have had charge of 
our prices for our firm for some time. I find as long as we 
keep our prices down our competitors will keep the prices 
down. If we are fortunate enough to keep the largest stock, 
the smaller dealers cannot raise their prices if we do not. 
If we raise prices we find the others want just as much as we. 
I think if we consider these matters with our competitors, 
there is sometimes a better field. 

Mr. McIntire: It would seem to me that the difficulty 
with reference to raising prices is due to the fact that before 
the advance in prices parties in some towns were overloaded 
and have been keeping prices down to enable them to unload. 
I find since the .irst of January stocks have been getting low 
and these parties have been advancing prices. 
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The Present: Here is another question: (6) “Js it 
best to mark goods in plain figures or characters?” 

Mr. MerepitH: I have tried both ways. I have con- 
cluded that marking in characters is the better way. 

Mr. Huston: From what little experience I have had in 
the retail hardware business, and from my experience on the 
road, that where dealers in a town get along nicely together, 
plain figures are all right, but I find it easier to sell goods by 
marking them in plain figures. 

Mr. Netson: I was going to state where we find difficulty 
is we have sometimes cash customers and we cannot give the 
same prices to the long-winded ones that we can give to. a man 
that pays spot cash. 

The PresipENT: We find that the plan of marking in plain 
figures the best and as a safeguard against long time customers 
we mark the goods with the long-time price, and if we find 
some fellow that is a pretty good customer who wants to pay 
cash we give him a reduction. If they are marked in charac- 
ters he is not sure whether he is getting a reduction. 

Mr. Tomas: I have been in the hardware business twen- 
ty-five years, and all that time we have marked in plain figures. 

Mr. Currie: A year ago I was in favor of plain figures, 
but owing to recent change of prices I have concluded to mark 
my goods in characters. 

The Present: The next question: (7) “What is the 
best method of handling stove repair business?” 

Mr. Pamptin, (of Butk’s Stove and Range Co.): I would 
suggest that you have your stove repair catalogue there and 
when a man comes in to order a stove repair be sure he gets 
the number of the stove right and before you send the order 
get a deposit from that man to cover the order. 

Mr. Currie: We never ask an advance, but the essential 
part of it is to attend to it, and when you get your order be 
sure that you order it and have it within the quickest time 
possible, so that the first time the customer calls you have 
the repair ready for him. 

Mr. THornsy: The trouble I have found has been in the 
repair business is to find out for certain what repair was 
wanted. If a repair comes all right and fits the stove, then 
there is not generally any trouble in making collections. 

Mr. Mites: I have adopted the plan—I have a stove 
repair tag and when a party comes in to order a repair, I 
take that tag to the desk and write the name plainly and ad- 
dress, and then in their presence write down the stove repairs 
they want, giving name and number of the stove and date, and 
when I order I ask the stove repair house to attach the tag 
to the goods when shipped. 

On suggestion of a member the election of officers was 
postponed until to-morrow morning. On motion, the conven- 
tion adjourned until 9 A. M., February 15, 1900. 

THURSDAY MORNING. SESSION. 

The President, H. A. Cole, called the convention to order 
at 9:30 A. M. 

The Presipent: After leaving last night, I wanted to 
make one statement to emphasize the importance of some of 
these questions that come before us. I did a little figuring 
after I got to the house last night. If the average stock of 
hardware in Iowa is $3,000, and there are about twelve hundred 
stocks in the state, and if one-third of the goods on our shelves 
are bought at old costs, the amount involved to the retail 
hardware dealers in Iowa at the present time, on the basis of 
present values, amounts to somewhere like $400,000. That is 
a sample of the importance of some of the questions involved 
here under discussion. Many of us are careless. In spite 
of the fact that I have been trying to keep up with the ad- 
vances, and it has been possible simply because we had three 
other dealers in Council Bluffs that were trying to do the 
same thing. There are lines in my store to-day that are not 
up to where they ought to be, and it is going to take a month 
when I get home to get through that proposition. Now, there 
are four or five hundred thousand dollars involved—actual 
cash involved—in that proposition to the retail hardware deal- 
ers of the State of Iowa alone, just simply going on and mark- 
ing up your goods to what they are worth to-day. Mr. Miles 
will give us some questions here that are of importance. 

Mr. Mites: Here are some questions along that line: 








(8) “What is the experience of the members on easy 
payment business?” 

(9) “To what extent can easy payment business be done 
by retail dealers, and how much advance can the dealer get 
over regular cash prices, and how do you keep track of the 
time payments becoming due when sold on the instalment 
plan?” 

(10) “What form of lease is best to use for time sales 
on stoves and refrigerators, and do you have to apologise when 
you ask a party to sign it?” 

The Present: I want a few minutes lively discussion 
upon this question; any one that has had experience along the 
line of selling goods on easy payments, we want it brought 
out here. 

Mr. P. P. Perrin: I have had less experience on the 
easy payment plan in the city of Burlington than I have had 
years ago. I don’t want to place myself in a bad light with 
this organization, but I want to say to them right now, as open 
confession is good for the soul, that at one time I was a sewing 
machine man. I did business as a general manager for the 
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Singer Mfg. Co. about twelve years, and as you well know— 
all of you know—that the Singer Mfg. Co. do a great deal gf 
lease business. Now, they have several plans that were quite 
successful that we have personally adopted in our line of selling 
stoves. One of their plans was to ask a little bit more for 
goods on the lease plan than upon the cash plan, and if the 
lease was paid within a given time—regulated in different local- 
ities—to give them some discount back, and if not paid within 
that time the machine would cost them more money. They 
drew up a rigid lease applicable to each state, and then that 
lease was made on the easy payment plan, and this was the 
successful part of it—there was a good collector behind it. 
That was the real success with the Singer Company’s leases— 
a good collector. Whenever that payment was due, if it was 
not paid—the collector was there, and the most successful men 
that we had were the men that would talk that thing positively 
and. plainly when the.lease was made. We did not give them 
an idea that they could simply take the Singer Company’s 
goods and use them as long as they wished, and they need not 
pay hardly any money; that is not business. The best men 
would say that we want that payment, be it ever so small. 
That was the successful man, and I think that would be the 
successful man in the hardware business. Now, it was sug- 
gested there we would have to apologize to the parties in asking 
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them to sign a lease. I don’t think so. Why, it is a matter 
of business. If a person comes to me and wants my products, 
and he asks me for time upon that product, is it proper and 
right that I should explain to him why I want that signed, 
when it is supposed I don’t know anything about him? I must 
have a good payment to secure and guarantee good faith in 
this purchase. 

In our business we do not extend the time longer than six 
months; it makes no matter what the purchase is. Six months 
must be the limit. It must be all paid in six months, and three 
we prefer if we can get it in three. That is what we strike for. 

The PresiwweNt: Now, gentlemen, the importance of this 
question you will readily see. We should discuss it in all its 
phases. 

Mr. Perrin: Upon that lease business, what kind of a 
lease is best? We have a lease that is practically not a lease, 
and yet still it is one. It is a bill of sale from the customer, 
selling the goods back to us. I make the sale over to him. 
Now, then, I take a bill from him, buying that article from 
him for a certain amount in that bill of sale; it provides that 
he shall have an article at a certain street number, and in case 
he moves he should notify us of the movement; that the bill of 
sale! is given to us to secure a certain book account in a certain 
amount, and when that book account is paid in full the bill of 
sale becomes null and void. I think I got it from the Singer 
Mfg. Co. I think it is the best form for the State of Iowa. 

Mr. Duncan: I have had some experience in the lease 
business. We do not record our leases, but we find it a very 
easy matter to get the money on lease accounts; very much 
easier than it is.on open accounts. 

The Presipent: Do you get more for your goods when 
you sell them on a lease? 

Mr. Duncan: Usually. We have a good deal of mining 
business, men who get their money every month. They only 
pay us so much per month. I find there is just this interest 
taken in the matter of a lease: Occasionally a man will come 
in and want to pay something on his lease account, and if he 
has, at any time got something charged to him that is not in 
the lease, then he would want this credit applied on the lease. 
Then when he has paid the amount of the lease he wants to 
take up the lease. If he has an open account he wants to 
leave that to the last. The lease stimulates the payment. 

The PresipENT: We would like to hear from Mr. De Vol. 

Mr. De Vor: I have had some experience in the last year 
in that regard; it is a good deal like the other gentlemen’s 
who have spoken. In selling goods on a lease we charge about 
ten per cent. more than we would if it was cash. I find it 
works very well. I like the plan very much. I find one draw- 
back to the lease; I find that a great many who buy anything 
on a lease plan think they have established a credit, and we 
find some difficulty in that regard; but I think the lease plan 
is good and is a protection. 

The Present: Mr. Thorley, have you done any lease 
business, and what is your experience ? 

Mr. THortey: We have done a little, and it has been 
very satisfactory. I made inquiry of those who had sold on 
the lease plan, and made inquiry about the different forms of 
leases used, and prepared one and submitted it to an attorney 
in our town. He said the form that we had prepared was all 
right ; that it was only a lease, and the parties could not mort- 
gage the goods, and that I could go and get my property with- 

out the process of law. 

The Presipent: Can you get more for your goods on a 
lease plan than the cash? 

Mr. Tuortey: Certainly. 

Mr. PresiweNt: How much more? 

Mr. THorLtey: We usually figure about as you have said. 
We would price them high enough and allow a discount of ten 
per cent. You can easily get that much more. I have found 
that parties who understand it are very prompt about their 
payments. Most of the business I have done in that line has 
been with sewing machines. I find there are very few sewing 
machines in our contry that are sold in any other way. 

Mr. Perrin: I don’t think it makes much difference what 
the form of lease may be, but we have a law in the State of 
Towa that unquestionably allows you to take a piece of prop- 
erty where the leasé is not recorded. There is no question 
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about the law in the State of Iowa. At the same time, right 
in that connection, the lease business is a terrible good business. 
We do not lose any money by it. 

PRESIDENT CoLe: There are a good many legal phases to 
this lease subject, gentlemen, that enter into the proposition. 
There are times when our security is not absolute, but it is a 
wonderful source of protection. 

A DevecaTe: I would like to ask if there is a dealer in 
the house that is advertising his goods with a discount and © 
cash price? 

Mr. Bretsrorp: Right along that line, while we do not 
advertise it, it is well understood that we give a five per cent. 
discount. We take mortgages instead of a lease. We keep a 
notary in our business house. 

The Presmpent: I guess we will have to get at our pro- 
gram. The first paper on the program is by Mr. Thomas J. 
Lomas, of Cresco. 

CASH OR CREDIT SYSTEM. 
T. J. Lomas or Cresco. 
Mr. President and Members of the Hardware Merchants’ 

Association of Iowa: 

When I received Mr. Miles’ request for a paper from me on 
the subject of cash or credit system of doing business I 
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answered in my own mind that I would not attempt it; that 
I had made a failure of the cash system and would probably 
come out the same way with a paper to be read on that sub- 
ject before this august assembly of hardware wisdom and 
experience; but after thinking it over a little bit I thought, 
suppose each one who was asked to take a part in this meet- 
ing should say “no, let some one more competent, or some one 
with more leisure do the work,’’ how could we have an inter- 
esting or profitable meeting? How could we compare notes 
if there were no notes to compare? So I wrote Mr.Miles that 
I would try to write a short paper on that subject. 
1S NOT LACKING IN EXPERIENCE. 

I have been in the hardware and coal business in my present 
location for 26 years, so whatever else I am lacking I am not 
lacking in experience. I have been through the times of big 
wheat crops with the first settles when we expected to trust 
everybody the whole year or until they marketed their crops, 
and through the wheat failures when we saw our money slide 
into the Dakotas by the thousand between two days, and those 
were the times when I wondered whether we could not do a 
cash business and not run the risk of our debtors getting away 














































































































SE LR YAN ae Cae 


am 


SE GRRE ten 
og = 


oe 


Por taeee) 


Scopus desepipagseanniomaian 








56 


between two days. Then I would look back and see mer- 
chants making a failure of conducting a strictly cash business, 
and so would fall back in the old rut, not daring to make 
such a radical move. In July, 1897, my competitors came to 
me and proposed going into a strictly cash business, all of us, 
so that one would have no advantage over the other, one of 
them saying that they were going inte it alone if we would not 
join. So we all agreed to post up notices that August Ist we 
would do a strictly cash business, and it seemed to be conta- 
gious, for other stores posted the same notices, and even some 
blacksmith shops; but the end of it all came. It died a natu- 
ral death. Just when or how it died no one knows. My 
private opinion is that it commenced to die soon after it was 
born, and it died so gradually that it fried up and blew away 
without even a public funeral, and certainly without any ex- 
pression of regret. Not one of us who was responsible for its 
existence has ever mentioned its name even to each other 
since. We do not mean to say that nobody can do a strictly 
cash business, but we do not believe that a man that is ambi- 
tious to hold and increase business, and has been in his pres- 
ent location for 15 to 25 years can do a strictly cash business. 


UNEXPECTED DIFFICULTIES. 

Now, why was it given up? There were difficulties which 
arose that we had not anticipated, and some that we had 
expected—loomed into insurmountable difficulties under the 
pressure, of anxiety for more business, which, by the way, is 
the main stimulus to giving credit before we know the parties 
are worthy of credit. The system seemed to be going all right 
for a while. One of the first difficulties I ran across was a 
man running a farm on a salary. He wanted to let the ill 
tun and then pay it, and the bill would show what he had 
done. I told him we would give him a bill each time and he 
could file them away, and he seemed partly satisfied, but soon 
failed to come around, so the inference was plain that he had 
found some place where his bill could run and so save him 
the trouble of caring for so many bills. Then we heard of one 
of our competitors selling a good customer some fence wire. 
When loaded he said he would pay it soon. The merchant 
replied, “But, you know we are doing a strictly cash busi- 
ness.” “Very well,” the customer answered, “I have not the 
money with me to-day, so we will unload it.” But in the 
nick of time the merchant pulled out his purse and said, 
“Here, I will loan you the money to pay for the wire.” I 
had a customer who had traded with me 26 years. He said ‘it 
might inconvenience him because he did not always have the 
money with him, and after awhile he got caught that way and 
I loaned him $25. Often some good responsible farmer would 
send in some by some one for something, promising to pay next 
time he came in. Sometimes, yea, a good many times, a 
farmer would come in and expect to pay until he had put his 
hand in his pocket. And then again there is the account with 
the county, township, city, the different school districts in the 
county, the road districts. They all must have bills come te- 
fore them to be inspected before paid. Some other corpora- 
tions doing business through their employes want bills of 
account before payment. So I find myself in the old rut of 
doing business, using my knowledge or passing judgment on 
each individual customer. About eleven years ago I went to 
England on a visit, and in talking with my uncle I made the 
remark, “Of course your business is all done on a cash basis.” 
“Oh, no,” he said, “the merchants do a credit business too,” 
and I said, “Why, I should think among so many dependent 
on wages they would close a great many of their accounts.” 
“Oh, no,” was the reply, “if any failed to keep their accounts 
they were brought up before the magistrate and he would 
take evidence of what amount of wages was coming in each 
week from the different members of the family and what it 
would take for the bare necessities, an“ then would order a 
certain amount of the week’s wages to go towards paying the 
debt, and he would save a little for the indebtedness if it threw 
the family down to bread and water. And so, you see, people 
are careful how they contract a debt.’”’ This is what I call 
placing the responsibility of going in debt on the shoulders of 
the one wanting to go in debt to the extent of all his property 
except six months’ provision for his family, and he will think 
twice before contracting a debt once. If he knows that the 
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team he drives is liable for the debt he is contracting, he will 
wait until he is sure where the money is coming from to dis- 
charge the indebtedness. And such a condition of things 
would make a more industrious and economical class of those 
who at the present time live partly on beating other people. 


DIFFERENCE IN WORKING FORCE, 

As an illustration of this: When I came back from Eng- 
land I was telling the professor of our high school about the 
wages in England—stonecutters, masons and carpenters, $1.25 
per day; laborers, $0.75 per day; flour a little higher than 
here, meat double the price, etc., and he said my story did not 
hang together, it was as much as laborers could do to live in 
this country, so how could they live in the old country on 
lower wages and higher priced victuals? I told him the dif- 
ference was in the industrial habits and customs of the two 
peoples. In England a child was compelled to attend school 
until they can pass government examination. In the third 
grade, and any ordinary child could accomplish that at 12 
years old, and from that time both male and female go into 
some factory. So that if there was a family of man and wife 
and three girls over twelve, there would be four earning bread 
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for the table, whereas the same family in this western country 
would only have the father earning the bread for the table. 
This difference in the working force, and counting meat as a 
luxury only to be indulged in once, twice or three times per 
week, according to the purse of the family, very easily ex- 
plained the apparent contradiction. 

A SHIFTING OF RESPONSIBILITY. 

If the State of Iowa will place the responsibility of going in 
debt on the one who wants to contract a debt, who should 
know whether he will be able to pay it when due, it will be a 
blessing to the community—a shifting of responsibility from 
the merchant to the debtor, and a blessing to the debtor class, 
for, in the first place, the community as a whole would be more 
industrial, economical and provident people, the merchant 
could do business with less loss, and the dead beat, or the “man 
that the world owes a living,” would be compelled to learn the 
lesson of industry, economy and providence. 

I believe that business, as a rule, will continue to be done 
partly on credit. If you credit the corporate customer, why 
not the individual customer, equally responsible? If the per- 
fectly good individual customer, why not the individual cus- 
tomer you think is good? 














SHIFTING RESPONSIBILITY FOR CREDITS. 


The remedy in this matter is not to revolutionize business 
methods, but, as I said before, change the responsibility on to 
the shoulders of the one seeking credit. If he is reckless 
enough to contract debts, which he cannot meet, let him suffer, 
not the man who grants credit, supposing him to be able to pay 
when due. There will not be so many dead beats when the 
law is changed so that a man cannot own forty acres with a 
good house on it, team, cows, pigs, etc., and defy his creditors. 
I met a number who refused to sign the petition to change the 
garnishee law, on the excuse that it did not go far enough. I 
say, let lowa make laws to protect business, not dead beats. 

The Presipent: The next paper is a paper by Mr. E. A. 
Rea. Mr. Rea is not with us, and Mr. C. A. Swaine will read 
the paper. 

Mr. Swain read the address of Mr. Rea, as follows: 

MY METHODS OF ADVERTISING. 
By E. A. REA, of Corydon. 


DEFINITION OF WORD ADVERTISING. 

After thinking about the matter I concluded that if there 
was any one thing in my business experience in which I had 
no method it was in advertising. This brought the question 
up as to the meaning of the word, advertising, and, on look- 
ing up different definitions for it, I decided that, ‘Making 
public what you wish others to know” was about the best defi- 
nition that I could find. This means, keep the public talking 
about you and about what you are doing and what you have 
to sell. Ben Butler once said, he would rather people would 
talk mean about him than say nothing about him, and, some- 
times I think the business man who goes along quietly in the 
even tenor of his way and says nothing himself and has no one 
else saying anything about him would better have sdmebody 
talking mean about him than saying nothing. 

ADVERTISING BY MEANS OF PERSONAL LETTERS. 

I have tried various means of publishing to the people with 
whom I wished to do business, the fact that I had the goods 
they wanted in sufficient quantities to supply their needs and 
at prices at which they could afford to buy them. I think one 
of the best ways to reach the trade is by personal letters. I 
have a list of all the farthers in my county, and some names in 
adjoining counties, not only including the land owners, but 
the better class of renters also, and I mail to them, at least 
three times a year, a personal letter calling their particular at- 
tention to certain lines of seasonable goods, both in the hard- 
ware and implement lines, and if I have any special bargains to 
offer I mention them and quote prices on them. 

CALENDARS. 

In addition to this I have, for several years, sent out cal- 
endars the first of the year to my tarmer customers, being 
careful to send nice ones that they will keep during the year. 

NEWSPAPER ADVERTISING. 

I advertise quite largely, both by display advertisements 
and locals, in both the newspapers published in our town, and 
at some seasons of the year, in other papers published in other 
towns in the county. I aim to change my display advertise- 
ment at least once every two weeks and often every week. I 
think it is very important in advertising to be honest with your 
customers. Avoid the stereotype statements that you see in 
so many advertisements, “that our stock this spring is larger 
than ever before” “our prices are lower than ever,” and a 
number of others of very similar character. I do not mean 
by this that in advertising a person should not claim all the 
advantages they have, but, first, be sure that you have ad- 
vantages. If you know that you own a certain line of goods at 
a lower price than your competitors are paying for them, ex- 
plain this to your customer and take all the credit for looking 
after his interest that you can, and, if you are advertising that 
you are making special prices or offering special bargains in 
any line of goods, be very sure that your prices are special 
and that the bargains you are offering are really better than 
your customer can get at other stores in your neighborhood. 

THE QUESTION OF QUALITY, 

I believe a man to be a good advertiser must, first, be a 
good buyer; second, he must be thoroughly honest with his 
trade. This naturally brings up the question of quality in 
goods that we handle. If you have a second-class article in 
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stock that you have bought at a low figure do not advertise 
it as a first-class article. In the implement business especially 
stick to good reliable goods, manufactured by factories with 
standing reputation and capital, even if you cannot make as 
much profit on the sale of their goods at the time as you could 
on some outside brand. 
ONLY ONE BEST THING. 

If you can get the people in your county to believe that 
a certain line of plows, cook stoves or wagons are the best 
goods of their kind made and thus build up a large trade on 
them, your business, to that manufacturer, is worth more and 
they can afford to give you lower prices than if you handle 
a half dozen different kinds of implements or stoves and try 
to tell the people that they are all equally good. There can 
only be one best thing. Satisfy yourself who makes the best 
thing in each line you handle, from a pocket knife up to a 
threshing machine, then go to work for that line and continue 
to handle it from year to year as long as you are satisfied that 
it remains at the head. Ask a fair legitimate profit, and no 
more, on these lines and then maintain your prices without 
regard to what competitors ask for similar goods. 

EVERY STATEMENT SHOULD BE MADE GOOD, 

Make good to your customers every statement and war- 

raut made on your best lines, without regard to what it costs 
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you. Meet competitors prices and beat them on some other 
lines bought for that purpose, even if you lose money on these 
other lines. Keep posted on what your competitors are sell- 
ing and if they are getting more trade on any line than you 
are, find out the reason, then direct your advertising so as 
to change this state of affairs as soon as possible. 

The Presipent: The next is a paper on Co-operative Buy- 
ing, by our vice-president, Mr. S. R. Miles 


CO-OPERATIVE BUYING. 
By S. R. Miles of Mason City. 
A NEGLECTED SUBJECT. 

This subject, notwithstanding its importance to nearly, if 
not quite every hardware dealer in this broad land of ours has 
been given very little attention, or I dare say even little 
thought. 

With your kind indulgence I will point out some of the 
reasons for this indifference. One of the reasons I think is 
the altogether unnecessary jealousy and rivalry existing be- 
tween hardware dealers in the same and adjoining towns, a 
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condition of affairs for which we must find a remedy if we 
expect to accomplish anything in the way of co-operative buy- 
ing, as a work of this kind can only be accomplished when the 
parties engaged have full confidence in each others business 
ability and integrity. 

“FRIEND” A MORE PLEASING WORD THAN “COMPETITOR.” 

Now, gentlemen, do not get the idea that co-operative 
buying does not mean any effort on your part other than the 
mere placing of your order. It may be that the greater saving 
can be made by shipping. We will say that a car of stoves, 
coal hods, elbows, etc., etc., in the shipment of which you have 
joined three or four of your friends (by the way, is there not 
something more pleasing in the sound of the word “friend” 
than “competitor?”’) to your town for distribution. The day 
of the arrival of this car may not be one on which you will 
need to wear your overcoat, and as you engage in the pleasant 
passtime of wrestling a few 500 pound ranges with the beads 
of perspiration standing on your manly brow, you will prob- 
ably resolve then and there the co-operative buying is a delu- 
sion and a snare. 


‘ 


FORTY DOLLARS A DAY. 

However after the last shipment has been billed out, hav- 
ing regained by that time your natural physical and mental 
poise, having taken time to figure that your day’s work has 
made you thirty or forty dollars, which same amount may be 
the only thing that will keep you from wearing that last win- 
ter’s suit another season, you will probably conclude that after 
all it is a good thing and will be willing to repeat the per- 
formance again next year. 
A HANDSOME SUM SAVED. 

While my experience in co-operative buying has been 
somewhat limited I will give you the results as nearly as pos- 
sible. In making up my figures on carload shipments I have 
made use of the freight rates in effect during 1899 and the 
present minimum carload weights of 30,000 pounds. There 
were consigned to the Miles Hardware Co., at Mason City, for 
their own use, that of some of their friends at home and in 
adjoining towns, seven carloads of merchandise. The saving 
to the interested parties you will observe as you follow the 
figures, was a nice sum. Of the seven cars, three were nails, 
wire and field fencing, on which the lo6cal freight would have 
been 26 cents per hundred or $78.00 for 30,000 pounds. The 
carload rate was 13 cents per hundred or $39.00 per car, a 
saving on the three cars of $117.00. On a car of sheet iron 
the rate was 30% cents as against 52 cents if shipped locally— 
a saving of $64.50. 

MATERIAL SAVING IN BUYING STOVES. 

On three cars of stoves and ranges the saving was still 
greater, the local freight from Chicago, St. Louis or Mil- 
waukee to Mason City on stoves as third class, is 42 cents per 
hundred or $126.00 for 30,000 pounds. The carload rate at 
the same time was only 15% cents per hundred, or $46.50 per 
carload—a saving of $79.50 each or $238.50 on the three car- 
loads. Summing up we find a total saving of $420 on the seven 
carloads or an average of $6.00 per car or 20 cents per hun- 
dred pounds. Figuring 60 ranges to a car you will make a sav- 
ing of $1.52% per range. Now upon still further investigation 
I find the highest rate paid to any of the different towns to 
which a part of these goods were consigned, was I5 cents per 
hundred. Add to this the difference between carload and less 
than carload prices and you will no doubt wonder why there 
were not more cars shipped in this same way. 


RESULTS ARE ENTIRELY SATISFACTORY. 

The only answer I can make to this is that the thing was 
new to all of us, but think I can safely say the results were 
so entirely satisfactory that we will not only continue in the 
good work, but gradually enlarge the list of goods to be thus 
purchased. If you wish to ship a car of nails and wire in 
conjunction with your neighbor in the adjoining town, con- 
sign the car to the farthest point. Instruct the railroad com- 
pany to set it out at the station nearest that from which it was 
shipped, for which you will have to pay $5.00, switching 
charges, but you have still made a saving over local freight. 
Better still, ship with your neighbor at home and save the 
$5.00 switching charges, but you say this is co-operative 
shipping and not co-operative buying. 






GREATER SAVING IS ON FREIGHT. 

It is very true that the greater saving on cases cited was 
on the freight, but in the wire and nails you all understand 
there was a saving of 10 cents per hundred, this added to the 
saving in the freight makes the burden still easier to bear, 
but there is still one more point that must not be overlooked 
and in my judgment a very important one, and that is the sav- 
ing on your investment. Have you ever tried buying mixed 
cars of nails and wire with your home competitor? How 
many times have you been unable to sleep nights for worry- 
ing about where the money was to come from to pay for that 
last car of nails and wire, the bulk of which you may not sell 
for six or eight months. You felt when you gave the order 
that the quantity was greater than you were justified in buying,. 
but you must have the carload price and freight which meant 
a saving of 20 to 25 cents per hundred. 

BOTH IN THE SAME BOAT. 

Now the chances are that rascally competitor up the 

street was passing through the same ordeal; how much bet- 
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ter for you both had you been on friendly terms, bought your 
car together, obtained the same price, the same freight rate, 


-with half the money invested and each would have paid for 


his share without laying awake nights and going down to the 
store the next morning with the determination to get all the 
cash business in sight, at a probable sacrifice of your usually 
none too large profits, thus widening the already too wide 
breach between yourself and your competitor. If you are on 
friendly enough terms to buy goods with your competitors the 
same conditions will enable you to regulate the selling price. 
SPECULATIVE BUYING SHOULD BE GUARDED AGAINST. 

One thing I think is necessary to guard.agaimst in co- 
operative buying will be any tendency towards speculative buy- 
ing. Don’t think that because you are saving a little money 
in this way that you can afford to anticipate your wants con- 
siderably in advance of what you would ordinarily do. Specu- 
lative buying is a thing to be avoided by the average hardware 
dealer. I am not prepared to suggest any plan by which I 
think co-operative buying can be put into general use by the 
members of this Association, but think this can be safely left 
to the good judgment of the individual members. I do not 
know that I have suggested anything new or that has not been 
at some time or another tried by a large number of those pres- 
ent, but of this I am quite sure that if you were not satisfied 
with the results, that you did not get hold of the question at 
the right end and suggest that you give it another trial. 
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can catch it quickly and the memory will retain it where it 


ORGANIZATION SHOULD BE MET WITH ORGANIZATION. 

I do not think there has ever been a time in the history of 
the hardware trade when the co-operation among the retail 
dealers was of such vital importance as at the present time, 
with the jobbers organizing on the one hand and the manu- 
facturers on the other it certainly behooves to meet organi- 
zation with organization. 

The Presipent: Are there any questions you desire to 
ask Mr. Miles upon this question of co-operative buying? If 
not, we will proceed to the next paper, on Window Advertising, 
by Mr. C. M. Doxsee, of Algona. 

Mr. Doxsee read the following paper, and exhibited pho- 
tographs of windows that he considered made a good adver- 
tisement. 

WINDOW ADVERTISING. 
By. C. M. Doxsee, of Algoma. 
A FREE ADVERTISING MEDIUM. 

Every merchant’s front window is a free advertising 
medium. It always occupies a preferred position. The public 
is constantly brought in contact with it, for it is continually 
staring the public in the tace. The merchant is obliged to 
have the light, so as an advertising medium, it costs nothing 
but a little time and thought, and it brings greater returns for 











Mr. Doxsee’s Christmas Display. 


the investment than any other method of advertising. No 
merchant, however strongly he may insist that he does not 
believe in advertising, but what is contradicted by his front 
window. The mere fact that he has placed in his window dif- 
ferent articles which he has for sale, designed to attract the 
attention of the passersby, shows that he believes in adver- 
tising, although his window may not advertise. 
THE PURPOSE OF ADVERTISING IS TO SELL GOODS. 

The one purpose of any kind of advertising is to sell 
goods, and the wise merchant keeps this fact in mind when he 
makes a window display. The stranger, whom you wish to be- 
come your business acquaintance, judges largely of the char- 
acter of your store from the impression made upon him 
through your front windows. If this impressfon is pleasing, 
he will remember your store when in need of anything in your 
line, and particularly anything he has seen displayed in your 
window. If then the show window is an advertising medium, 
which it is, and the purpose of all advertising is to sell goods, 
which it is, we come to the practical question of how to make 
window advertising sell goods. 

WINDOWS SHOULD BE KEPT CLEAN. 

In the first place, the front windows should be kept clean. 
The merchant is careful to greet his customers every day with 
a clean face; why should he not do likewise with clean win- 
dows? Dirt in either case leaves the same impression. 

If you wish your goods to be seen from the outside, you 
must make it possible for people to see through your windows. 

In arranging a window, the best results are secured by 
exhibiting one thing at a time, or several articles of the same 


kind or class of goods. 


MERCHANT SHOULD KEEP NEAR TO IDEA OF ONENESS. 
When a single article is brought to one’s attention, the eye 
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would become confused, were several articles entirely different 
to be shown together, and the effect would be largely dimin- 
ished. The nearer the merchant can keep to the idea of one- 
ness in window displays, the more satisfactory will be this 
source of advertising. 

If any merchant wishes to verify this proposition, let him 
purchase a dozen granite wash basins, or anything else that is 
commonly used (I merely suggest wash basins by way of illus- 
tration) ; arrange them upon a clean, contrasting background 
of cloth or paper, place a card in a conspicuous spot—naming 
a reasonable price for one week, and I assure him that he will 
reorder the same goods from the first salesman that comes 
along. 

A SAMPLING PLACE. 

But fully seventy-five per cent. of all merchants (includ- 
ing hardware merchants), follow just the opposite plan, and 
convert their front windows into a sort of sampling place, 
where are collected a conglomeration of nearly every kind of 
goods carried in stock, without regard to order or fitness, and 
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there it remains until it is almost lost to sight under the dust 
that accumulates upon it. 

THIRTY DIFFERENT KINDS OF GOODS IN ONE WINDOW. 

In visiting a hardware store in a neighboring town a few 
days ago, I counted no less than thirty different kinds of 
goods, represented in one small window, and the only reason 
there were not sixty, was the lack of room. It looked as if 
the merchant had placed here a sample of everything he had 
in his store, and in some instances, the entire stock of some 
articles. You might as well have asked a person to tell the 
colors he saw in a revolving kaleidoscope as to tell what goods 
were displayed in this window. The window, as a means of 
advertising, was practically a failure. 

DISPLAY SHOULD BE GIVEN ‘NATURALNESS. 

If you wish to exhibit a steel range, have nothing else in 
the window to divert the attention from this particular object; 
to give naturalness to it, place a tea kettle, or a few other 
pieces ot stove furniture upon it, while a pan of nicely 
browned biscuits drawn half way out of the oven would cause 
many people to stop and look, who otherwise might give it no 
attention. Place a card by it, stating that “with one of ‘our 
ranges, your biscuits will look as nice,” or anything else ap- 
propriate. If it’s a hard coal stove, carpet your display floor, 
put down a sample of your oil cloth matting and a zinc board; 
set up the stove, using your best Russia pipe, and place a candle 
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or lamp inside at night to give the appearance of fire; then 
if you wish to have about six people looking at it where you 
had one before, make up a dummy sitting in a rocking chair, 
with her stocking feet upon the foot-rest, with a card reading, 
“Her feet are always warm at night.” 


AN ATTRACTIVE THOUGH INARTISTIC DISPLAY. 


A clothes wringer will not make a very artistic exhibit, 
but it can be made an attractive one. Place one of your pack- 
ing boxes in your window, upon which put a tub, to which at- 
tach a wringer. Borrow from your grocery merchant, one of 
his life-sized dummies (showing a woman washing with a 
certain kind of soap), place this behind the tub, with a real 
wash-board in front of the woman; place a pile of dirty clothes 
on the floor, with a garment going through the wringer on its 
way into a basket, with a card bearing the announcement: 
“This wringer wrings dry, price only $3.00,” and you will sell 
wringers. 

DISPLAYING NICKEL GOODS. 

Nickel goods always make an attractive window, whether 
shown as a class, or as individual articles, upon black cloth, 
with black background; nothing else should go in with them, 
and a card should be conspicuous, stating that “they are solid 
copper, and will never rust,”’ or something else as suggestive. 
Add a price to your card when practicable. One effective way 
of arranging nickel goods, is to place a few small boxes irreg- 
ularly in the window, not so many that they will seem crowd- 
ed; cover these over with black calico, which can be purchased 
for a few cents; let the cloth drop loosely between the boxes, 
covering the entire display floor—then place a single article, 
a tea kettle or coffee pot, or whatever it may be, upon each 
box, and no more; stretch a black curtain behind, high enough 
to form a background, place a card where it can be read, and 
you will sell nickel goods to people who did not know before 
that you kept them. When the whole line of nickel goods is 
displayed, step shelves can be arranged, covered with con- 
trasting cloth, and a row of similar articles placed on each 
shelf. 

A DISPLAY IN MOTION. 


Any display in motion is attractive. People will look at 
an object in action that would not be noticed in a state of rest. 

Place a common churn in your window, and how many 
people would give it a passing notice. Give it a motive power, 
and they would go a block to see it. This idea will be left for 
the ingenius merchant to develop. 


AN EXHIBIT WITHOUT DISPLAY OF GOODS. 


An occasional exhibit without any display of goods, will 
repay one for his efforts; something relating to some local 
event or circumstance, if not overdone, will interest the people. 
For illustration: If the farmers hold an institute in your town, 
reproduce in miniature a farm scene; the barn yard with its 
buildings, sheds, straw and hay stacks, and a few toy animals 
in different places, with the yard fenced. Cotton batting makes 
a good substitute for snow, and a little coal soot will make 
tracks from the barn and sheds in different directions, and 
along the road. A grove of willows could be used for a back- 
ground, with good effect. A window of this kind will keep 
people standing in front of it in zero weather. There are many 
things in a hardware store that can be arranged .into amusing 
and interesting exhibits, and anything that will make the peo- 
ple laugh without disgusting them, advertises. The trade 
journals publish from time to time, cuts of various creations, 
as turkeys, locomotives, bicycles, boats, men, and many other 
things constructed from articles taken from different parts of 
the store. People will always look at these and talk about 
them. 

“SUBJECT TO CHANGE WITHOUT NOTICE.” 


However attractive a display may be, it should never be 
allowed to remain longer than one or two weeks without 
change, even if the same thing has to be arranged in a differ- 
ent way. 

Window advertising, like newspaper advertising, to bring 
the best results, should carry with it that phrase with which 
all hardware merchants have become familiar the past year: 
“Subject to change without notice,” and the retailer should 
be as alert in making these changes, as the manufacturers have 
been in making theirs. 





ORDERS WOULD BE DIRECTED FROM THE CATALOGUE HOUSES. 

If hardware merchants would give more attention to this 
free advertising medium, bring to the notice of the people the 
dozens of useful things they have for sale by an attractive win- 
dow display, with an attractive price card, where practicable, 
I doubt not but many orders for goods that are kept for sale 
in the local hardware store, would never go away to a cata- 
logue “house. 

To make window advertising a success: 

Keep the eyes of your store bright. 

Hold to the idea of oneness in your display. 

Make frequent changes, 

Attach a price card when possible. 

The Presipent: I think it would be well to have a little 
discussion upon this question of window advertising. There 
are a great many dealers here who have experimented along 
this line last year, and we will bring that up a little later. As 
this is a closed session, I want to read a letter from the Na- 
tional Hardware Dealers’ Association that I referred to in 
my address. 

A Memser: I would like to ask the gentleman who read 
the paper how he can keep a show window transparent in zero 
weather. 

Mr. Doxsee: I don’t know of any method except to oc- 
cupy a store on the north side of the street. 

Mr. Nose: I know of a case where back of every display 
window they went to work and put in false glass right in line 
with their store, and then they cut a hole in underneath the 
window and brought in the cold air from the outside. They 
have had no frost on the windows. They have made a suc- 
cess there, and are on the south side of the street. 

Mr. Duncan: There is another remedy. If your store 
rooms are heated with a hot air furnace you will never have 
any frost upon the windows; heated by circulation, the proper 
circulation. 

Mr. Bower: I have had some little experience in regard 
to the heating of stores. I have been in the furnace business 
myself. I know of a party who is using a furnace in their 
cellar. It is almost impossible, as I have found it, to keep 
the frost from a store that is heated by a stove. Ifa party will 
put in an extra partition back of his window, and then take 
two cold air ducts—they may not be over six or eight inches— 
and then carry these directly to their furnace, making the cir- 
culation of air, and then putting in some small holes in the out- 
side of the window, forming a circulation into that window, 
the window will consequently be cold all the time, and that 
window will always be clear of frost. , 

Mr. Giutette: There is one point that I failed to touch 
upon in the subject; that is, keeping the atmosphere inside 
the store dry. We do not allow any moisture in the store, 
and we have had no trouble with frost on the windows. 

Mr. Dasney: I noticed some time ago in an issue of a 
trade journal of seeing an article upon this subject. It referred 
to a solution to be placed upon the windows to prevent frost. 
I have forgotten the ingredients. I think it was a preparation 
of glycerine mixed with something else. It was in an issue 
since October; I don’t remember the date. 

Mr. Hitman: I don’t think there is any rule that will 
apply to all cases in this matter. I think the location and all 
that sort of thing has got to be taken into consideration. We 
have got to get at the bottom to find out what makes the win- 
dows get covered with frost. 


The PresiwENT: We have received some valuable sugges- 
tions along this line. The election of officers is to come up this 
morning. What is the wish of the convention in reference to 
our proceeding with the election? 

Mr. Hutman: I move that we appoint a committee of 
twelve as a nominating committee to report to the convention 
at 1:15. 

The motion was put and lost. 

On motion, election of President and Vice-President was 
proceeded with, and resulted in the re-election of H. A. Cole, 
of Council Bluffs, as President, and S. R. Miles, of Masofi 
City, as Vice-President. 

On motion, the election of the remaining officers and the 
Executive Committee was postponed until the afternoon ses- 
sion. 

At 1:00 P. M. the convention adjourned until 1:30 P. M. 








AFTERNOON SESSION, February 15, 1900. 

The President called the convention to order at 2 P. M. 

The Presipent: I have to announce that Governor Shaw 
is giving a reception to-night, and he has invited the retail 
hardware dealers of the State of Iowa to be present. The in- 
vitation was extended through Mr. Hillman. Mr. Hillman 
stated that we did not have our dress coats or dress suits with 
us; that we had them at home, and the Governor said it was 
not a dress suit parade anyhow, so all of us are welcome, and 
urged to be present at the reception given by the Governor. 

Gentlemen, the session was adjourned this morning to 
proceed with the election. The other officers that are elected 
by the body of the Association is the Executive Committee. 

It was moved and carried that the members of each Con- 
gressional District retire and select a member from their dis- 
trict to serve on the Executive Committee. 

The Secretary reported the following names of parties 
appointed from the various Congressional Districts: George 
Kaut, First District, Burlington; J. F. Doty, Second District, 
West Liberty; H. C. Chapin, Third District, Union; Senator 
E. G. Penrose, Fifth District, Tama; W. H. Keating, Sixth 
District, Ottumwa; L. H. Kurtz, Seventh District, Des 
Moines; N. W. Keating, Eighth District, Afton; President 
H. A. Cole, Council Bluffs; Vice-President S. R. Miles, of 
Mason City, and C. M. Doxsee, Tenth District, Algona. 

The Presipent: How shall the vote be cast? 

It was moved and carried that the Secretary cast the 
unanimous ballot of the convention in favor of the nominees 
as read. 

The PresipENT: Is there a report from the Committee 
on Constitution and By-Laws? 

The report of the Committee on Constitution and By-Laws 
was received, and after some debate the following changes 
were agreed upon by the convention: 

Sec. 6 of Art. IV was amended to read as follows: 

“Amendments to the Constitution and By-Laws may be 
made by a vote of at least two-thirds of the membership 
present, but the amendment must be handed in to the Secre- 
tary at least thirty days before the annual meeting, and the 
amendments must be read at the first session of the Con- 
vention.” 

Sec. 7 of Art. IV was amended to read as follows: 

That all hardware and stove traveling men in Iowa, edi- 
tors and representatives of trade journals, manufacturers and 
wholesale hardware and stove dealers, are eligible as hono- 
rary members on the payment of $2 fee and $1 dues per year, 
but have no right to vote, but have a right to speak upon all 
questions except on questions that require a vote. 

Article 1 of the By-Laws was amended to read that the an- 
nual membership fee shall be $3. 

The Presipent: Before taking up the regular program 
we should ask the Executive Committee to retire and proceed 
to the selection of a Secretary, Treasurer and Grievance Com- 
mittee. The balance of the session will be devoted to ques- 
tions of interest to manufacturers, jobbers and retailers. We 
hope to hear from our representatives of manufacturers, job- 
bers and the trade press. 

We have the honor of having with us Mr. R. R. Williams, 
of the Iron Age, Mr. Daniel Stern, of the American Artisan, 
and Mr. J. W. Bowman, of the Stoves and Hardware Re- 
porter. We certainly feel honored in having the managing 
editors of these trade journals with us, and we would like to 
hear from them. Mr. Williams, will you give us some ideas? 

Mr. R. R. Williams, of the Iron Age, addressed the con- 
vention as follows: 

Mr. President and Gentlemen: I have, I suppose, the 
distinction of having come the greatest distance of any of you 
to attend this convention. My home happens to be in New 
York, and I have the felicity of finding myself in your midst 
to-day, and I came out expressly that I might look you in the 
face, that I might listen to your deliberations, and that I might 
express to you what perhaps needs hardly to be expressed— 
my hearty sympathy in the work that you are doing. There 
has been between you and me, that is, between the trade 
which you represent and myself, the editor of a trade paper, 
a certain kind of contact, intangible but real, during a good 
many years. It is, I assure you, a real pleasure to look into 
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the faces of men who are thinking as intelligently as you 
think, and who are acting as wisely as I presume you have 
acted in your convention, concerning great matters of trade 
interest. The personal side of this is to me very pleasant. 
When I ani in the presence of a hardware merchant I always 
learn something. We know very well that the hardware trade 
is not correctly designated as merely trade. It has, as I think 
your Chairman had the felicity to praise it, the dignity of a 
profession. It is so complicated, it is so difficult, and there 
is in connection with the business so much to call out the 
ability of the merchant, if he is to be a successful merchant, 
that it is not an ordinary calling. It is the brainy men; it is 
the man of good measure, of intellectual reach, and of in- 
dominable perseverance, that makes a success of the business. 
Now, looking into your faces, I am impressed with the fact 
that you are a well-to-do company of men, and what you have 
found in the hardware business I recognize as a tribute to the 
ability and the character that you have put into it. I am con- 
vinced it is exceedingly wise that movements like this be taken 
hold of heartily. We have to be energetic. As has been said 
here, organization is in the air. The manufacturers find it 
comparatively easy to come together, and when they come to- 
gether they generally do some great thing. The jobbers have 
splendid organizations, and they are working very wisely and 
very intelligently for their advantage, and I think I might 
say, for the advantage of the whole trade. One of the things 
that has come to be borne in mind in this whole matter is 
that they are to be the putting away of animosities; that they 
are to be the endeavor to work together; and that they are 
to be the recognition by each class of trade, not only of its own 
rights, but also the rights of others. 

We have to do with the three great classes of trade—the 
manufacturer, the jobbers and the retailers. We have very 
important relations with all these three classes. I suppose the 
ideal arrangement would be for the manufacturer to make the 
goods, that he does. So far the scheme starts out auspiciously. 
For the manufacturer to sell his goods as a rule, as a very gen- 
eral rule, to the jobbers, and that the marketing of the goods 
to the consumer be left to the retailer. Now it seems to me 
if that were a description of the trade, there would be less for 
you as retail merchants to consider. You find sometimes that 
your customers are reached by the class of trade who make 
the goods, or whose province is to distribute the goods to the 
retail trade. The ideal arrangement will be for the trade to be 
thus systematized, and this orderly arrangement carried out. 
The influence of your Association will be great toward secur- 
ing this condition of things, but in order to secure it I sup- 
pose, gentlemen, I hardly need to say to you, it is necessary 
that there be on your part patience and wisdom, and a spirit 
of moderation, and the constant recognition of the in‘erests 
of others in the trade. I do sincerely hope, and I believe, that 
very much will be accomplished by organizations such as 
yours, especially when these are in some way brought to- 
gether, and a national organization is formed. When there 
is a national organization of retail merchants, formed on wise 
lines, working on legitimate plans, then I think we will see 
the correction of a good many evils that confront us to-day. 

There is one class of benefits which come to merchants in 
gatherings like this which it seems to me is of very great 
value, that is, you are given an opportunity to compare your 
methods one with another, to consider in a definite and prac- 
tical way business questions, so that you shall go back to your 
stores by and by, when your work is all done, having new ideas 
in regard to the carrying on of business which will make you 
more wise and enterprising and more successful. I think 
there is no doubt that the retailer in his own store fails to 
make the most of the opportunities which he has. When the 
retail merchant learns to buy his goods more wisely, when 
they learn more about the ordering of the store—that it is at- 
tractive; when in the matter of advertising in the newspapers 
or in circulars they are able to adopt the latest and most effect- 
ive means, and when they are able to give the attention that 
must be given to the selling of goods, as well as to the buying 
and the selling for cash, as much as they can, so there shall 
not be too much charged up on the books, then it will be that 
there will be a larger success in their business. Hardware 
men are now alert; they are enterprising; they are generally 
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the strongest and best men in the community, giving that at- 
tention to the details of business, looking at it as a profession, 
making it a study, seeking to get out of the ruts; looking out 
for new enterprises and new methods of doing things. The 
mind is quickened; the business life is brightened; there is a 
larger profit at the end of the year, and then there is that 
unspeakable advantage of gatherings like this that you are 
brought face to face with your competitors; the old animosity 
is laid aside, and you find after all that he is very nearly as 
good a man as yourself, and you are able to work together 
amicably. There is competition still, but there is just a little 
more profit in the business, and there is not quite so much of 
that jar upon the feelings and that working of the nerves 
when there is anything like a disturbance. A gathering like 
this cultivates fraternity and makes the doing of business a 
pleasure. 

The Presipent: We will be glad to hear from another 
representative of one of the trade journals, very largely in our 
offices, Mr. Daniel Stern, of the American Artisan. 

Mr. Stern addressed the convention as follows: 

Mr. President and Gentlemen: I do not feel like a 
stranger to the most of you, and those of you who know me 
know that I very rarely use extravagant phrases; but no dic- 
tionary contains too many superlative adjectives and adverbs 
to use in referring to the admirable work of the Iowa Retail 
Hardware Dealers. If you remember, I took great pleasure 
a year ago in complimenting and congratulating you upon the 
start you made at your initial meeting, but the work that you 
commenced then you maintained at the same gait, and though 
your meeting a year ago was a record breaker, your State 
Association to-day carries the banner. You have to-day the 
largest membership of any retail hardware dealers’ organiza- 
tion. (Applause.) There are other states with older organ- 
izations, but Iowa carries the palm. The members of this 
state organization should not forget that a great part of the 
credit due for this rapid and I hope substantial growth is due 
to the energetic efforts of the officers whom you have selected 
to administer your executive functions. The good work which 
you have been doing for the past year is but a prelude. There 
is plenty of additional work before you, and when I see the 
earnestness manifested in the face of almost every member 
present, I cannot but feel that every member of the organiza- 
tion, including your officers, realizes that you have a great deal 
of work that you can accomplish and that you are determined 
to do. Since your organization has been effected some of your 
sister states have formed other organizations, and there is no 
doubt that on the 12th or 13th of March a national organiza- 
tion will be perfected at Chicago. There is no doubt that a 
great deal of the initial work that the Iowa Association has 
done will be brought before the national organization when it 
is effected, and that the good work that you have done here 
will help your sister states in forming this national organiza- 
tion. 

Gentlemen, I thank you. (Applause.) 

The Presipent: Mr. Bowman of the Stoves and Hard- 
ware Reporter is with us, and we will be glad to hear from 
him. 

Mr. J. W. Bowman of the Stoves and Hardware Reporter 
of St. Louis, addressed the convention as follows: 

You ask me to say a few words. The two gentlemen 
who preceded me pretty thoroughly digested the subject you 
all want to hear about. I have attended a good many state 
conventions, but this is my first visit to the Iowa Association. 
I am pleased with the way the work is going on, and while 
only an honorary member, I feel that in the work that is being 
done I have a personal interest; I have an interest in the 
Association—in its welfare. 

The gentlemen who preceded me have complimented you 
ou the work that you have done. I cannot add anything to 
that, so I don’t know but what I will rip you up the back a 
little. Now, of course we all like to hear good things said 
to us, and you have heard a good many good things said, I 
believe. They are all true; at the same time, if a horse stops 
on the hill with a load, he is going to slide back. If you have 
got something urging you on you are not going to stop. I 
believe the dealers in the hardware line throughout the country 
are waking up. I believe they have been asleep for a good 





many years. I think Iowa has wakened up, stretched and 
washed itself, and is getting ready to go to breakfast. 

In the discussion of matters here yesterday the secretary 
or one of the officers mentioned that there had been one hun- 
dred and five letters sent out to members of this Association 
asking for questions. Out of that 105 letters there were but 
five replies. Gentlemen, you are all guilty except five of you. 
Is it right to allow your secretary and your officers to put in 
their time working hard and pulling to help this thing along, 
and yet when you have an opportunity to push your spoke of 
the wheel you sit back and do not do it? I believe, while 
talking purely for my own interests and the two gentlemen 
that preceded me, that the average dealer is very lax in the 
matter of reading his trade literature; also lax in the matter 
of allowing his clerks to read it. I believe that two heads are 
better than one. How many of you take your trade papers 
and read them as they should be read?” 

It was moved and seconded that a vote of thanks be 
tendered to the editors of the trade journals for their valuable 
services, and the motion was unanimously carried. 

The Presiwent: Mr. Champlin will give us a few mo- 
ments’ talk on the relative advantages of American and for- 
eign cutlery. 

Mr. Champlin said in part: 

Mr. President and Gentlemen: I stand before you as a 
general representative of American manufacturers of pocket 
knives, and I will not even tell you who I represent. I am 
not acquainted with many of you in Iowa. I have traveled 
over the eastern states. I commenced at the cutlery business 
in boyhood, and was a professional tramp until within the last 
year. I have reformed since. 

Mr. Champlin gave an extended history of the manufac- 
ture of pocket knives in Germany and America, which was 
listened to with close attention by the members of the Asso- 
ciation. He closed his remarks by referring to the depart- 
ment stores and catalogue houses selling a cheap class of 
goods. He said that complaints had been made of first-class 
goods being offered as prizes by tobacco and coffee houses; 
that these goods were secured by such houses from dealers 
who had bought them from stores in order to replace them 
with their own make of goods, and they were disposed of to 
the coffee and tobacco houses. 

The Presipent: I would like to hear from some of our 
traveling men with réference to business methods of handling 
lines they represent. We will confine our talks to five min- 
utes. I will call for volunteers from the stove men to give us 
some ideas as to the best method of getting business from our 
country customers, advertising, etc., giving us some ideas of 
how to sell stoves. That is what we want. 

Mr. P. A. Pamplin of Des Moines said he did not think 
that nine-tenths of the stove dealers got as much for their 
stoves as they could get by holding firm on prices. 

The President read a stove advertisement from a St. Louis 
paper wherein a range was quoted at a low price, and asked 
the question of the convention as to how this low price was 
made. 

Mr. Collins said that he had seen an advertisement last 
spring of this company advertising for old iron, and that prob- 
ably accounted for the cheap prices. 

Mr. Fitch said that he had purchased a cheap stove of this 
kind and placed it in his house alongside of a first-class stove, 
and that his customers invariably selected the higher priced 
stove. 

The Presiwwent: I would like to ask what is the best 
method of displaying stoves in a retail store? 

‘Mr. Bowman recommended the stoves be placed on rollers, 
so that they could be easily moved about and seen from all 
sides ; that it was desirable to change the position of the stoves 
in a room frequently; that it would be more attractive to the 
customers. 

Mr. Bower recommended the use of casters for the front 
part of the stoves, and placing them on a platform painted red. 

It was moved and carried that the Executive Committee 
be empowered to take such action as it saw fit in reference to 
having representatives attend the meeting in Chicago for the 
purpose of forming a National Retail Hardware Dealers’ Asso- 
ciation. 








The following officers were elected for the ensuing year: 
President, H. A. Cole, Council Bluffs. 

Vice-President, S. R. Miles, Mason City. 

Secretary, C. W. Brelsford, Villisca. 

Treasurer, W. A. McIntire, Ottumwa. 

Executive Committee—Geo. Kant, Burlington; J. F. Doty, 
West Liberty; H. C. Chapin, Union; E. C. Penrose, Tama; 
W. H. Keating, Ottumwa; L. H. Kurtz, Des Moines; M. W. 
Keating, Afton; C. W. Doxsee, Algona. 

Grievance Committee—A. T. Nelson, Wilton; G. C. Hill- 
man, Grand Junction; P. P. Perrin, Burlington; Geo. W. 
Meader, Sibley ; Chas. Swaine, Council Bluffs. 

State Organizer—Mrs. Henrietta E. Kupper. 

The Executive Committee reported the selection of Mr. 
Brelsford of Villisca as Secretary of the Association, and Mr. 
W. A. McIntyre of Ottumwa as Treasurer of the Association 
and Mrs. Henrietta E. Kupper of Burlington as State Or- 
ganizer, and named the following members to compose the 
Grievance Committee: A. T. Nelson of Wilton, G. C. Hill- 
man of Grand Junction, P. P. Perrin of Burlington, Geo. W. 
Meador of Sibley, and Chas. Swaine of Council Bluffs. 

The Executive Committee also recommended the payment 
to Mrs. Kupper, the Secretary, for services during the past 
year, $100, declaring that her services had been fully worth $500. 

After a discussion as to best method of taking care of the 
nickel trimmings of stoves, the convention adjourned at 6:15 
P. M. to meet at 9 o'clock prompt, Friday morning. 

FRIDAY MORNING SESSION. 

The convention convened at nine o'clock Friday morning. 
Mr. Conchar, of Schrieber, Conchar & Westphal, extended a 
cordial invitation to the dealers to make Dubuque their next 
meeting place, and the convention decided on that city for the 
1901 convention of the Association. 

The splendid services of Mrs. Henrietta E. Kupper in 
gathering in members for the Association by her splendid 
canvasses of the state were fittingly recognized by the Asso- 
ciation in electing her as state organizer. 

In electing her to this office the convention passed a reso- 
lution unanimously as a tribute to her grand efforts in its be- 
half, the wording of this resolution being as follows: 

Wuereas, “We appreciate that Mrs. Henrietta E. Kup- 
per’s services in the past have done more to advance the mem- 
bership and success of the Association than any other one 
officer ; 

Wuereas, We appreciate that her work of securing mem- 
bers has been very heavy and has met with remarkable suc- 
cess; be it 

Resolved, That we extend to her a vote of thanks and 
request that this action of the Association be published in the 
trade papers.” 2 

The following questions were then discussed: 

11. What questions should be asked a stranger who is ask- 
ing credit of a dealer. 

12. Should there be but one credit man ina retail store ? 

13. Should a definite term of payment be fixed when ex- 
tending credit ? 

14. How large an account should be opened ‘without re- 
quiring a note, and should notes draw interest from date ? 

15. Should guaranteed goods be settled for at time of sale 


or after trial ? 
16. How can credits be safely extended to contractors and 
blacksmiths without loss ? 
17. Is it ever safe to trust a man who says he will pay 
Saturday night ? 
18. When a man pays up his account in full should he be 
given a present ? 
19. Is it best to mark the selling price of goods in odd 
cents ? 
20. Where can good seconds be bought and does it pay 
to handle them ? 
21. What is the average cost of blacking and setting up 
stoves and do you figure it in the marked cost? 
22. What is the gross pcr cent cost of doing basiness that 
should be added to the first cost of goods? 
23. How many dealers present are selling article at less 
than present cost? 
24. Should we.loan tools and if so how can we do so 


safely? ; 
25. How can you keep tinners from losing tools? 
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26. Does it pay totie up smal! packages of standard nails 
in advance? 

27. How careful should we be in giving down weight? 

28. Do we get too lbs. of nails or staples in a keg? 
Dealers are requested this and report to secretary. 

29. Does it pay to handle other adjustable stove repairs 
than backs? 

30. Should odd repairs on hand be returned once a year? 

31. Is a pocket memorandum better than trusting to 
memory? 

The convention adjourned at 12 o’clock sharp. 

FRIDAY AFTERNOON. 

Friday afternoon was spent by the members of the con- 

vention in a visit to the legislature. 


PRESIDENT H. A. COLE. 





H. A. Cole, who was such a power in organizing 
the association and who served so acceptably as presi- 
dent last year that he has been reelected, is a native 
Iowan, He was born at Mt. Pleasant, [a., Oct. 6, 
1862, and enrolled as a student in the Iowa Wesleyan 
University at that place and later on took a course in 
law at the Iowa State University at Iowa City. In 
1884 he embarked in the hardware business at Mt. 
Pleasant with a Mr. Jones under the style of Jones & 
Cole. Three years later he removed to Council Bluffs, 
where he helped start the firm of Cole & Cole, who 
occupy & commanding position in the hardware trade 
in Western Iowa. He is also connected with the well 
known Cole Mfg. Co., of Chicago and Council Bluffs. 

The Iowa Retail Hardware Dealers’ Association 
owes its present success to the grit and persistence of 
President Cole. The lack of interest shown in the 
first meeting would have daunted a less energetic and 
plucky man, but Mr. Cole started active and steady 
proselyting and his vigorous work soon told, as the 
meeting a year ago was a magnificently enthusiastic 
one. The work the past year, as outlined in Mr.Cole’s 
masterly report, shows how busy the association has 
been. The Iowa plan of a national association is 
sure to attract widespread attention. The Associa- 
tion did awise thing in renominating Mr. Cole for 
another year. 


VICE-PRESIDENT MILES. 


Samuel R. Miles, of Mason City, who was honored 
by the association with an election as vice-president in 
February, '99, and re-election last Thursday, is presi- 
dent of the Miles Hardware Co., of that city. He is an 
Iowa boy, having been born at Montezuma, Poweshiek 
county, Iowa, May 16, 1860. His start in the hardware 
line was made January 3, 1876, with the firm of Buck 
Bros., of Union, lowa. For ten years he was on the 
road with the Huber & Kalbach Co., wholesale hard- 
ware dealers of Oskaloosa, lowa. He disposed of this 
interest and on January 1, 1898, he established the 
Miles Hardware Co., which was a success from the 
start. Mr. Miles has always taken an active interest 
in the affairs of the association and has proven a most 
acceptable officer the past year. 


SECRETARY BRELSFORD. 


C. W. Brelsford, of Villisca, who was chosen by 
the executive committee as secretary of the Iowa Re- 
tai) Hardware Dealers’ Association for 1900 is a young 
man, having been born at Norwalk, Ia., June 11th, 
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1869. He was educated at Burlington, Ia., and 
entered the hardware business at Vi!lisca, Ia., in 1895 
on his own hook. He is still located at that point, and 
handles a complete line of hardware and agricultural 
implements. He was one of the first members of the 
executive committee of the association. Mr. Brels- 
ford was active in organizing the Southwestern Iowa 
Hardware Association, and is one of the most influen- 
tial retailers in the state. 


EX-TREASURER SWAINE. 





Charles Swaine, elected as treasurer of the Iowa 
Retail Hardware Dealers’ Association in 99, was born 
at Bennington, N. Y., Nov. 24, 1855. He was edu- 
cated in Buffalo, and entered the hardware business at 
Tingley, Ia., in 1886, under the style of Taylor & 
Swaine. In 1887 he became exclusive owner of the 
business, removing same to Council Bluffs three years 
later, In 1898 the style of the firm was changed to 
Swaine and Maner. He was chosena member of the 
Grievance Committee last Thursday. 


riRS. HENRIETTA E. KUPPER, 
STATE ORGANIZER. 





The Iowa Retail Hardware Dealers a year ago be- 
stowed fitting recognition on their lady member, Mrs. 
Henrietta E. Kupper, for the splendid missionary 
work she had done on behalf of the association, in 
unanimously recommending her to the Executive Com- 
mittee for appointment as secretary of the association, 
and Mrs, Kupper’s magnificent work the past year 
shows them that this was a confidence well placed. 
The resolution passed by the Association shows how 
highly they appreciated Mrs. Kupper’s services and 
the office of State Organizer with her as first incum- 
bent was a further tribute in this direction. 

Mrs. Kupper’s maiden name was Pilger, and she 
was born in Burlington, Ia., and graduated from the 
high school there. 

In 1877 she married Frank Kupper, who started 
in the hardware business in that city the following 
year. Mr. Kupper died May 17, '94, and at his death 
Mrs. Kupper assumed management of the business, 
and the success she has met with has not only met 
with commendations of fellow citizens, but is known 
to the hardware trade all over the country. She is 
ably assisted by her son, Frank Kupper, who is now 21 
years old. Mrs. Kupper is a woman of strong person- 
ality and striking presence; she has a most affable dis- 
position. When the Iowa Retail Hardware Association 
was projected, she at once volunteered her services 
and visited quite a number of cities in the state. Her 
strong personal magnetism and enthusiasm and her 
determination have accomplished wonderful results. 
She has succeeded in enrolling as members of this 
assoeiation almost every dealer she has called upon in 
the last year and a half, and where dealers heretofore 
were lukewarm and indifferent, she has won them 
over, not only inducing them to become members but 
making them enthusiastic workers in behalf of the 
organization. 


CONVENTIONALITIES. 





A. H. Smith had a couple of Quick Meal steel 
ranges and gasolene stoves and oil stoves on exhibition 





in store room near Savery House, to which he took a 
number of the delegates. 


The Culter & Proctor Stove Co., of Peoria, IIl., 
were ably represented at thé convention by- Charles 
Rentz, their Iowa representative. 


Albert Moffatt, manager of the Des Moines 
branch of the Enterprise Stove Co., of Vincennes, 
extended the glad hand to his many lowa friends. 
Mr. Moffatt has a brand new office and salesroom, and 
took great pleasure in showing its many attractions 
to his friends. 


The Robinson Furnace Co., of Chicago, shad a 
model of their furnace in Room 20 of the Savery 
House, and their Mr. Bliss explained it to many. 


The Schreiber & Conchar Mfg. Co., hardware 
manufacturers of Dubuque, Iowa, occupied Room 19 
at the Savery House, and showed samples of their dif- 
ferent hardware specialties, Mr. C. D. Scott and J. 
W. Conchar were on hand to welcome the trade. 


The Estate of P. D. Beckwith, Dowagiac, Mich., 
occupied Parlor A at the Savery house as headquarters, 
and extended a hearty welcome to all the trade. 


J. B. F. Champlain, pres., and Mr. Chas. Stew- 
art, of Iowa, representatives of the Cattaraugus Cut- 
lery Co., Little Valley, N. Y., were present at the 
convention and presented a beautiful pearl letter 
opener as souvenir to the delegates 


C. A. Dager, of Chicago, representative of Samuel 
C. Tatum Co,, Cincinnati had a model of his firm’s 
Queen ice cream freezer, which seemed to interest 
many of the delegates. 


The youngest delegate in attendance was Wilbur 
Harvey Doxsee, of Algoma, Iowa, who was only nine 
years old, but he was an attentive listener at all the 
sessions of the convention. 


Thursday evening the members of the association 
went in a body to attend the Governors Reception at 
the State House. 


The following camp followers were present: 

E. H. A. Van Sittert, Bridge & Beach Mfg. Co., St. 
Louis, Mo. 

LeRoy M. Dyer, Brand Stove Co., Milwaukee. 

J. A. Pinkerton, Monarch Stove & Mfg. Co., Mansfield, 
Ohio. 

W. H. Bliss, Robinson Furnace Co., Chicago. 

J. L. Parker, Estate of P. D. Beckwith, Dowagiac, Mich. 

J. O. Becraft, Estate of P. D. Beckwith, Dowagiac, Mich. 

A. J. Collins, Majestic Range Co., Des Moines, Ia. 

F. M. Yentzer, J. E. Porter & Co., Ottawa, III. 

J. B. F. Champlin, Cattaragus Cutlery Co., Little Valley 
N. Y. 

J. W. Bowman, Stoves & Hardware Reporter, St. Louis. 

Fred C. Shays, W. De Wees Wood Co, Chicago. 

Albert Moffatt, Enterprise Stove Co., Des Moines, Ia. 

Daniel Stern, The American Artisan, Chicago. 

R. R. Williams, The Iron Age, New York. 

P. A. Pamplin, Buck’s Stove & Range Co., St. Louis. 

E. C. Moore, J. P. Lindemann & Sons, Milwaukee, Wis. 

J. B. Bernhard, Hart & Crouse Co., St. Louis. 

Jos. A. Seltzer, Easy Spring Hinge Co., Shelby, Ohio. 

Al Langenbach, Berger Mfg. Co., Canton, Ohio. 

James B. Green, S. Green & Sons, Des Moines. 

J. W. Conchar, Schrieber, Conchar & Westphal Co., Du- 
buque. 

I. M. Walters, Bridge & Beach Mfg. Co., St. Louis, Mo. 

J. B. Kearns, Mississippi Valley Stove Co., Fulton, III. 

Chas. Stewart, Cattaragus Cutlery Co., Little Valley 
he 

T. H. Fuller, American Steel & Wire Co., Chicago. 


C. A. Dager, The Sam’l C. Tatum Co., Kearney & Foot 
Co., and Geo. H. Bishop & Co., Chicago. 

O. A. Smalley, Wallis, Robinson & Co., Chicago. 

W. J. Wood; M. & D. Range Co., Chicago. 
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WEDNESDAY AFTERNOON SESSION. 

The fourth annual convention of the Minnesota Retail 
Hardware Dealers’ Association was convened at the Armory, 
Duluth, President O’Brien calling the meeting to order 
at 2:50 Pp. M., Wednesday February 14. The President then 
intrcduced Mayor Truelsen, ot Duluth, who gave the following 
address of welcome to the Association: 

“T extend a hearty welcome to you, gentlemen of the Min- 
nesota Retail Hardware Dealers’ Association, on behalf of the 
city of Duluth, the only seaport city in Minnesota. The state 
is proud of Duluth. It is proud of her magnificent harbor, 





r 


President O’Brien. 


proud of her ore docks, proud of her coal docks, proud of 
her elevators and proud of her mills. These are a benefit to 
every citizen of Minnesota. Duluth is a great place of ex- 
change, a great distributing center. Thirty-one’ years ago I 
landed on the rocky shores of Lake Superior. It was then a 
wilderness, but her early citizens had faith in her future, be- 
lieving that a second Chicago would be built at the head of 
our great inland lakes. Men from the east started in surprise 
when they heard our stories of Duluth’s future greatness. 
They thought something was wrong in our upper stories, but 
to-day Duluth is the head of navigation. The dream of her 
pioneers have been partially realized. We are close to inex- 
haustible pine forests and have the commerce of an empire. 
We have inexhaustible iron ore. We have as yet no manu- 
facturing industries, but they must come. We are proud of 
many things, among them the most wholesome water supply 
in the world. We have taken the first step towards the mu- 
nicipal ownership of public utilities and will stand as a beacon 
light to the other cities of the state, as we believe in the peo- 
ple. We believe public utilities should be controlled by the 
people. 

Duluth will occupy the foremost place in the state. The 
benefits that will accrue to us will accrue to every inhabitant 
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of the state. They mean prosperity to the farmer and to the 
business man doing business with the farmer. You shoul? 
come to Duluth when the robins come in the spring. Come 
and you will always be welcome. The people are hospitable 
and kind*hearted and I hope you will carry away pleasant rec- 
ollections of the people of Duluth as natural entertainers. 

I invite you all to attend the Carnival here next year. 
Gentlemen, the city of Duluth is yet in its infancy. It will 
stand second to none in the United States. It is the greatest 
wheat shipper in the United States. We have a a hardware 
store doing business not only in Minnesota, but way out to 
the Pacific ocean. We are going to be a great wholesale cen- 
ter. Rome was not built in a day, and neither will Duluth 
be built in a day. I thank you for your kind attention and 
hope you will carry pleasant recollections of the city to your 
homes.” 

President O'Brien then replied to Mayor Truelsen's ad- 
dress of welcome as follows:' “God gives us many things, 
among them this great gateway at the head of the lakes, the 
foundations for which were laid thirty years ago. The trust 
in the city was placed in hands capable of carrying it out. It 
has energy and business grit and a name to build up a city 
second to none on the great lakes. The warm hospitality of 
Duluth and the marked changes in prosperity we note on our 
visit will be carried home to our people and spread through- 
out the state. We will build a monument to Duluth as a central 
meeting point. This meeting is representative in character 
and is in direct contact with the people. We will prove a 
standing advertising of the city.” 

Secretary McCracken then read his annual report, as fol- 
lows: 


REPORT OF SECRETARY McCRACKEN. 


Less than six months ago, it was my privilege to become 
associated with you as your secretary, and I herewith present 
to you an account of my stewardship for and during the time 
mentioned. 


PRESENT MEMBERSHIP. 

Our present membership numbers 384, which gives us a net 
gain of 54 members during the year. This should be encour- 
aging to us, as it evidences a healthy growth, showing that the 
seed has been sown in fertile soil, and will, I trust return to us 
an hundred fold at this annual meeeting. 

Our membership in the state of Wisconsin is 268, in North 
Dakota 110, making a total membership of 762 in states com- 
prising our northwestern association. 

The work of our state association, as well as of Wisconsin 
and North Dakota, has been of educational benefit, resulting 
in the growth, and dissemination of the principles underlying 
our organizations. 

JOBBERS ARE CO-OPERATING WITH THE ASSOCIATION. 

We now have the co-operative support of nearly all north- 
western jobbers, visiting the trade covered by our association 
work, and also the names of over six hundred manufacturers 
from all over the country who are united with us. It only re- 
mains for each individtial member to be loyal to himself and 
his obligations during the coming year, to witness a stampede 
coming our way of the remaining “almost persuaded ones.” 

WORK OF SECRETARY'S OFFICE. 

During our term of office we have received and answered 
over 1,100 communications; mailed and addressed over 1,900 
letters and circulars; tabulated and distributed to jobbers and 
manufacturers the names of over 150 individual dealers and 
firms who are conducting their business in a manner detri- 
mental to the interests of the retail dealer. We have received 
19 complaints coming to us from different members of our 
associations and are pleased to inform you that every one has 
been satisfactorily adjusted, in full accord with the principles 
of our work. 
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THIS CASE ALONE WAS WORTH PRICE OF ADMISSION. 

In order that all may fully understand the nature of what 
we call a complaint, I submit you the following correspond- 
ence with names of parties omitted. 

* * * 

This was comparatively speaking an easy one; we have 
others that have required over 20 letters before we have ar- 
rived at an adjustment satisfactory to our association. 

I would right here like to ask all hardware men present, 
whether members of our association or not, if this one case 
alone is not worth the price of admission. This correspond- 
ence, remember, was with one of the largest houses in their 
line, visiting your territory—did they not recognize our asso- 
ciations as being a factor in their business life worthy of con- 
sideration? Think it over and join with us if you think so. 

WORK IS MANY SIDED. 

The detailed work of our association is many sided—liable 
to be misunderstood—and as varied, as would be the different 
ideas of our individual members upon any question before 
them. It is moreover far-reaching in its result not only to 
ourselves as an association, but to each individual member 
thereof. Our rules and resolutions, however wisely framed, 
are but empty sounding phrases, if you neglect to carry out the 
principles they stand for and represent. How many of our 
members during the year past have given the “glad hand” in 
all their purchases to jobbers and manufacturers who are work- 
ing with us? In so far as you have, you have helped us, and 
broadened our sphere of usefulness; in so far as you have not, 
you have worked against your own best interests. 

OBJECT IS TO HELP MEMBERS. 

The object of our association work is to help you. We 
cannot do so, however, unless you are willing to try and help 
yourself. We want every member to live up to the faith that 
is in him, and wherever he may be we want him firm of pur- 
pose. 
You must remember that your officers and executive 
boards are simply servants in your hand, they but voice your 
sentiment and through you alone can they work out the duties 
entrusted to their care. Each individual member should real- 
ize that he is a responsible unit in the framework of our associ- 
ation, and has at all times a bounden duty to perform which he 
cannot delegate to another, and which he should not be willing 
to ignore. We want to increase our membership, can you not 
help us by a little effort on your part in your own county? We 
would like to have each member agree to add one new name to 
our association list the coming year, we would then be able to 
issue bi-monthly reports to each member, and furnish them 


with 


* * 


AN ASSOCIATION BUTTON. 

I do not think we can be too closely in touch with each 
other, nor can we expect very much enthusiasm among our- 
selves if we do not exchange the time of day oftener than once 
a year. 

The annual meeting is most assuredly the place to take 
these and other matters pertaining to our association under 
advisement, if they merit consideration, this is the place where 
your voice and vote can give them effect, where your counsel 
and earnest endeavor will count the most, and where you can 
understandingly assist in solving the many knotty problems 
presented to us. 

INSURANCE BRANCH. 

The branch of our association work known as The Retail 
Hardware Dealers’ Mutual Fire Insurance Company has re- 
quired continuous, constant and unremitting labor to place it 
upon a successful working basis. In this work we have had 
the assistance and support of our members, the counsel of our 
insurance board and of the executive committee of our hard- 
ware association; but to President A. C. Hatch, Battle Lake, 
Minn., of the insurance company, and President Jas. E. 
O’Brien, Crookston, Minn., of the hardware association, we 
are deeply indebted, for their untiring devotion, their never 
faltering purpose, in furthering, promoting and establishing 
our company. 

POLICIES BEING WRITTEN, 

We commenced writing policies upon the fourth day of 
January, 1900, and now most respectfully solicit the insurance 
of all our members. We have over 250 applications, aggregat- 
ing $500,000. This insurance feature of our work should enlist 


your earnest support. A policy written with us is absolutely 
safe and reliable, and as near as human experience can demon- 
strate, brings your insurance down to actual cost. 

Our associations in their origin were not accidental, nor 
have they sprung from selfish motives governed and controlled 
by the money making power of our land, but are the earnest 
convictions of broad minded men, based upon sound and en- 
during business principles. They have come to stay. They 
are growing and will continue to grow. They have passed the 
experimental stage, and have come out into the bright sunlight 
of emancipation from the maligh influence of department store 
tactics and catalogue houseisms. 

They have set in motion a motive power which will have 
to be consulted and respected throughout the land. 

They are the resultant effect of the best thought of men 
who will not be enslaved in their commercial life, nor will they 
consent to be driven out of business by illegitimate methods of 
combination or of competition. 

TREND IS TOWARD CENTRALIZATION. 

The trend of affairs to-day is largely towards centraliza- 
tion in all lines of manufacture and in the marketing of all 
products. Trusts are multiplying, and absorbing the smallér 
plants, doing away in so far as possible with competition, 
which is the very life of all trade. We should carefully con- 
sider how we can best check this growing tendency which is 
surely eliminating the cardinal principles of business usages 
accounted wholesome, equitable and just in all times past. The 
issue is fully upon us and must be met by unity of action along 
the line marked out by our own, and similar associations 
throughout the country. 

As we grow in numerical strength so will our influence 
broaden. Our association will become valuable and profita- 
ble in proportion to the interest each member feels in its wel- 
fare and success. You can assist your secretary by offering 
suggestions, and reporting all matters which should have his 
attention; he cannot be supposed to remedy evils and adjust 
differences of which he has not been informed. 

THANKS,TO OFFICERS AND DIRECTORS. 

To the officers and directors with whom we have labored 
we desire to return our sincere thanks for courtesies received. 
The harmony and good will existing between us have contrib- 
uted largely towards furthering the object and principles of our 
association work. 

We cordially invite all present to become active members 
with us. 

Now is the time, and this is the place to enroll your name 
with your brother hardware men who have labored four years 
to bring about the beneficent result, to which this annual meet- 
ing attests. You cannot afford to stand idly by and accept 
gratuitously the labor of their hands without becoming an act- 
ive co-laborer with them. 

In all that pertains to your business life we assist and 
strengthen you; through your own unaided effort you would 
accomplish very little, but think what a power you become 
when speaking through your state association. 

RESPONSIBILITY FOR FUTURE PROGRESS, 

Gentlemen of the convention, it rests with you to say 
whether an onward and upward impetus shall be given to our 
work to-day. In your keeping lies the responsibility of our 
future progress. If your hearts are in the right place the 
annual meeting of the Hardware Dealers’ Association for 1900 
will be a century mark, emblazoning our pathway in the years 
to come. Duluth will not have been discovered in vain, and 
the voice of our deliberations, like the name and fame of our 
peerless sister city, will resound throughout the land. 

Geo. D. Parmele then read his report as treasurer, show- 
ing receipts the past year of $1,301.36, and disbursements of 
$1,297.06, leaving a balance on hand of $4.30. 

On motion the secretary's report was then adopted and 
the report of the treasurer was referred to an auditing com- 
mittee with instructions to report at the Thursday morning 
session. 

President O’Brien then read his annual report, as follows: 

REPORT OF PRESIDENT O’BRIEN. 
MARKED TENDENCY TOWARDS A RISING MARKET. 

The year just passed has been an eventful one in the an- 
nals of business. I believe there has not been a time in the 
commercial experience of any of my hearers when there has 
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been so marked a tendency towards an advancing market’on all 
materials and manufactured articles that are embraced in the 
business we represent. 

How many of us have taken advantage of this remunera 
tive period that comes so seldom in man’s business experi- 
ence? 

GOLDEN OPPORTUNITY HAS BEEN ALLOWED TO DWINDLE. 

How many have allowed this golden opportunity to 
dwindle and pass away, the loss of which will not be apparent 
until we arecalled upon:to deal with the reverses that men 
engaged in mercantile pursuits have to meet during periods 
of depression ? 

Business has its ups and downs, and with the same care 
with which we steer our ship of trade clear of the breakers in 


Secretary McCracken. 


times of distress, we should pilot it into ports of profit during 
intervals of commercial activity. 
NO SURRENDER OF PRINCIPLES. 

With these few remarks concerning trade in a general way, 
I will endeavor to deal with the subject that most interests 
you at this time—our state organization. 

One year ago to-day you honored me with the highest 
office in your gift. At that time it was not my desire to as- 
sume the responsibilities connected with so important a trust; 
but rathet than have the impression go out that I would shrink 
from a duty to the cause it has been my pleasure to advocate, 
I yielded to your declared will. 

During my term of office I have endeavored to deal with 
all men with fairness and impartiality; the conclusions that I 
reached were reached with consultation and with care, and 
when once formed they were firm in purpose, especially so 
when to waver meant a surrender of the principles that 
underlie our organization. 

COMMITTEE OF MUTUAL FIRE INSURANCE APPOINTED. 

Among other duties that I was expected to carry out dur- 
ing my term of office was the appointment of a committee on 
mutual fire insurance, which committee was to report at this 
meeting with recommendations. After the adjournment of 
our last convention I set out to investigate this subject of 
mutual fire insurance as conducted by organizations similar to 
ours, and I soon became impressed with the desirability of 
having your comfittee report a fact, instead of a recommen- 
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dation, at this meeting, and this, it is my pleasure to announce, 
they are prepared to do. 
DESIRED SPEEDY FORMATION OF INSURANCE FEATURE. 

My desire for the speedy formation of the insurance feat- 
ure of our organization was not based entirely on my wish to 
obtain cheaper insurance for the firm that I represent—it was 
more especially directed in favor of the dealer who must see 
the dollar roll his way and remain with him to be identified 
as the wages of membership in a cause that in itself should 
furnish sufficient.inspiration to attract.his aid; however, be- 
fere he can enjoy that pleasant experience, he will be expected 
to become one of us, and be loyal to the principles we repre- 
sent, and assist in having numerous other dollars roll his way 
that do not carry with them the clear mark of identification 
from whence they came. 

LIST OF OBJECTIONABLE DEALERS. 

The list of objectionable dealers, numbering one hundred 
and fifty, that are doing business in this state has been pre- 
pared by your committee in accordance with your instructions, 
it has received the endorsement of every hardware jobbing 
house doing business in this state with but one exception, and 
we have every reason for believing that that firm will be loyal 
ito our wish. 

MEETING OF EXECUTIVE COMMITTEE. 


Your executive committee liis met three times during their- 


term of office, amd I have called at headquarters four times 
an addition to the regular meetings of your committee. 

We have adjusted all complaints from our state sent in 
(nineteen im all) satisfactorily to the members of the associ- 
ation, and enrolled fifty-four new members, with every indi- 
cation confronting us that our march to success will continue. 

AN IMPROVEMENT IN CONDUCT OF SECRETARY'S OFFICE. 


Much of the data in connection with the year’s work is. 


mot obtainable owing to the loose method prevailing in the 
secretary's office during the early part of my term; at this time 
it affords me pleasure to commend the work of our present 
secretary, so courteously, successfully and diligently per- 
formed. He is especially qualified for the position he occupies, 
and deserves liberal treatment by this convention and the ex- 
ecutave committee it will select for the ensuing year. 

It is my opinion that your executive committee should be 
selected from the board of directors of your mutual fire in- 
surance association, for I can see no reason for having two 
sets of officers. 

LOYALTY NECESSARY. 

I desire to adjure you that it is only with extreme loyalty 
to our resolutions, and the constant use of the pink book, 
rather tham acceptance of the malicious representations of the 
representatives of firms that are not friendly to us, that we 
can hope for the success of our cause. 

OPPOSED TO A NATIONAL ORGANIZATION. 

I have expressed myself to presidents of other state as- 
sociations as not favoring at this time the formation of a na- 
tional association of retail hardware men, giving as my reason 
that we should have a sufficient number of state organizations 
thoroughly organized to make it national in character as well 
as name; I believe if we form an arganization it should repre- 
sent all that the name implies. 

FAVORS SECTIONAL ASSOCIATIONS. 

The organization of states now having local associations 
into a sectional association’ and called by the proper name rep- 
resenting strength, instead of weakness, in the territory it em- 
braced, would I think best serve the present needs of those 
that participated in its formation. 

THANKS TO EXECUTIVE COMMITTEE, 

In conclusion I wish to express my sincere thanks to my 
associates on the executive committee, for the courteous treat- 
ment I have received from them as their presiding officer, and 
congratulate our members on the wisdom displayed in giving 
the affairs of the organization to their care and keeping. 

It has been my earnest wish to serve you to the best of 
my ability. To that end I have given my best energies. | 
now return to you the trust given to my care one year ago, 
feeling that my efforts have not been spent in vain. 

The next order of business was the election of officers. 
Frank E. Hunt moved that the chair appoint a committee of 
nine on nominations. This motion was amended to read that 
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the committee be reduced to five and the amendment was 
carried. 

The president appointed on this committee 

F. E. Hunt, Red.Lake Falls. 

G. M. Evenson, St. Peter. 

\ Cc. F. Ladner, St. Cloud. 

Frank Stremel, Minneapolis. 

A. T. Stebbins, Rochester. 

An intermission of fifteen minutes was taken, in order to 
give this committee time to render their report. 

After the intermission President O’Brien read the fol- 
lowing communication : 

“The Twin Cities’ and Duluth’s Jobbers have arranged 
an informal dinner at the Spalding Hotel at 9 o'clock this 
evening, and éxtend an inyitation to the members of your as- 
sociation, as well as the visiting hardware men, to your con 
vention to be present on that occasion. 

We hope the invitation will receive unanimous acceptance. 

Nicols & Dean, C. W. Hackett Hardware Co., Farwell, 
Ozmun, Kirk & Co., Minneapolis Iron Store Co., Janney, 
Semple, Hill & Co., Marshall-Wells Hardware Co.” 

The committee on nominations then made their report, 
which named J. E. O’Brien, Crookston, as president for the 
ensuing year, and T. H. Caley as vice-president. 

On motion the secretary was instructed to cast a unani- 
mous vote in favor of Mr. O’Brien as president for the ensu- 
ing year. 

President O’Brien said: “I thank you for this recognition 
of the services I have rendered the association. From the 
start of the Association I have been either a member of the 
Executive Committee or Chief Executive. I have spent four 
years in the service of the cause, because I believed in it. 
While it is contrary to my personal welfare to take this posi- 
tion with the duties that deolve upon it, I will accept it for 
the good of the cause. There are few who realize how much 
hard work the position entails. I have never allowed a letter 
tc go unanswered on the day that I received it. I will serve 
you to the best of my ability for one year more.” 

A. T. Stebbins then moved to change Sec. 1, Art. III, 
of the Constitution, to read as follows: “The officers of this 
Association shall be President, Vice-President, Secretary and 
Treasurer, and nine members who, with the president and 
vice- president shall constitute the Executive Committee.” It 
was carried by the requisite two-thirds vote. The following 
addition was then made to Section 2, Article III, of the Con- 
stitution : 

Three members of the Executive Committee shall be 
elected for three years, three for two years, and three annually 
thereafter. 

The Secretary was instructed to cast a white ballot for 
T. H. Caley, of Princeton, as vice-president. 

It was moved that the same committee that had been 
chosen to nominate a president and vice-president, should pick 
out members of the Executive Committee and bring in their 
report Thursday morning. 

The following committees were then announced by the 
President : 

Committee on Transportation: 

C. F. Ladner, St. Cloud. 

G. W. Welles, Duluth. 

C. S. Pierce, Duluth. 

Committee on Resolutions: 

George M. Evenson, St. Peter. 

J. Nelson, Owatonna. 

B. W. How, Sauk Center. 

Committee on Grievances: 

R. Gleason, Healy. 

F. Stremel, Minneapolis. 

A. C. Hatch, Battle Lake. 

Auditing Committee: 

B. W. How, Sauk Center. 

H. S. Cleveland, Minneapolis. 

W. H. Tomlinson, Le Sueur. 

Ex-President Ladner, of St. Cloud, was then called on, 
and said: ‘We owe a duty to our officers. We should give 
them our support. A great many members have been lax in 





this regard. Not a man would let the payments on his in- 
surance .policy lapse a single day, or would become delinquent 
in the payment of his taxes, and yet he is slow about sending 
in his dues. I want to quote you what Secretary Peck said 
on this matter at the last meeting of the Wisconsin Associa- 
tion: ' 

‘Our membership to-day is 271; a net increase over the 
year of 72; or putt'ng it another way, we have received 85 new 
members and dropped 13 for the following reasons: Three 
have sold out, two were jobbers and 8 were dropped for non- 
payment of dues. There are now only 22 members in ar- 
rears for dues, and when you notice that some Associations 
report unpaid dues of three and four hundred dollars, it should 
make us feel that our membership are in earnest in their efforts 
to promote the interest of the Association.’ 

You should go among your fellow-members when you 
gc home and urge them to become members. You should 
also keep track of the reports issued by the Association.” 

President O’Brien next called on Secretary C. N. Barnes, 
of the North Dakota Association, who delivered the following 
address: 

HINDRANCFS TO ASSOCIATION WORK. 

A FEW DIFFICULTIES. 
By C. N. Barnes. 

As Secretary of the North Dakota Association my atten- 
tion is frequently called to matters that are great hindrances in 
the progress of all Association work. I will mention a few of 
these in hopes that.some action may be taken towards their 
correction. , 

AT LAST THE LIGHT SHINES. 

After the various state organizations are perfected we then 
turn our thoughts to obtaining a large membership, and com- 
mence to solicit members. Here we meet with our first diffi- 
culty. By this I mean, it is difficult to explain the object of 
our Association to many in such a way that it will appear 
advantageous to them in joining us. Some grasp the situa- 
tion at once and join. Others we have to solicit many times 
before they become interested, but at last “The light shines” 
and the applications commence to come ‘in in such proportion 
that we feel much encouraged for the time we have spent in 
trying to interest them. 

SUCCESS DEPENDS UPON EACH PERSON INDIVIDUALLY. 

It is very difficult to impress upon the minds of our mem- 


_ bers the importance of being loyal to the Association -in their 


dealings. One of the greatest difficulties we have to contend 
with, is to make members feel that much of the success of 
the Association depends upon each person individually. Op- 
portunities to buy goods at alluring prices from concerns dis- 
approving our Association should not be considered. Do not 
allow such baits to affect the upbuilding of this work. Other 
chances to buy goods will offer themselves, and too, from 
houses that are conducive to the good of our Association. 
Among such concerns I am sure we can find prices just as 
good and better than those of our enemies. Few of us are 
of the same mind. Some are more easily influenced than 
others. We should endeavor to impress upon these mem- 
bers that the entire success of the Association work depends 
upon the stability of mind they show in rejecting all proposi- 
tions from firms or individuals that are known to be antago- 
nistic to our work. 
ARE FRIENDS AND SUPPORTERS OF THE ASSOCIATION. 

We to-day number among our friends and supporters the 
majority of the largest and most successful jobbing houses 
and manufacturers in the United States. To them we have 
looked for much assistance, and we certainl, have received 1t. 
But from them we must have further co-operation to make 
our work more effectual, and I cannot see why, when oppor- 
tunity offers, they should not aid us if they are our friends, as 
they state, and object to the method of marketing goods 
through the medium of catalogue houses and department 
stores. 

JOBBERS ARE AT FAULT. 

Probably there are but few here to-day that have not had 
their attention called to goods on their shelves that were man- 
ufactured by those antagonistic to our progress, I'll admit I 
have, but they were goods that come with others purchased 
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from jobbers who say they believe in our crusade against cata- 
logue houses and department stores, but continue to buy direct 
from manufacturers who solicit and desire that class of 
trade as customers. 

RETAILERS UNAWARE OF MANUFACTURERS’ POSITION. 

Undoubtedly, too, but few retailers are sufficiently familiar 
with the make of the goods to know when they receive a 
shipment from the jobber, whether the dish-pan, a certain piece 
of copper, nickel plated ware, is made by one working for or 
against our interests or the granite kettle, the building paper 
and wire cloth, the tacks, rubber goods, rope, and many other 
articles, are made by the people we are combatting against or 
by factories supporting us. Still our friend (the jobber) con- 
tinues buying them and we in turn buy them, and through us 
they are placed in the hands of the consumer. Yet our pride 
is such that we would not buy the same goods from the manu- 
facturer. This, I believe, is part of our work in which we are 
weak and should endeavor to correct. 

QUESTION SHOULD BE TAKEN UP WITH THE JOBBERS. 

Perhaps the jobbers are not informed as to where the fac- 
tories they are buying their goods from sell their products. 
This information we could easily furnish if they desire to 


Chairman Welles, of Entertainment Committee. 


work with us. I would suggest, gentlemen,.that while we are 
together the matter be discussed and arrangements made to 
take this question up with such jobbers that are in sympathy 
with us, and ascertain from them if this impediment in our 
progress cannot be removed. 

I feel safe in predicting that when the conditions are prop- 
erly explained and presented, that they will gladly furnish us 
this additional support. 

A. T. Stebbins, of Rochester, was next called on, and said: 
“We have met here as business men, for a purpose. That pur- 
pose is to better our condition. We can do this by united 
and concerted action. We must be firm, but not radical. We 
must present our resolutions in such a manner as not to 
arouse antagonism. I wish to allude to a question which has 
caused me a great deal of trouble, viz.: the. purchase of tin- 
ware. Many of our members had become frignds and bought 
the goods of certain tinware manufacturers, prior to the for- 
mation of the Association.. The representative of one of these 
houses said to me, ‘If we lived up to your resolutions we would 
have to close two-thirds of our factories. Would you ask us 
to do this? Could we do it?’ Faithful to the principles of the 
Association, I bought some goods of a smaller concern who 





lived up to our resolutions. My competitors had better goods, 
bought at better prices, from others. Some firms make better 
goods than the department stores will handle. We should all 
go home and enthuse our fellow-dealers so they will lend 
their aid to our cause. I am confident that with our insurance 
feature we can induce every hardware man in the state to 
join us. This is organized along lines protected by the state 
and is safe from the opposition of the old-line companies. 
This Association offers safe and sure insurance. We are apt, 
in the daily routine of work, to get into a groove, a rut. We 
need to brush against our fellow-men. We learn at gather- 
ings like this that our competitors are gentlemen, and not 
thieves and blackguards. This is of daily benefit to us. I 
would like to see this matter of tinware taken up. Our methods 
of buying goods and meeting discussion are also worthy of 
competition.” 

Mr. Stebbins brought up the question of changing the 
time of meeting and asked the members to think of it before 
the Thursday morning session. At 5:30 the convention ad- 
journed to meet at 9 A. mM. Thursday morning. 

WEDNESDAY EVENING. 

The informal dinner given Wednesday evening at the 
Spalding in honor of the members of the Minnesota Hard- 
ware Dealers’ Association was a complete success in every 
way. 

The handsome dining room and tables were tastefully 
decorated with palms and ferns. Fully 250 guests were seated 
and an elaborate menu was served by the Spalding manage- 
ment. One pleasing feature was the prompt and quiet way 
in which the guests were served. 

Coffee and cigars were served before 11 o'clock. During 
the dinner Flaaten’s orchestra made sweet music, and after 
the festal board was cleared a quartette composing Messrs 
Doran, Applehagen, Cog and McCarthy, with A. F. M. Cus- 
tance as accompanist, charmed the banqueters with songs. 

A couple of juvenile cakewalkers made a great hit, after 
which Paddy Doran sang a solo. He was called back twice 
before his hearers were satisfied. Mr. Schroeder sang “Good 
Bye, Sweetheart, Good Bye.” 

A. E. Moye, of the Marshall-Wells Hardware Company 
master of ceremonies, and to whom credit is due for much 
of the success of the evening, called the company to order, 
and, with the statement that the occasion was in honor of the 
retail hardware dealers in attendance upon the convention, 
called upon President O’Brien for some remarks fitting the 
occasion. 

President O’Brien replied eloquently and feelingly. He ex 
pressed, in behalf of the association, great pleasure in being 
present, and pointed out the great advantage from a meeting 
of the jobber and retailer, and the opportunity to make a 
personal acquaintance. He spoke warm and loyal words in 
behalf of the home State of Minnesota, and expressed a belief 
that each and every business man should strive to help build it 
up. In behalf of the Association, he extended most cordial 
thanks to the jobbers for their cordial recognition. The 
speaker said that in all his experience he had never witnessed 
a grander spread, and emphasized the fact that it spoke well 
for Duluth and the spirit of her business men. It demon 
strated, he declared, that Duluth has a class of people who 
will not fail to grasp every opportunity, and will use the great 
natural position of the city in a skilful manner to advance its 
interests. 

Bob Cox sang a song and gave an Italian dialect recital. 

C. W. Hackett, the first hardware jobber in Minnesota 
made a pleasant little talk, which was greatly applauded by 
his hearers. He was followed by G. H. McCarthy with a solo 
Mr. Schroeder and Will Cleland also sang selections, after 
which a pleasant toast was drunk, standing, to the jobbers of 
Minnesota. “Auld Lang Syne” was sung half an hour after 
midnight, and the occasion was a pleasant story told. 

THURSDAY MORNING. 


The meeting was called to order by President O’Brien at 
9:50 A. M. Owing to the chilliness of the convention hall, the 
convention met in one of the committee rooms of the Armory. 
President O’Brien was obliged to be absent for a few minutes 
on important business, and Vice-President Caley took the 
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chair. The first thing in order was the report of committees. 
The report of the Committee on Nomination of Executive 
Committeemen was next read as follows: 
FOR ONE YEAR: 
C. S. Pierce, Duluth. 
C, F. Stremel, Minneapolis. 
H. Hauser, Gibbon. 
FOR TWO YEARS: 


H. C. Hatch, Battle Lake. 
Joseph Mason, St. Peter. 
C. F. Ladner, St. Cloud. 
FOR THREE YEARS: 


S. R. Nelson, Owatonna. 

W. H. Tomlinson, Le Sueur. 

E. H. Loyhed, Faribauit. 

The Committee on Transportation was next called for, 
and made a request that any member who had paid over one 
fare for the round trip report to the Committee. 

The Grievance Committee reported that the chief griev- 
ance presented had been the practice of some jobbers in sell- 


ing to consumers. ' 
C. W. Bouck, of Royalton, was appointed as sergeant- 


at-arms. 

Mr. Stebbins moved that the Constitution be amended, 
changing the date of the annual meeting to the fourth Wednes- 
day in February, the change being the substitution of the 
word “fourth” instead of “second” in Section 1 of Article 
IV. Arguments for and against holding the convention in 
March, July, August and September were heard. The dealers 
in the southern part of the state handling farm implements 
wanted the convention held in August, rather than July. 
Those in the northern part of the state handling implements 
desired the convention held in September, rather than August, 
and the stove men objected to September. The amendment 
submitted by Mr. Stebbins was then carried. 

The question of jobbers selling to consumers was brought 
up, a member making a specified complaint that jobbers sold 
logging tools to small wood jobbers at ten per cent. advance 
over the price they made to the legitimate trade, thereby not 
giving the retailer a fail chance. 

Another member brought up the question of employes of 
different jobbing houses “exchanging” with those in other 
jobbing houses, to the detriment of the legitimate retailers. 

Dealers in different towns should come together and fix 
standard rates on nails and similar goods that are sold too low. 

Mr. Hatch said farmers in his county were able to buy 
nails from catalogue houses 25 cents a keg cheaper than deal- 
ers could buy them for from their jobbers. 

Mr. Evenson said the reason the Minneapolis catalogue 
house sold nails so cheap was because they bought them of an 
anti-trust firm of nail manufacturers and not, as the jobbers 
did, from the American Steel and Wire Company. 

Another member said he had foolishly sold nails at $2.50 
a keg that had cost him $1.35 and had replenished his stock 
by buying nails at $2.75. Dealers should get together, as job- 
bers had done. 

A member urged the importance of the Association build- 
ing a wire nail mill. He said several wire nail mills had 
started in a small way and had grown immensely wealthy. 

Mr. Evenson said that dealers had not advanced prices as 
they should have done, and did not advance them until they 
had to replenish their goods. He said that recently he had a 
call for a 12x14 japanned register and went to a competitor's 
store to get it. He obtained one there for $1.75 which the 
members conversant with present register discounts will admit 
is a very low price to retail registers at. 

Secretary McCracken said that he had looked into the 
source of the catalogue house supply of nails. There had been 
recently 25,000 kegs of nails in the Security warehouse, St. 
Paul, but investigation could not prove where they came from. 
These nails were sold by Mr. Roberts. Mr. McCracken was 
an old employe of a catalogue house in Minneapolis, and gave 
some interesting inside information concerning the methods by 
which the catalogue house handled their business. Roberts’ 
employes used the telephone and assumed the names of regular 
dealers to secure the terms on which Twin City jobbers sold 
nails to dealers. 












Vice-President Caley called attention to the fact that 
supervisors and other county officials often patronized a Min- 
neapolis catalogue house in the purchase of road scrapers and 
other county supplies, instead of patronizing similar goods. 
He also stated that there were some farmers who preferred to 
buy goods away from home at the same prices they could buy 
them for from the retail dealers. They liked to send off mail 
orders and receive catalogues, etc.,*€ven if they did not make 
anything in the way of lower prices. 

A member spoke of a grievance, in that customers would 
bring in bills asking dealers to figure on hardware for county 
buildings, and that architects would give the contracts to 
favored friends in spite of the hardware dealers bid being the 
lowest. 

Mr. Ludner, in speaking of complaints, said that often it 
took three or four months to push a grievance case and that 
dealers in making a complaint should give particulars as to 
date of shipment, etc. 

Mr. Stebbins said that hardware dealers suffered from 
having architects give contracts for builders’ hardware to firms 
that gave them a small commission. He said there was a gen- 
eral contracting of terms and a tendency to revert to charges 
of boxing and cartage that the dealers should take up with 
their jobbers. 

A member said that the reason that some outside parties 
could outbid regular dealers was, that they would use imita- 
tion goods, particularly in butts, those used not being those 
specified at all. 

Mr. Evenson complained of a lumber company who used 
their line of hardware as a stool pigeon to use for selling lum- 
ber, quoting nails to him at $3.75 base, spring butts at 4% 
cents and other hardware goods at cost, or less than cost, the 
profit to the lumber company coming in on the lumber. This 
lumber company had two branches, ostensibly different firms, 
that worked perfectly together. 

The attitude of the Standard Oil Company toward the re- 
tail trade was taken up, and was widely discussed. 

Vice-President Caley spoke of the widespread dispersion 
of hardware trade in oil, bicycles, lubricating oil and other 
lines. 

Mr. Caley spoke of the way huntsmen’s clubs in “chicken” 
time would buy goods from the city instead of from retail 
dealers. He said the Association should impress on jobbers 
that they should not sell to consumers. 

A member said the neighbor of a packer in a wholesale 
hardware house would get a baby carriage at wholesale rates. 

The report of the Committee on Resolutions was then 
read, as follows: 

THANKS TO EXECUTIVE OFFICER. 

Whereas The Association deems itself fortunate in hav- 
ing as its executive a man who has shown a special fitness for 
the position. One who has given much time, thought and 
study, and has given the administration ap able administra- 
tion ; 

Be it Resolved, That the thanks of the Association is. 
hereby tendered our worthy President for his unceasing efforts 
and untiring devotion to the business of the office, and for his 
uniform courtesy to all with whom he gomes in contact. 

THE PRESS THANKED. 

Whereas, The various trade papers have sent, and.do send, 
representatives to our meeting, an‘, 

Whereas, It is necessary that full reports be published of 
our annual meeting, 

Whereas, They make no charge for the publication of 
these reports, 

Be it Resolved That we, the members of the Minnesota 
Retail Hardware Dealers’ Association, extend our sincere 
thanks to the various trade papers for their co-operation and 
assistance. 

THANKS TO JOBBERS. 

Resolved, That we thank the Twin City and Duluth job- 

bers for their entertainment of Wednesday evening. 
THANKS TO GEORGE WELLES. 

Resolved, That the thanks of the Association be extended 
to George Welles for his efforts in hehalf of the Association. 

The following letter from President Z. T. Miller, of the 
Illinois Retail Hardware Dealers’ Association, was next read: 








“A number of the officers of State Retail Hardware 
Dealers’ AsSdciations believing that the importance and effi- 
ciency of our state associations would be greatly increased 
by national association have decided to hold a national confer- 
ence at Chicago on March 12th for the purpose of harmonizing 
action in all the states upon issues now pending in either, 
eliciting ideas upon deriving greatest possible efficiency of 
organized effort, and to discuss the preliminaries of National 
Association. We deem it very important to the success and 
influence of this conference that its conclusions be evolved 
from the largest possible representation of interests. Please 
request your Association to consider this matter and provide 
for proper representation. The benefits likely to accrue from 
such a meeting are too apparent to need extensive explana- 
tion. The fact that at present each state Association repre- 
sents less than 8 per cent. of the efficiency possible through 
closer co-operation with sister associations, and in like ratio 
depreciates the importance of state Associations to the dealer 
demonstrates the necessity of uniting our efforts through some 
manner of a national representative body. So all appreciate 
that the launching of a successful National Association will 
require time, labor and careful forethought, yet the need of 








Ex-Member of Execative Committee Cosgrove. 


such association can never become more important than it is 
to-day, nor can it ever be accomplished without a beginning. 
The conference is fully endorsed by H. A. Cole, President 
Iowa Association; Frank Rudy, President Kansas Asso- 
ciation; J. A. Cole, Secretary Kansas Association; H. W. 
Weber, President Michigan Association; W. S. Richardson, 
President Texas Association.” 

Mr. Ostrum, of Hillsboro, North Dakota, was then called 
on by the vice-president for a few remarks. At 12:05 the con- 
vention adjourned to meet at 2 P. M. 

THURSDAY AFTERNOON SESSION. 

Vice-President Caley called the Thursday afternoon ses- 
sion to order at 2:20. 

The first thing on the program was the following paper 
by Mr. Batcheller, of Minneapolis: 


THE DIGNITY OF TRADE. 
By C. N. Batcheller, of Minneapolis. 
A VERY INTERESTING SUBJECT TO CONSIDER. 
The evolution of our modern mercantile system, out of 
the crude methods and conditions of primitive ages, is a very 
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interesting subject to consider. Merchandising as a business, 
and merchants as a class, are not what they formerly were. 
Many and marvelous changes have taken place within easy 
memory of those now before me, while preceding generations, 
through all the history of the past, have each felt the effect 
of social advancement and progression. Original trade was 
but simple barter or direct exchange. It was this way: I 
have something I can spare which you want. You are willing 
to give up something you possess which I need to gratify your 
desire. We swop. That is primitive trade. Each has made 
a satisfactory bargain, hence the ancient and honorable prov- 
erb, “Even exchange is no robbery.” The transaction requires 
that we come into direct and immediate contact. Simple, isn’t 
it? And in the early history of our race, the plan was suffi- 
cient. 
ESTABLISHMENT OF SYSTEM OF RELATIVE VALUES. 

But soon other problems arose, for a lamb was not an 
even exchange for an ox or a plow for a farm. A certain sys- 
tem of relative values became established and. recognized, de- 
pending largely upon the demand for any article or product, 
or the ease or difficulty of procuring it. The ox could go for a 
certain number of sheep or for a corresponding value as rep- 
resented in different forms. Next traders, the advance guard 
of the world’s commerce, began to devote their time and ener- 
gies to effecting exchanges for others and on a larger scale, 
distributing the surplus products of one community to meet 
the wants of another. There itinerant traders did not always 
deliver the quid pro que for their acquisitions on the spot, and 
in such cases a written, or witnessed verbal agreement sufficed 
for the time. But other people’s promises were not always 
easily nogotiable, and the need of something better was met 
by the introduction of money (coin first, but supplemented by 
paper currency later) to make the completion of transactions 
on the spot sure. The circulating medium was then, as it 
always has been and ever will be, useful not so much for its 
intrinsic value—except with gold—as for its accepted value 
and purchasing power in all lines. From this point the evolu- 
tion of values is too long to treat of here; but you all under- 
stand it sufficiently. 

TRADE SECONDARY TO AGRICULTURE. 

The tilling of the soil was the first occupation God fitted 
man for and told him to perform. Trade came next and was of 
secondary importance, just as it is at the present time. If it 
were not for the grand agricultural wealth of the West, and its 
army of producers cultivating the soil, you hardware men 
would have less to do either in convention or at home. Agri- 
culture and trade go hand in hand, their importance being in 
the order as given. 


THE DEVELOPMENT OF COMMERCE. 


The lapse of centuries has seen the development of com- 
merce under myriad vicissitudes, sometimes the startling 
changes coming with almost kaleidoscopic swiftness. But our 
forefathers, born under monarchical conditions marked by 
title and rank of various grades, inherited the idea that some 
men were made of better dust than their fellows. This ancient 
but unreasonable belief has always worked to the detriment of 
the masses, retarding human progress, minimizing personal 
ability and effort, and according under the honor of the people 
of wealth or position. It is not so very long ago, as we reckon 
time, that the merchant or tradesman, however upright, intel- 
ligent and successful, was deemed but a fitting companion. for 
swineherds and kitchen scullions. This was the way they were 
looked upon by the titled and landed aristocracy of Europe, 
who claimed the exclusive right to be called ‘gentlemen.’ 
The lords temporal and even lords spiritual of that genera- 
tion, generally possessing more of everything else than of 
brains and virtue, were the governing classes in all things. 
As a rule they lived luxuriously, often licentiously, off of in- 
herited and productive estates, or fattened upon taxes wrung 
from toiling producers. This condition never existed in our 
country to even an approximate degree, we are glad to know, 
but it is well for us sometimes, by the way of contrast, to 
look to the rock from whence we were hewn, and to the hole 
of the pit from whence we were digged. 

But sentiment is happily changing, even in England, and 
if at this later period of the world’s history we choose to refer 
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in this manner to our distant kin across the water, we hope 
you will not count us a bore (Boer). 


MODERN HISTORY. 

The story of the founding, establishment, growth and in- 
fluence of the greatest and most prosperous nation in the 
world is all modern history. The history we are just now 
making, showing how Uncle Sam extended his domain, 
widened the sphere of his power and usefulness, and built a 
piazza all around his greatness, figuratively speaking, will be 
better understood by the coming generations as they read it. 
At present, all other nations are painfully spelling out the sig- 
nificant paragraphs of this growing record word by word, 
and wondering where we intend to stop with our everlasting 
go-ahead-active-ness. Our grand progress has been accor]- 
ing to the eternal fitness of things, and is the legitimate re- 
sult of a correct beginning. 


ALL MEN ARE CREATED FREE AND EQUAL. 


The corner-stone of our national fabric was this grand 
proposition, “All men are created free and equal.” The idea 
was always correct, the great truth was written on all material 
things and planted in every thinking heart by the finger of 
God himself. How strange it seems that mankind have been 
so slow to act upon it. It was a sentiment destined to revo- 
lutionize in time, the theory and practice, the form and ad- 
ministration, of all human laws. In our case the theory was 
demonstrated to be a fact only by the unanswerable logic of 
the American Revolution, and all succeeding republics will be 
successful just so far as they adopt the great American idea. 
My gentlemen, I am not here to voice either a wish or a 
prophecy with regard to the outcome of the mighty struggle 
now on in the awakened borders of the Dark Continent, except- 
ing to say, let the right prevail. But very many citizens, busi- 
ness men and statesmen of this and other lands believe in their 
inmost souls that England is having another disastrous con- 
flict with the American idea. And if this be true, let us all 
beseech Providence to call off the combatant at once. Put this 
down as fact, morally, socially, commercially (and so on ad 
infinitum) that the principle which has resulted in the preseat 
greatness of the United States among the nations of the earth, 
will always win, Europe, Asia, Africa, job-lot isles and nations, 
all the moving planets.about us to the contrary notwithstand- 
ing. Let us keep a supply of this conviction always on hand; 
we can conjure by it. How thankful I am for the privilege 
of addressing to-day, a body of the people who have to govern 
in this country. 

BACK IN 1781. 


We have had no use for earthly lords, since Lord Corn- 
wallis got disgruntled at Yorktown, in 1781, just because he 
got disgruntled at Yorktown in 1781, just because he couldn't 
rule or ruin in this new domain. And let me just remind you 
of an incident which occurred but two years later, when the 
Mother Country abandoned her fat, ragged and saucy pro- 
geny to their fate in September, 1783. The last frail link 
binding the plebeian, industrious, liberty-loving colonists to the 
old-world sovereignty was then broken, and we survived the 
shock. And in this grand consummation of freedom the first 
one of the three American patriots who affixed their official 
signatures to the peace treaty with Great Britain, was the ven- 
erable and distinguished Dr. Franklin, an industrious artisan, 
mechanic and inventor. Sixty. years before this his older 
brother James had been imprisoned one month in Boston, for 
the crime of publishing in a small paper, some article said to 
reflect unpleasantly on the clergy. But this was more than 
half a century before the signing of the Declaration of Inde- 
pendence, and not under Federal law. Benjamin Franklin, 
when signing that peace treaty, well represented the spirit of 
the people for whom he acted. He had left his home in 
Boston, as far back as 1723, in search of employment, and is 
soon found setting up a printing press in Philadelphia. The 
work he did was destined to live after him, and I have in my 
hand a copy of the paper he established a little later, the old 
but progressive Saturday Evening Post, of Philadelphia, with 
a record of 172 years. With pardonable pride I shall claim for 
the publication I represent, and others working in the interests 
of commendable, productive industries, a standing in good 
old Dr. Franklin’s class. 








FROM FRANKLIN’S TIME TO THE PRESENT. 

It would take voltmes to briefly sketch the story of in- 
dustrial and commercial effort in this country from Franklin’s 
day to the present time. Honorable labor and diversified pro- 
duction have built the mighty commerce of this prosperous 
land. The products of farms, shops and factories, destined 
for home consumption, and the world’s demands, require a 
complete and complicated trade system to which we point with 
pride. Our farmers, mechanics and tradesmen have not found 
their industrial habits detrimental to the development of 
proper ambition, necessary brains or promising offspring. . As 
regards the latter, much might be said if we had time. But it 
is certainly true that our free born girls, glowing with warm 
blood of wholesome constitutions, endowed with charming 
faces and bewitching forms, with no trace of that ill-begot- 
ten weakness which is the heritage of run out aristocracy, are 
getting to be very much in demand among Europeans. They 
find it the quickest and only available way to introduce fresh 
blood into a discouraging class of young heirs, whose heri- 
tage is mainly in long pedigrees and enfeebled constitutions. 
We canot blame them‘for their covetousness, for not only 
have the girls a wonderfully taking way, but the exported de- 
mands generally have something more. Their attractiveness 
becomes greatly enhanced by the handsome endeavors. the 
receivers expect as a duty on imports, too willingly thrown 
in to satisfy a misguided ambition, and unprofitable exchange 
of full purses for empty titles. 

TRADE INDUSTRIES EVERYWHERE REPRESENTED. 

Théir dowers, like the girls themselves, are the product of 
American ideas and methods, as can easily be shown. We are 
constantly increasing our wealth of people and possessions 
here, while brains and exchequers are dwindling over there. 
England, influenced by American example, would like very 
much to get rid of her. “House of Lords,” for the ““Commons” 
have the brains and the executive ability. In this country 
every legislative body, state or national, is a house of com- 
mons, and it is impossible to find any body or assembly where 
the great trade. industries of the land are not represented. 

This is a convention of tradesmen, whose brains and hands 
are devoted to honest toil. As a class, I recognize no citizens 
of this or any other land as better born, or more worthy of 
regard because of social status or ancestry. Proud of the 
spirit permeating the very atmosphere we inhale; Irsalute*you 
as gentlemen, and such if honest you are. You are active and 
necessary parts of a mercantile system, whose influence ¢x- 
cludes throughout the civilized world. This system is strong 
because of what it is and what it does. 

RESULT OF CENTURIES OF EVOLUTION. 

It is the result of centuries of evolution, commencing with 
the primitive methods of barter and exchange before alluded 
to. From very early times the tendency has been to multiply 
agricultural products, increase the range of manufactories, 
extend traffic to new and wider fields, and establish improved 
methods to facilitate all kinds of business. Advancing civili- 
zation has also increased the number and widened the range 
of our needs to a most remarkable degree, until we now re- 
quire the peculiar products of all lands to minister to our 
every-day necessities. 

DISTRIBUTION OF MERCHANDISE. 

We have also taught other nations to use our products, 
and with foreign and domestic productions, every desire of 
the heart can now be gratified. Modern trade has a large 
scope for its effort, so great indeed, that classification of lines 
has long been necessary for effective purpose and definite re- 
sults. The prosecution of the necessary details of merchandise 
distribution also requires a division of the work into different 
departments, each being the outgrowth of natural trade re- 
quirements. These divisions or departments are intimately 
and inseparably connected. together, the succéss of each de- 
pending upon the harmonious working of all. 

DISTRIBUTERS NECESSARY. 

The producer can attend to production only; some one 
else must handle his products.. These must be carried to the 
points of immediate distribution or consumption, and adequate 
means of transportation, according to the most systematic 
plans, are ready for all land and water highways. We have 
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importers and exporters, manufacturers and wholesalers, dis- 
tributing agents for our large manufactories, jobbers con- 
veniently situated at centers of trade and population; retailers 
in every community to minister to the consumers’ wants, and 
an army of energetic men afield equipped to keep the retailer 
supplied with the least possible trouble. 

TRADE PAPERS. 

The different trade interests are ministered to by many 
modern periodical publications, whose work has come to be of 
commanding importance. Not one of these trade factors can 
be spared from the field. None are unnecessary or super- 
fluous. The methods now in vogue give the consumer’ what 
he wants at prices nearer to the first cost of production, than 
ever before. The expense of distribution has become reduced 
to a minimum, and they who say to the contrary have not 
taken pains to investigate. And finally, organization is the 
order of the day, and a consideration of this fact brings us to 
the present hour, and to the happy illustration your conven- 
tion suggests. Every detail of the gigantic trade of this closing 
year of the wonderful nineteenth century, has required and 
developed men of brains and ability. 

EXCHANGE OF IDEAS BENEFICIAL. 

From all mercantile fields and enterprises, come the men 
selected to make and execute the laws which hold us together 
in peace and safety. What wonder, then, that you can benefit 
each other by such exchanges of ideas and plans as practicable 
when in convention assembled. This meeting has been 
planned for months, and your efficient secretary has been at- 
tending to all details diligently and faithfully, while you have 
been at your places until the last moment before coming. 
This is another illustration of systematic division of labor for 
definite effect. 

BUILDING TRADE ON BETTER LINES. 

Your executive officers and various committees have each 
done their part, otherwise there could be nothing accomplished 
in the few days you are together. You are here.to compare, con- 
sult and construct, to build your trade on better lines than 
ever before. Your coming together is for a purpose, and 
your faces reveal determination. 

And we feel sure that every act of your convention, as it 
will afterwards be found upon the minutes of the meeting, 
will show that you appreciate as never before, the great im- 


portance of the work you are engaged in, the inherent dignity 


of trade. 
The following paper was then read 
THE BUYING OF NOVELTIES. 
By E. H. Loyhed, of Fuirbault. 
AN EARLY VISIT TO THE ZENITH CITY. 


Fourteen years ago, while on my way to Sault Ste. 
Marie as a delegate to a Waterways Convention to be held 
there, I came to Duluth for my first visit. There was no 
railroads at that time to the Sault, and all the delegates met 
here to await the steamer, being entertained the while in so 
hospitable a manner that at this late day the memory of that 
journey seems more like a pilgrimage to Duluth, with a 
side trip down the lake, than a meeting at the Sault, with a 
stop-over at Duluth. 

I: started-i1rto say that I vivitlly remembered my short so- 
journ in this city, and had but hazy recollection of the lake 
voyage, but I refrain, lest what I fain would lay to the flight 
of time, some scoffer might say was due to too large a dose 
of Duluth hospitality, so the least said is soonest mended. 


WARMTH OF DULUTH HOSPITALITY. 


When the time came to decide upon attending this con- 
vention, I debated. Now, if it were to be held in Los An- 
geles, or the Sunny South, then I might surely go. But 
Duluth in winter! What would the paragraphers in the Twin 
City dailies say of a convention in Duluth in winter? But 
then, to offset the rigors of its winter, was its hospitality. 
Surely, that would be warm enough to rout old Boreas: 
and then again, I was curious to see if thus early some of 
the rosy dreams of.the pioneer real esgate man had become 
an accomplished fact; for I remember the map on which 
were circles widening to the confines of the earth, with a 
black spot in the center,,and the name of spot was Datuth. 

Mingled with the . memory of the fog syren was the 
memory of thessong the Boomer sang. I said to myself, the 
frost may lock the harbor, and the song of the syren may 
cease; the Boomer may have departed for the fresher fields 
of Wichita, Salt Lake or Los Angeles, but that spot on his 
map has remaiped, and I might go, after all these years, and 
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see: but business and other duties were in the way of final 
decision, until one day the Hardware Association Souvenir 
of Duluth came to me, through the mail, and I was captured 


THE WAY SEEMED LONG. 


To the men who have assisted in the upbuilding of this 
city have come trials and discouraging days, as to men of 
other towns, and the way no doubt seemed long, but to him 
who comes here, and goes away shortly, to return not for a 
decade or more, a miracle has been wrought, and he cannot 
understand unless he looks broadly. 


A DIALOGUE IN THE KITCHI GAMMA CLUB. 


One vi the members of the delegation to the Sault was a 
jobber, not in the hardware business, however, from an 
other town. We were in the rooms of the Kitchi Gamma 
Club, when a member of the club said to the jobber: “We 
have heard, Mr. Blank, that you may possibly start a branch 
here for the local trade, and for the distribution of heavier 
goods to your customers direct, without shipping them into 
your house.” “Well, I have been considering some such 
scheme,” replied Mr. Blank, “but I haven’t decided yet 
whether it will be from Duluth or Mendota.” As I lodked 
the other day through the Souvenir of Duluth, his remark 
came back to me, and I feel quite positive that Mr. Blank 
made a mistake if he had located that branch at Mendota 


TRAVEL SEEKS POINT OF LEAST RESISTANCE, 


James J. Hill, a number of years ago, at a banquet held, 
I think, in this city, said that “travel, like water, seeks the 
point of least resistance.” I believe that. The trails of the 
pioneers were along the easiest routes across the continent, 
and vast railway systems have followed where they led. Our 
Great Lakes were a traveled highway when the land about 
them was covered with a trackless forest. 


THE QUEST OF THE JESUIT. 


The Jesuit missionary, in his frail canoe, hugging the 
shores of these inland seas, as he spied out the unknown 
land that stretched away toward the setting sun, took this 
route because the land was then impassable. He braved the 
terrors of the mmknown waters; he saw the fog descend and 
envelope lake anddand. Supreme in his faith Meypaused not 
in hiS» quest. iS’ prophetic soul may have foreseen the 
day when civilized human ‘habitations would be built in this 
far-off land, but how amazed he would have been if he could 
have peered behind him through the mists of the after years, 
and seen the peaceful armada that would follow in his wake, 
from that day until the end of time. 


WHITE WINGS AND LEVIATHIANS. 


First there came the traders and the Hudson Bay canoes, 
with the songs of the voyagers floating on the waters, and 
behind them the silent sailing craft, with their white wings 
speeding o’er the course, and to-day the leviathians with 
their steaming breath and brazen throats, telling all the 
world, and that this route has now become a mighty way of 
commerce. 

GEOGRAPHY IS THE WINNER. 


A number of years 2go I was in the hardware trade in 
Seattle, at a time when the former management of the 
Northern Pacific was concerned in Western real estate spec- 
ulations in other towns, and timid ones feared that Seattle’s 
supremacy was there foredoomed. Talking of this one day, 
a man said: “Now, a railway is a mighty power for good or 
evil, but it can’t beat geography.” He said that a town at a 
strategic position on navigable waters needed railroads, but 
also the railroads needed that town, and that Seattle would 
therefore one day be the greatest city of the Pacific North- 
west,. and,one of the great. cities of our.~coatinent. « His 
words are coming true. For years I have associated Duluth 
with Seattle. Both are built on lofty hills overlooking 
nature’s highway, and both on the shortest line about the 
globe that can be drawn within the United States. Travel 
and freight seeking this line because of its least resistance. 

DULUTH AND SEATTLE. 


One city facing towards the east beckons to the host 
that is to make it great. The other facing the far east and 
Alaska, watches the quickening trade that is soon to fill the 
vast Pacific with merchants’ craft, that will pay tribute to 
its port. Each city will gain by the growth of the other, to 
the lasting gain of the railroads, that connect them. The 
subject is one that would require the limits of a far longer 
paper than mine, and as many of us are here to listen to 
matters pertaining to our calling, I must stray from this in 
viting field to the more prosaic one of my other subject. 


DEFINITION OF NOVELTIES. 


By novelties I do not mean something of use in the pur 
suance of a new trade or pastime. I use the word as it is un- 
derstood in our business. I use it in its trade applications, not 
in its strict definition. Of course, every article we have in our 
stores was a novelty some time in the past; but now most of 
them are necessities. If not necessities to the customers, 
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they are in such demand as to be a necessity of stock. I say 
I do not speak of- these things. We remember when barbed 
wire, gasoline and bicycles were novelties in a strict sense, 
but new conditions have made such things as these neces- 
sities to-day. I mean such things as the wire basket that 
inay be used for boiling potatoes, or for holding bouquets, or 
a ladder, that may be used for an ironing board, or an easy 
chair. Some of the things the specialty man sells are all 
right, but the risk of buying dead stock offsets the chance of 
gain, and the safest advice to follow, whether to buy or not 
to buy, is: Don’t. The dividing line between sense and folly 
in your conclusion may be very narrow, but generally speak- 
ing, if you Go purchase, it is a case of a “fool and his 
money.” 

SALESMAN GETS YOU IN THE AIR. 


It is a good deal like buying a patent right. The sales- 
man gets you up in the air, and you wonder what you are 
going to do with all your money. Your money does not 
worry you so much later on. Sometimes you get a chance, 
or rather the chance is offered you, to buy a novelty, with 
the additional privilege of exclusive sale, and you pull the 
cork clear under. You buy, and gleefully think of your 
hated competitor’s confusion, when he shall learn of your 
great gains in the selling of this commodity, which he can- 
not buy except at retail. You count the profits you are 
going to make, and gloat over the coin as is piles up in the 
chamber of your thought. Bye and bye you remember that 
you did buy an “exclusive,” but you had forgotten it in the 
transaction .of your regular business. Then’ you get the 
goods out where they can be seen, and tell your clerks to 
push them. Some time after, weeks or months, perhaps, 
you see them all again, or think of them all again, and put 
them down to cost, but it does no good. You drop them to 
fifty per cent. below cost, and may be you sell them and may 
be you den’t. May be you haul them to the dump. You 
may be mad about it, but it doesn’t do any good. It will 
do you no harm, however, if you speculate a bit on the ques- 
tion as to whether you have been so very cute after all. 

Never buy anything just because your competitor may 
otherwise get hold of it. Let him have some of these zood 
things that come your way so often. 


HAS DRAINED THE DREGS OF EXPERIENCE. 
I know what I am talking about. I have drained the 
dregs of experience. Talk about the song the Boomer sang; 
he can’t warble with the boys that come in to sell you nov- 
elties. Twenty years ago I thought I knew all about the 
hardware business just because I had been attending college. 
A smooth pilgrim floated in one day, and with an innocent- 
looking green bag under his arm, and the eyes with which he 
sized me up were as innocent as this bag which he carelessly 
cast upon the counter. I didn’t know that he sized me up 
then, but I know it now. He went down into that bag and 
pulled out a thing that he cheerfully informed me was a 
pleater. He talked and he worked. He worked the pleater, 
and he worked me. He pleaded and he pleated. He made 
box-pleats and side-pleats and pleats. It was a thing with 
a wooden bottom, and with wires with cranks on, with a 
coke tin hook to pull the cloth with. I bit, and then bought. 
I paid him a dollar and a half apiece for those blooming 
things, which he delivered on the spot, spot cash, no dis- 
count. I think he had me figuring that I was going to make 
$24 on an $18 deal. I was more hopeful then than I am now, 
especially on pleaters. Well, have got most of,them yet, 
I sold a few finally for seventy-five cents each, and had to 
take every one of them back or have a row. Sometimes I 
took them back. sometimes I had the row, according as my 
mode was cheerful or pessimistic. I finally hid them where 
even the clerks couldn’t find them when they inventoried, 
but they kept fresh in my memory. I couldn’t live them 
down. Then I brought them out into the light of day and 
gave them a place of honor on the shelves. 


GAZING AT PLEATERS AS A CONCEIT REMEDY. 


A man in a small town who is fairly prosperous ‘is apt to 
compare himself with his fellow-townsmen, and gain a large 
impression of himself. He does not have the chance to com- 
pare himself or his condition with the very wealthy or the 
great, as does his brother in the large city, and he is apt to 
feel that he really is somebody. If ever I feel symptoms like 
this coming on, I just go alone by myself for awhile and gaze 
at those pleaters. It is bitter, but it is beneficial. I am glad 
now that I bought them. It has taken years of reasoning 
and years of seasoning, to get me to think this way, but I 
am now glad. 

Sometimes a fellow comes in with a new-fangled con- 
trivance, and begins on me with the “best ever,” and I let 
him go on with his talk; I am not afraid any more. The 
thing may look good, I may be losing the chance of my life; 
my competitor may give me a jolt if he gets it away from me. 
but I say softly. to myself the magic word “pleaters,” and I 
am safe. 

PATENT SASH LOCK. 


One of these gentlemen came in to see me when I was 
in Seattle with a patent.arrangement for locking sash with- 






out weights. I knew several kinds of such locks, and knew 
nothing much to their credit, but this was a new one on me. 
He only wanted to sell me twenty-four gross for a sample 
order. They looked all right, but I dwelt on the past and 
said nay. He waxed sarcastic and said that if all men were 
as big mossbacks as I was, we would still be using tallow 
dips and traveling by ox-team, but he didn’t phase me. I 
just said “pleaters,” “pleaters,” to mryself, and serenely passed 
him up. 
CHANCES TO BUY COUNTY RIGHTS. 


The hardware man in the country town has lots of 
chances to buy county rights. These are good things, too, 
for the other fellow. They really belong with the novelties 
I speak of. You may have heard of some one who has made 
money buying them; I never did. But I know some men 
who did buy, and afterwards thanked God that they saved 
the neck yoke. 

ACCOMMODATING FELLOWS. 

There is the man with the patent strainer, adjustable, 
you know; fits anything from the milk pan to the cow. He 
is an accommodating fellow. He will sell you the county 
right, or will allow you to manufacture them for him. He 
is brother—not to the ox—but the man with the washing 
machine. Nature in its infinite variety cannot compare with 
the multitude of forms in which the washing machine is 
foisted onto a confiding public, by house to house. canvassers. 
To hear them talk one would think that “length of days was 
their right hand, in their left hand riches and honor.” They 
will tackle ‘anything from a wooden Indian up, and after 
they have sold everybody in sight, they will try to sell you 
what they have left over. 

GREAT LABOR-SAVING INVENTIONS. 

Sometimes they will see you before they attempt a canvass. 
If you look easy, they look solemn and full of secrets. They 
get you out in the back yard or down cellar, and whisper to 
you about the marvelous labor-saving invention that they 
have secured control of, painting the picture the while, of the 
luck of the happy vendor. They will first offer to let you 
manufacture and own, at your own proper cost and expense, 
a few dozen of these wealth-getters, by paying them a roy- 
alty that slides up and down, according to the attention that 
you are payng to their talk. If you don’t fall in, they offer 
to allow._you a chance to bid in making a few hundred. They 
go to all your competitors, and finally you all bid. and each 
one is informed of the other’s bid and given a chance to cut. 
If, unfortunately, your bid is the lowest, you get it—in sev- 
eral ways. They order a hundred; you discount them, and 
make fifteen. You have,made too many. They buy one 
“for’a sample, you know,” and disappear for a time. Then 
they buy two or three more, and have a hard time digging 
up enough to pay for them. If you are off your guard, they 
will get trusted for the next one, and then they do disap- 
pear, while you sadly sing ‘““They never came back,” as you 
begin to figure “stock and time” to find how much you have 
in the deal. After keeping the stuff around until you are 
sick of the sight, you leave out the “time” and try to sell 
them for the stock that is in them, if you hope for cash, or 
figure in both stock and time merely to have it look bigger, 
and then try to trade them off for a peacock or something 
else you don’t want. 

GROCERY MEN HAVE A CINCH. 

We sometimes envy the man in other lines. There is 
the groceryman, for instance. He seems to have an easy 
time in deciding what he must buy. His troubles are mostly 
dead beats, rotten vegetables, and department stores; but the 
hardware man must decide daily for or against the purchase 
of something he has never seen or heard of before. 

I have been told that the hardware business must be such 
a nice business, because things that we deal in do not spoil 
or go out of style. When I hear that I wonder if the worms 
have eaten into any more wood stock or whether I have any 
more of those 6x6 cast butts left. Then I think of my 
pleaters. 

_ NOT ENOUGH STAPLES CARRIED. 

In all seriousness, however, I would say that no retail 
hardware merchants carries a large enough assortment of 
staple articles or has sufficient number of lines to keep him 
busy most of the year. Most merchants say they cannot 
afford to increase their stock, and yet they often buy nov- 
elties, either from mistaken ideas of business, or for the fear 
that their competitor may buy them, and possibly make 
something. 

JOBRERS’ CATALOGUES PLACE TO LOOK FOR NOVELTIES. 


I would suggest that each member of this Association 
look through a Jobbers’ Catalogue, and decide on some line 
that he will add to his stock; some line that he has a call 
for; some line that he knows will sell; some line, if possible, 
that none of his competitors sell, and if at that time he feels 
as though he could not put it in, let him keep a little memo- 
randum, and the first time he is tempted to buy what I have 
called novelties, let him say no, and put their value down on 
the credit side of this memorandum. It won’t be long until 
he finds that he has saved enough, by not buying these 








































































things of unknown value and problematical sale, to put in a 
line that he knows will increase his standing as a merchant 
and inure to his lasting profit. 

Mr. Cleveland next read his paper on “Elements of 
Success.” 


THE ELEMENTS OF SUCCESS IN BUSINESS. 
BY C. E. CLEVELAND, OF ST. PAUL. 
ALL LIES IN CENERAL MANAGEMENT. 

The success or failure of a business lies entirely in its gen- 
eral management. This management includes the entire con- 
duct of the business, and is mainly the operation of one mind. 
The “general manager” (proprietor or otherwise) is the power 
behind the machine. Others may assist, but his mind must 
conceive and his energy shape the destiny of the enterprise. 
His seal will be upon its rise or fall; his character will be 
read in its history and reflected in all its surroundings; he will 
be known by the appearance of his store and by his conduct 
towards customers and business associates. 

NEW AND ORIGINAL METHODS MUST BE DEVISED. 

In the management of a successful and prosperous business 
there is a constant struggle, and an ever enlarging and increas- 
ing activity, and a multitude of problems are ever ahead of 
the “manager,”: demanding attention -and consideration, and 
calling for the exercise of his best judgment. New conditions 
are constantly arising; old business ways must be abandoned 
and new and original methods must be devised and introduced 
in order to insure success and keep in line with the procession. 

BUSINESS MANAGER MUST BE UP-TO-DATE. 

Our “business manager’ must be up-to-date. He may 
wisely conclude to shake off from his clothing the dust of 
his own store for a time and go out after new ideas, perhaps 
to visit eastern and southern points in his line of trade, and 
come in contact with other bright business men and well or- 
ganized business concerns. Such a trip will not only afford a 
change and a rest, but will be instructive and profitable. The 
value of such excursions cannot be overestimated. 

WISDOM IN BUYING IS ALL-IMPORTANT. 

For the Retailer with a capital barely sufficient for the 
conduct of his business, the use of wisdom in buying is all- 
important, but the head of such a concern, keenly alert for low 
prices in making his purchases and anxious to get an extra 
five or ten per cent off, very frequently does the business an 
injury by over-buying one item and curtailing his business in 
other directions through failure to keep up his assortment; 
overstocked with some lines and entirely out of others; with 
the result that customers go away never to return. 

WHAT APPEALS TO THE CUSTOMER. 

Carefully assorted stock, clean goods and clean figure sell- 
ing prices always appeal tc customers. Purchases in quarter 
and one-sixth dozen lots do not have the high-sounding effect 
with the traveling man that the quarter and six-gross lots do; 
but the former, if kept up and extended throughout the stock 
to the amount of the latter quantities, produces a wonderful 
difference in the yearly inventory. Many retail ‘merchants 
rely to too great extent on the old saying, that goods well 
bought are half sold not fully realizing that the profits in busi- 
ness are made on the goods sold. 

CAREFUL ASSORTING ESSENTIAL. 

Careful buying first; then careful assorting. And much 
closer attention and greater care is required in this work than 
formerly. Every bill of goods put upon the shelves should 
contain a few of the cheaper as well as the better class of 
goods in every line throughout the store. These cheaper goods, 
if marked low and properly shown up and explained by the 
salesman, will be the means of convincing the customer of the 
better values given in the higher priced lines and will insure 
a continuance of his patronage. 

A SHADOW ACROSS THE MERCHANT'S BUSINESS. 

The shadow of trusts, large manufacturing combines, de- 
partment stores and catalogue houses has fallen across the 
business of the single line merchant. There are few publica- 
tions to-day that do not with every new issue bring out the 
views of someiambitious writer upon this subject. Opinion is 
largely divided as to their effect, but the majority of the sin- 
gle line men feel that they could get along very comfortably 
without them. Our “Business Manager” views these concerns 
with some distrust and with the nervous suspicion that is car- 
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ried too far these institutions may compel him to join the army 
of employes. 
NOTHING SUCCEEDS LIKE SUCCESS. 

The single line merchant must adapt himself quickly to 
these changes in business methods. He will not quarrel with 
a proposition because it is new. The proof of success is suc- 
cess. Be the new way only honorable he cannot afferd.to let 
his competitors reap all the benefits of the change. Our suc- 
cessful manager will mot fail to invest a portion of each year’s 
profits in judicious advertising. Change ads often; use “cuts,” 
and make this a regular department of his work. 

Some one will ask, does it pay? The answer is seen in the 
steady growth of the huge department stores, promoted by 
extensively advertised enlargement sales, etc. Newspapers are 
the world’s educators, and many people read the ads before 
they read the news. 

PRICES MAKE MANUFACTURERS RED IN THE FACE. 

Suppose, as the lawyers say, we take a hypothetical case: 
Mr. A. has just opened a department store in town, including 
a clean and neat hardware department. His Sunday three- 
quarter column ad tells of kitchen supplies, Mrs. Pott’s irons, 
Keystone wringers, at prices that would make the manufactur- 
ers of these goods red in the‘face. This line until now has 
been our manager’s hobby. To-day he looks a trifle weary and 
is giving sharp orders right and left. 

THE FIGHT IS ON. 

Now look out for rapid changes, quick shifting to meet 
new condition. Have just heard our manager give the news- 
paper man an advertising contract for a six-months term. 
Change once a week. Kitchenware cuts to run every ad. 
Orders are given to the head clerk to make room for four large 
counters or tables to hold this class of goods. This upsets the 
clerk, as he it not a price cutter. A week has passed. The 
fight is on. Our tables are carefully arranged, showing the 
5 and 10-cent lines, and ‘whenever Mr. A. advertises anything 
in hardware, our manager follows with an ad., and the price 
goes a notch or two lower. If he never makes another dollar 
in these lines he will not allow Mr. A. to control that part of 
the trade. 

WILL BE FAITHFUL TO DETAILS. 

Our successful manager will be faithful to the details of 
the business. He will be familiar with its minutest affairs and 
permit no waste. Empty packing cases will be looked after 
with the same care that he would give to an invoice of cutlery. 

A GOOD MAN IS RATHER TO BE CHOSEN THAN GREAT RICHES. 

Our manager will be wise in the choice of his clerks. 
Every employee will be encouraged to feel that he has a per- 
sonal interest in the business, and should be taught not only 
to work, but to think. 

Our manager believes in catchy window displays, big figure 
price cards, samples from all lines constantly in sight, often 
visiting other retail stores in his line of trade and exchanging 
ideas, give and take, and a gain all around. He reads trade 
papers, advertisements, editorials, and keeps himself well in- 
formed. 

In conclusion, the writer is reminded “that a good man is 
rather to be chostn than great riches,” and feels bound to say 
that, after all, the truly successful business man will valtte his 
good name above riches and worldly success. 


A paper was read by Edward A. Moye of the Marshall- 
Wells Hardware Company, Duluth, on the subject of com 
bination and association, Among other things he said: 

“There should not be, and I can see no good reason for, 
any antagonism between the jobber and retailer, or vice versa, 
for the prosperity of one means the prosperity of the other. 
You cannot injure the one without affecting the other, and all 
differences should be open to frank discussion. 

“This may sound like treason to preach before a gathering 
of retailers, but my long connection with the retail trade war 
rents my assertion that you will find no better judgment or 
good sense in any other trade than is characteristic of the 
general retailer in Hardware. 

“I think I violate no confideawe when I assertsthat the job- 
ber is entirely in accord with you ih your request that Hard- 
ware should be sold by the retailet of that commodity and that 
they are willing to give their aid im reaching that desirable 
end. How best to attain this is the matter to be determined 
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and to be wisely discussed and to be enforced with the utmost 
prudence.” 
Thanks were voted to all authors of papers. 
President A. C. Hatch, of The. Insurance Company, then 


read a statement of what the. company had done and pro- 
posed to do. It was a very interesting statement, as follows: 


TALK ON FIRE INSURANCE. 
By Mr. Hatch, of Battle Lake. 
THE SUBJECT FIRST BROACHED, 

One year ago, at our annual meeting at St. Paul, the 
subject of mutual fire insurance was brought up. Little 
thought had been given to this subject and it was a difficult 
matter to raise even a discussion on that subject. Finally, a 
committee was appointed tc investigate the subject and report 
at (this) our next annual meeting.. The discussion at .the 
meeting and the appointment of thé committee created an in- 
terest in the matter of insurance among the members of our 
Association. 

PLAN OF LUMBERMEN’S FIRE INSURANCE ASSOCIATION STUDIED. 

The plan of the Lumbermen’s Mutual. which had just 
passed through five (5) years of successful business, was 
studied, and your committee decided to take action. The nec- 
essary legislation was secured, and in May the Minnesota 
Retail Hardware Dealers’ Mutual Insurance Company was 
organized. July Ist we were prepared to take applications. 
Lack of efficient help and the necessary funds retarded the 
work. Unexpected obstacles were met and overcome. We 
were ready to do business in November, but as it would save 
us our ’99 fees, we did not begin issuing policies until January. 
We now have applications and policies aggregating $500,000 
insurance. 

THE EXPENSE OF REINSURANCE SAVED. 

It is almost imperative that any mutual company starting 
in business avoid the disaster that a few total losses would 
cause by carrying a considerable re-insurance. This was 
found, owing to the many recent organized mutuals, to be 
impracticable. A meeting of the Board was called in Jan- 
uary, at which a guarantee contract was entered into by the 
members of the Board, and other anembers*of the Association, 
guaranteeing a fund of $5,000 to meet immediate losses. I 
am confident this will be more satisfactory than reinsurance. 
It certainly saves the expense of reinsurance, which would 
be considerable. 

FOUNDATIONS HAVE BEEN FIRMLY AND DEEPLY LAID. 

Gentlemen, this is not a great showing, but I firmly believe 
that we have laid firmly and deeply the foundation of an 
institution which will connect the members of the Associa- 
tion by firmer ties, be a great aid to the Association, and a 
factor of economy in our work of organization. We have fol- 
lowed the plan outlined by the Lumbermen’s Mutual as closely 
as possible. Their secretaries, Mr. Holles and Col. Fahn- 
stock, have always been ready and willing to aid us, and our 
Association will always owe them a debt of gratitude. I also 
wish to state that we are under great obligations to the line 
insurance companies. They have in the past, to a consid- 
erable expense to themselves, given every risk in the, state its 
proper rating in regards to hazard. We appropriated this 
without their consent and without cost to ourselves. We+hope 
they will excuse our transgression, as we needed it very much 
in our business. 

CAN ONLY SOLICIT MINNESOTA BUSINESS. 

Now a few words concerning our plan. I will try to 
make it as clear as possible, and will, to the best of my ability, 
answer any question you may desire to ask regarding it. 

We can, as in the case of the Lumbermen’s, only solicit 
business in Minnesota, but we can receive business unsolicited 
from adjoining states, and we hope by the end of this year 
to be carryimg nearly all the desirable hardware dealers in 
North Dakota and Wisconsin. , 


. RISKS ARE SEPARATE. 


Our maximum policy is $3,000; minimum, $500. Our 
safety lies in the fact that our risks are separate. We cannot 
suffer a great loss at a single fire, which gives us a great 
advantage over other mutuals that do general business. Our 
system is this, for example,-if.a”inerchant wishes to take out 
$3,000 insurance, his present board rate is:one per cent. He 
pays his deposit premium of $30, that $30 belongs to him, and 


at the end of that year placed to his credit on reinsurance or 
returned to him, less his percentage for losses and expenses. 
In case his rate is two per cent., his assessment or. percentage 
for losses and expenses would be just doubled, and so on. 
each one pays an assessment according to the hazard of his 
risk, otherwise it would be unfair and a nominal risk now 
rates at two per cent. would be paying the same for protection 
as an extra. Hazardous risk at four and a half per cent. 


hazardous than lumber yards, sheds and offices. Their av- 
erage loss for the year just closed was $1.90 per $1,000, which 
has been about the average for the past six years. 


we should not be, the merchant who is rated at one per cent. 
will pay but a mere trifle for his protection. To convince you 
that our mutual company will save you money, I will call your 
attention to this fact, the losses by fire of the retail hardware 
dealers of the state did not aggregate $2,800 for the year 1899. 
The dealers, 1,100 in number, are carrying at least from one 
per cent. to six per cent. You can readily see that here is 
an opportunity to practice economy, and I hope that every 
dealer present not now on otr books will, before returning 
home, consult our Secretary and make arrangements for in- 
surance. 


bers. 
on behalf of the jobbers. 


convention. 


visiting jobbing houses and points of interest in and around 
Duluth. 7 


NOT SO HAZARDOUS RISKS AS LUMBER YARDS. 
Hardware stock and stores cannot be considered more 


WILL PAY BUT A TRIFLE FOR PROTECTION. 
If we are equally fortunate, and there is no reason why 


He afterwards answered questions put to him by mem- 
C. W. Hackett, of St. Paul was next called on to speak 
Minneapolis was chosen as the next meeting place of the 


The convention adjourned at 5 p. m. sharp. 
FRIDAY. 
Friday was spent by the members of the Association in 


The following dealers were present at the conventiun. 


A.. Almquist, Cokato. 

L. F. Albrecht, Glencoe. 

A. H. Abraham, Albaay. 

H. O. Aamot, Hoffman. 

R. M. Addison & Son, Madison. 

A. E. Anderson, Rothsay. 

Bergen & Vanderslius, St. Cloud. 

Geo. P. Becker & Co., Harris. 
C. W. Bouck & Son, Royalton. 

Boyer & Peterson, Fountain. 

Baker & Hanson, Rochester. 

L. Blakestadt & Co., Blooming Prairie. 
Behnke & Oetting, St. James. 

G. Boehme & Son, Minneapolis. 

A. E. Beadell, Lansing. 

J. W. Berg, Little Falls. 

Boucher & Gallagher, Waseca. 

Brevig Bros., Starbuck. 

Burke -Bros., Ellsworth. 

J. A. Bloome& Son, Chisago City. 

J. H. Buri, Annandale. 

Bird Island Hardware Co., Bird Island. 
Theo. Brockhoff, Deer Creek. 

Bailey & Co., Janesville. 

Bondsen Bros., Evansville. 

J. E. Bergwell, North Branch. 
Crandall & Nelson, Owatonna. 
Claggett Bros., Montevideo. 

H. S. Cleveland & Co., Minneapolis. 
T. H. Caley, Princeton. 

Cavanaugh & Fink, Faribault. 

J. R. S. Cosgseve, Le Sueur. 

P. Clark, Ortonville. 

Christensen & Hauge, Elbow Lake. 
Cowing, Robards & Cowing, Alexandria. 
Clark&«MeGonnell, Alden. 

Davis & Co., Lake Crystal. 

F. E. Dimmick, North Branch. 

Deppe Bros., St. Paul. 
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E. H. Dunton, Annandale. 
Evenson Bros., St. Peter. 
Erickson & Hellekson, Wheaton. 
H. C. Estby, Cyrus. 

Erickson & Vannet, Fertile. 

F. Ebert & Son, Alden. 

Englund & Ness, Starbuck. 
Erickson & Lawson, Murdock. 
Andrew Elofson, Grove City. 
Ole Fjelstad, Lake Benton. 
John Funk, Carver. 

Fuller & Denning, Park Rapids. 
R. R. Forward & Co., Duluth. 
Wm. Frost, Pipestone. 

J. N. Feyder, Osceola, Wis. 
Peter Faber, Minneapolis. 

B. Feitsam, Royalton. 

A. W. Ferrin, Rushmore. 

M. Frankoviz, Fergus Falls. 
Garmon & Krautkremer, Montgomery. 
Gunderson & Son, Kenyon. 
Chas. Grill, Sherburne. 

Wm. Gile, Lake Benton. 

Louis Gewalt, Breckenridge. 
Gilbertson & Espesoth, Erskine. 


Gardner-Warner Hardware Co., Minneapolis. 


W. B. Gillespie & Son, Jackson. 
Goodman & Mahler, Waseca. 

C. M. Groschen, St. Bonifacius. 
M. D. Gates, Windom. 

E. J. Gellenbeck, Shakopee. 

W. J. Heaney, Olivia. 

Frank E. Hunt, Red Lake Falls. 
H. Horde, Kensington. 
Hagstrom, Lysen & Co., Lowry. 
W. G. Hopps, Rush City. 

How Bros. & Co., Sauk Center. 
Heins & Co., Renville. 

E. C. Hamlin & Co., Lake Crystal. 
August Hartell, Norwood. 

John Horneman, Young America. 
A. C. Hatch, Battle Lake. 
Hausen & Reika, Fairfax. 

J. O. Hatting, Dalton. 

P. Hannburg, Cokato. 

Handy Bros., Long Prairie. 
Haas & Anderson, St. Paul. 

W. A. Hanna, Mapleton. 
Hector Lumber & Supply Co., Hector. 
A. C. Howe, Glenwood. 

Hertz Bros., St. Paul. 

J. F. Humiston, Heron Lake. 

R. D. Hill & Co., Odessa. 
Hillestad & Lake, Fosston. 

M. D. Hartnett, Graceville. 
Huntington Bros., Luverne. 

R. B. Hall, St. James. 

Frank Hassler, Perham. 

Thos. Ingliss & Son, Hallock. 
Christ Juni, Jordan. 

Jackson & Bailey, Thief River Falls. 
Johnson & Peterson, Hector. 
Johnson & Oslander, Hallock. 

E. S. H. Johnson, Gaylord. 
Kelley Hardware Co., Duluth. 
Kinsella & Rockwell, Preston. 
Robert Klemm, Staples. 

M. J. Keenan, Blooming Prairie. 
Henry Klossner, Winthrop. 

F. Kloepping & Co., Farmington. 
Kraker & Bohmer, Melrose. 
Kintzi Bros., Butterfield. 

K. Knudson, Rothsay. 

C. E. Krause, New London. 
Keef & Heins, Mortoa. 

Thoe. Lystad, Ada. 

L. N. Larsop, Atwater. 
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C. F. Ladner, St. Cloud. 

T. H. Lees & Co., Two Harbors. 
W. A. Lindeman, North Redwood. 
N. A. Lilyquist, Winthrop. 

Leroy & Mason, Alexandria. 

T. J. Lee, Cylon, Wis. 

Larson & Begquist, Winthrop. 

A. N. Lewis, Willmar. 

Laus & Duehs, Long Prairie. 

G. S. Lander, Shakopee. 

Geo. H. Lemon, White Bear. 
Lindquist & Linderholm, Belgrade. 
C. M. Lund, Dawson. 

C. H. Mueller, Arlington. 

Joseph Mason, St. Peter. 

A. Marckel, Perham. 

Miller & Marti, Morgan. 
Morrisee, Weginer & Aiton, Alexandria. 
Maurin Bros., Elizabeth. 

W. G. Mix, Nausau. 

H. A. Myron, Glenwood. 

R. L. Macklenberg, Echo. 

P. J. McGuire, Graceville. 
McNulty, Van Custer & Helgeson, Litchtick|. 
M. H. Muyers, Chaska. 

John McMullen, Shakopee. 

G. Nachbar & Son, New Prague. 
Nicolas, Hornburg & Liefer, Fairfax. 
P. L. Norman, Montevideo. 
Northern Hardware Co., Duluth. 
Jos. Neubeiser, Belle Plaine. 
Peter Nelson, Red Wing. 

Nyhus & Berg, Vinning. 

Nutter Bros., St. Peter. 

Wm. Noonan, Adams. 

Osterman & Moody, Buffalo. 
Ostby & Distad, Puby. 

Ormseth & Belgum, Farwell. 
Christ Olson, Clarkfield. 

J. E. O’Brien & Co., Crookston. 
O’Brien Bros., Red Lake Falls. 
O. F. Olson, Brownton. 

Ofenloch & Buell, Kasota. 

Rasmus Oen, Thief River Falls. 
Olson & Iverslie, Belgrade. 

Ostby & Johnson, Shelby. 

Olson & Peterson, Benson. 

G. D. Parmele, Rochester. 

M. J. Peters, Mantorville. 

Parrott & Smith, Owatonna. 
Peterson & Berg, Madison. 
Powell & Wakeman, St. Cloud. 
Princeton Hardware Co., Princeton. 
F. R. Paterson, Worthington. 

A. Prieck, Slayton. 

W. J. & H. D. Powers, Grand Rapids. 
A. K. Peterson, Appleton. 

Post & Eken, Henning. 

Potrattz Bros., Belview. 

Peterson & Myran. 

C. S. Pierce, Duluth. 

J. O. Peterson, Canby. 

Poss & Gleason, Sanborn. 

P. P. Quist & Co.; Winthrop. 
Rushfeldt, Southworth & Co., Hawley. 
Ross & Benson, Clinton. 

Jno. A. Roell, Northfield. 

F. H. Retzluff, New Ulm. 

Russell Bros., Stephen. 

O. C. Rian, Elizabeth. 

Rader Bros., Heron Lake. 
Rowland & Reese, Lake Crystal. 
Rapp & Post, St. Hilaire. 

Roll & Sands, Adrian. 

Revord & Holmes, Austin. 

Reese & Murray, Waterville. 

K. Recerd, Farmington. 
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T. B. Rader & Co., Delano. 

Otto Rood, Minneapolis. 

H. O. Roberts, Minneapolis. 

J. S. Ryff, Paynesville. 

K. H. Robbin, Clitherall. 

St. Paul Hardware Co., St. Paul. 
Stebbins & Co., Rochester. 
Stronks & Lapage, Baldwin, Wis. 
Julius Schmidt, Wabasha. 

Simms & Sawyer, Minneapolis. 
Herman Stege, Nicollet. 

Smith & Trahms, Minnesota Lake. 
Severens & Severens, West Concord. 
Schleck Bros., St. Paul. 

Schleck & Co., North St. Paul. 
Schroeder Bros., St. Paul. 
Simmer & Marzolf, St. Paul. 

J. H. Smith, Minneapolis. 
Schmidt & Lehoer, Springfield. 
Geo. Stoppel, Red Wing. 

Sullerud Bros., Halsted, 

Swanson & Anderson, Audubon. 
Stremel Bros., Minneapolis. 

Slipp Bros., Brainerd. 

Smith & Visselmen, Fairmont. 
Schmahl & Jachming, Redwood Falls. 
J. M. Sprague, Mapleton. 

C. A. Stolzman, Montrose. 

C. G. Thysell, Hawley. 

D. R. Thompson, Rockford. 
Thorsen & Larsen, Spicer. 

W. H. Tomlinson, LeSueur. 
Thompson & Busterud, Crookston. 
Tombler & Stewart, Wyoming. 
Frank Thiry, Minneapolis. 

Nic Thomes, Arlington. 

Fred C. Thompson, Redwood Falls. 
Veltuem & Clark, St. James. 

J. F. Vanesek, Montgomery. 

W. H. Vallbrecht, Hanover. 

J. P. Watson, Marshall. 

Woehler Bros., Minneapolis. 


NEW MEMBERS. 


A. J. Sitz, New York Mills. 
John A. Roell, Northfield. 

J. C. Pole, Eveleth. 

H. E. Swensen, Canby. 

Fuller & Denning, Park Rapids. 
Stummel & Co., Duluth. 

Wm. Feitsorm, Royalton. 
Hegstum, Lysom & Co., Lowry. 
M. E. Gleason, Ely. 

S. E. Nelson Hardware Co., Owatonna. 
Notting & Kernkamp, St. Paul. 
J. W. Crabtree, Herman. 

P. H. Keifer, Barnesville. 

W. H. Tomlinson, Le Sueur. 
Benj. Clayton, Taylor. 

Julius Schmidt, Wabasha. 

J. N. Silver, Clarkville. 

Nelson & Kittekon, Clarkfield. 
Koenig & Carry, Howard Lake. 
Behnke & Oeclling, Perham. 


CONVENTIONALITIES. 





E, C. Atkins & Co,, Inc., Indianapolis, Ind., had 
a very attractive exhibit of saws at the [Convention 
Hall in charge of Julian W. Perkins and B. F. Nixon. 
They were showing over 200 samples of saws, Ginclud- 


ing Rex, Mos3back and Lance Tooth Perforatéd’ in 


Cross Cut saws, and a full line of high grade special 
high finish Damaskened hand saws and also a complete 
series of wood saws. This firm gave away a tester of 


Minnesota weather in the shape of a large size and 
attractive thermometer. This firm have many friends 
in hardware association ranks as they do not sell 
department stores or catalogue houses, appealing es- 
pecially to the legitimate retail trade. 


J. L, Forbes had a pretty exhibit of the loggers 
tools and sleighs made by the Northwestern Mfg. Co., 
Duluth, at the Convention Hall. He was showing the 
McGregor oscillating sleigh knee as a specialty. 


H. B. Barclay, of the St. Louis branch of the 
National Lead Co., had a handsome exhibit of Babbitt’s 
solder and white lead at the Convention Hall. Mr. 
Barclay was giving away a pretty morocco memoran- 
dum book to visitors in his section of the gallery. 


The Marshall-Wells Hardware Co., Duluth, were 
showing afine line of sewing machines at the Conven- 
tion Hall. They were also making an exhibit of 
bicycles apd supdries: at their store at the foot of 
Fifth Avenue, West. 


E. L. McBride, representing the Ringen Stove 
Co., St. Louis, had » most attractive exhibit of Quick 
Meal steel ranges, Blue Flame oil stoves and gasolene 
stoves in the Convention Hall. The Quick Meal Blue 
Flame oil stoves No. 3,302 apd 3,902, Quick Meal 
gasolene stove No. 1,302 and the handsome steel 
ranges shown were greatly admired as were the hand- 
some gaso:ene lamps of 100 candJe power, 


The Convention Hall was very commodious and 
was beautifully draped with American flags around the 
walls while flags of all nations were suspended on 
streamers crossing the hall. The hardware men were 
greatly pleased at the handsome quarters assigned 
them, 


C, E. Healey, of F. & L. Kahn & Bros,, Hamil- 
ton, O., had a most attractive exhibit in the Conven- 
tion Hall of Queen Estate steel ranges, Steel Estate 
Cooks in bracket and square for coal and wood and 
wood only, Pet Estate cooks Estate Oaks Series F and 
Umpire Estate heavy air-tight, series A with new 
dress. 


Emmet Harris, northwestern sales agent of the 
Hallwood Cash Register Co., Columbus, O., with head- 


quarters at Minneapolis, had a pretty exhibit of cash - 


registers at the Convention Hall. 


The Maire Paint Co., Minneapolis, Minn., were 
exhibiting a complete lime of roef paints at the cun- 
vention, 


The Brand Stove Co., Milwaukee, Wis,, were 
greatly in evidence at the convention. They had sam- 
ple room Big Six, Spalding Hotel, where they had a 
magnificent display of their goods, including a 
Brand’s Furnace No, 724 with steel dome and low ra- 
diator; Brand’s Admiral base burner No. 485; Brand’s 
Capital base burner No. 235; the Famous Norma wood 
cook; Victor 5 hole cast range with reservoir and 
high closet for coal and wood, Midland six hole cast 
range, reservoir and high shelf for coal and. wood, 
Brand’s steel range, square style, with 20 inch oven; 
and Brand’s steel range with high shelf and reservoir. 
This firm had some huge posters showing the well 
known trade mark of this firm on the sides of the 
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Hotel office, and also showed pictures of a French chef 
with a decided predilection to embonpoint at conspic- 
uous points in the hotel rotunda. Their Messrs. 
Hyde, Riehl and Swane were busy giving away a lit- 
tle memorandum book that was highly prized by the 
hardware men. 


The Art Stove Co., Detroit, Mich., had a hand- 
some exhibit in Parlor 15 of the Hotel Spalding. They 
showed their Perfect Laurel steel range, Steel Laurel 
steel range and Popular Laurel steel range with high 
closet, the Royal Laurel cast range and cook for coal, 
and Regal Laure! cast range and cook for wood, a fine 
line of Art Laurel base burners with new flue con- 
struction and the Oak Laurel, 200 series highly fin- 
ished. 


P. F. Corbin, New Britain, Conn., had a 
very handsome exhibit of builders’ hardware in Room 
402 of the Hotel Spalding with H. J. Wade in charge. 
They showed a fine assortment of art goods, their 
crystal knobs attracting unusual attention, 


Farwell, Ozmun Kirk & Co., St, Paul, had a very 
interesting exhibit of Crawford bicycles and bicycle 
sundries, in the sample room of the Hotel Spalding. 
Their corps of salesmen were kept busy explaining to 
visitors the fine points of these bicycles. 


W. R. McIntosh, of McIntosh Bros., Bottineau, 
N. D., had the distinction of being the hardware 
dealer who had come the farthest distance to attend 
the Convention, his mileage from his home to Duluth 
and return going considerably over the 1,000 mark. 


S. E. Ware, secretary of the Washington Tool 
Co. Owatonna, Minn., had a very handsome exhibit in 
the Convention Hall of steel pinchers 6 to 14 inches 
in size, made of specially prepared steel in two pieces 
without weldings, also cold chisels and punches. He 
also showed Ware's steel yoke vise for mechanics. 


C. S. Howard, representing J. P. Lindemann & 
Sons, Milwaukee, had a magnificent exhibit of spring 
goods, including refrigerators, Blue Flame oil stoves 
in the Convention Hall. 


O. S. Ryerse, of Maendler Bros., St. Paul, Minn., 
was showing a fine line of brushes at the Convention 
Hall, having over 1,700 kinds on exhibition. 


A. L. Peters, of St. Paul, Northwestern agent 
for the Peters Cartridge Co., Cincinnati, had an un- 
usually attractive display at the Convention Hall, con- 
sisting of metallic and shotgun ammunition. Mr. 
Peters distributed some very interesting booklets to 
the trade which gave a great many valuable pointers 
on the technique of shooting. 


J. W. Schatt, of the New York Cutlery Co., Go- 
wanda, N. Y., showed a fine line of pocket knives, 
razors, scissors and shears in room 529 of the Hotel 
Spalding. He showed 260 patterns of pocket knives 
and 60 patterns of razors. Mr. Schatt’s goods are 
very popular with the Northwestern trade. 


The Berger Mfg. Co., Canton, Ohio, were repre- 
sented at the Convention by Walter Voight, who had 
a fine line of designs of samples of decorative classic 
metal ceilings at room 216 of the Hotel Spalding. Mr. 
Voight’s samples showed these popular ceilings in 
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Rococo, Greek, Italian and German renaissance, Ro- 
manesque Empire and Colonial styles. Mr. Voight is 
deservedly popular with the Northwestern trade. 


A. Kirkpatrick had a handsome exhibit of the 
B. P. S. paints made by the Patterson-Sargeant Co., 
Cleveland, at the Hotel Spalding. His line was a 
very complete one, put up in a great variety of colors, 
and suitable for exterior and interior decoration. 


Julian W. Perkins, the popular and energetic 
official of E. C. Atkins & Co., Inc., Indianapolis Ind., 
was greeting the trade in the corridors of the Hotel 
Spalding and at the Armory, where the exhibit pre- 
sided over by himself and Mr. Nixon was greatly ad- 
mired. 


Wm. Hyde, of the Brand Stove Co., Milwaukee, 
Wis., has a large number of frieuds among Minnesota 
dealers and was busy greeting them in the corriddrs 
of the Hotel Spalding during the convention. 

The following camp followers were present: 

C. W. Hackett, Hackett Hardware Co., St. Paul. 

J. C. Henry, Hackett Hardware Co., St. Paul. 

FE. S. Davis, Hackett Hardware Co., St. Paul. 

W. C. Walther, Hackett Hardware Co., St. Paul. 

C. E. Bell, Hackett Hardware Co., St. Paul. 

W. C. Strayer, Hackett Hardware Co., St. Paul. 

C. H. Bergstrom, Hackett Hardware Co., St. Paul. 

T. T. Bacheller, The Hardware Trade. 

H. W. Hall, The St. Paul Trade Journal. 

S. P. Johnston, The American Artisan. 

G. W. Cope, The Iron Age. 

Dwight E. Woodbridge, The Iron Age. 

W. F. Hyde, Brand Stove Co., Milwaukee. 

Louis E. Swane, Brand Stove Co., Milwaukee. 

Chas. F. Riehl, Brand Stove Co., Milwaukee. 

C. E. Healey, F. & L. Kahn & Bros., Hamilton, Ohio. 

Walter E. Voight, Berger Mfg. Co., Canton, Ohio. 

J. W. Schatt, New York Cutlery Co., Gowanda, N. Y. 
George L. Nye, Minnesota Stove Co., Shakopee, Minn. 

E. J. Moles, Janney, Semple, Hill & Co., Minneapolis. 

W. C. Spottswood, Janney, Semple, Hill & Co., Minne- 
apolis. 

H. M. Hill, Janney, Semple, Hill & Co., Minneapolis. 

F. J. Thielman, Janney, Semple, Hill & Co., Minneapolis. 

Chas. Wagner, Janney, Semple, Hill & Co., Minneapolis. 

Julian W. Perkins, E. C. Atkins & Co., Inc., Indianap- 
olis, Ind. 

B. F. Nixon, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

Geo. Heath, Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 

F. W. Harty, Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 

A. J. Holmes, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

E. J. Bouquet, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

A. L. Peters, Peters Cartridge Co., Cincinnati. 

C. S. Howard, J. P. Linderman & Sons, Milwaukee. 

J. A. Kirkpatrick, Patterson-Sargent Co., Cleveland. 

O. S. Ryerse, Maendler Bros., St. Paul. 

Emmet Harris, Hallwood Cash Register Co., Colum- 
bus, Ohio. 

S. E. Ware, Washington Tool Co., Owatonma, Minn. 

E. L. McBride, Ringen Stove Co., St. Louis. 

J. L. Forbes, Northwestern Mfg. Co., Duluth. 

H. B. Barclay, National Lead Co., St. Louis. 

H. J. Wade, P. & F. Corbin, New Britain, Conn. 

Robert J. Elliott, Great Western Stove Repair Co., Min- 
neapolis, Minn. 

W. A. Roome, Scully Steel & Iron Co., Chicago. 

Chas. Campbell, Art Stove Co., Detroit, Mich. 

Geo. F. Perkins, Art Stove Co., Detroit, Mich. 

E. A. Moye, Marshall-Wells Hardware Co., Duluth. 

R. Marshall, Marehall-Wells Hardware Co., Duluth 
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The Plumbing & Steamfitting Supply Co., Min- 
neapolis, Minn., were damaged to the extent of $200 
by a recent fire. 

. The schedules of the Armstrong & Bolton Co., 
steam and hot water heaters, New York, show liabil- 
ities of $38,576, nominal assets of $26,716 and assets 
of $8,658. 

W. D. Harrison, John H. Laux and Harry Van 
Bayse are the incorporators of the American Furnace 
Co., St. Louis, capitalized at $20,000 for the manu- 
facture of furnaces. 


J. P. Materne, J, T. Rombauer and R. H. Materne . 


are the incorporators of the Materne Mfg. Co., St. 
Louis, capitalized at $40,000, for manufacturing pipe 
and steam fitting supplies. 

I. Shaffer. I. Hess, C. M. Wise, J. Grubb, C. 
Weant, F. B. McCready and M. Wise are the incor- 
porators of the Butler Steel Furnace Co., Butler, O., 
capitalized at $12,000 for manufacturing steel furnaces. 


The Geo, D. Hoffman Furnace Co., 40 Dearborn 
St., Chicago, are energeatically pusbing their Hoff- 
man tubular furnace, which has large capacity and 
gives plenty of warm air and thorough satisfaction to 
the users. 

The furnace manufacturers of Cleveland, O., held 
a meeting recently and appointed a committee to co- 
operate with the Builders’ Exchange in securing the 
passage of a bill providing for the licensing of those 
engaged in the heating business. 


The Michigan Safety Furnace Pipe Co., 15-17 
Duffield St., Detroit, Mich., make what they designate 
a XXth Century pipe in their Michigan safety pipe. 
This pipe is sold at right prices and has many features 
conducing to its superior safety and desirability. 


The Meyer Furnace Co., 1300-1304, S. Washing- 
ton St., Peoria, Ill., are manufacturers of the Weir 
all steel gas and soot consuming furnace. This is the 
heaviest all steel furnace made. It is riveted likea 
steam boiler and is absolutely gas and dust tight. 


The Superior Foundry Co,, Little Falls, N. Y., 
represent in their construction all the latest and most 
improved features known to modern furnace construc- 


tion. They are powerful heaters, economical in fuel 
and easily operated. They are free from dust, gas or 
smoke. 


“fhe Front Rank Steel Furnace Co., St. Louis, 
Mo., manufacture among other popular furnaces the 
Front Rank wood furnace, which has all the heating 
surfaces curved to prevent buckling and cracking, all 
closely riveted, making them absolutely free from 
dust and smoke. 


The Kelsey Furnace Co., Syracuse, N. Y., for 
whom the Cook & Van Evera Co., 173 Lake St., 
Chicago, are the western agents, have recently received 
a strong testimonial from W. A. T. Smith, a New 
Haven, Conn., furnace man, who has during the past 
seven years erected nearly 300 Kelsey generators in 
New Haven. 
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Heating and Ventilating. 


Clerkin & Maag, Akron, O., have made arrange- 
ments with a number of leading houses to carry their 
goods for the benefit of the trade. These branches of 
theirs are as follows: Michael Heating Co., Denver, 
Col.; H. Galer, Kansas City, Kan. ; O. K. Stove and 
Range Co., Louisville, Ky., and Willard G. Powell, 
Milwaukee, Wis. 


The Ferrosteel Co., Cleveland and Chicago, have 
pursued the policy of helping the retail hardware 
dealer get the business. They have been their friends 
and this friendship has been returned: Ferrosteel 
registers, it is claimed, have a great area of air 
capacity and greater strength than any others and are 
made in a very large number of styles and are easily 
controlled. 


The International Correspondence Schools, Box 
973, Scranton, Pa., send us a little circular describing 
the following of their courses: Lettering and 
sign painting course, window dressers’ lettering 
course, designers’ lettering course, draftsmen’s let- 
tering course, engravers’ lettering course, plain letter 
course, shipping clerks’ lettering course. They make 
a special offer to all enrolling in any of these courses 
before March 15. 


The American Radiator Co., Chicago, send us a 
very interesting little illustrated price list of their 
Ideal boilers. This gives cuts and prices of the Ideal 
Sectional steam boilers, Ideal Invincible steam boilers, 
Ideal Sectional water boilers, Ideal Portable steam 
boilers, Ideal Junior steam boilers, Ideal Portable water 
boilers, Ideal Junior water boliers, black steel storage 
tanks, tank heaters and storage tanks, and galvanized 
steel storage tanks. One of these. booklets will be 
forwarded dealers on application. When writing for 
same kindly add: ‘Saw it in Tae AmeRiIcaAN ARTI- 
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MUELLER RETURN FLUE STEEL PLATE 
RADIATOR FURNACE. 





The accompanying cut shows the Mueller Return 
flue steel plate radiator furnace for wood or coal, made 
by the L. J. Mueller Furnace Co., 191 Reed St., Mil- 


waukee, Wis. 
The large com- 


bustion chamber is 
a commendable fea- 
ture. It only adds 
to the power of the 
furnace by giving 
additional radiat- 
ing surface, but it 
is an _ absolute 
necessity owing to 
the large volume of 
smoke generated in 
burning wood.: The 
double feed door 
used in this fur- 
nace extends -near- 
ly the full height 
of radiator, The 
lower door is the same size as the regular door on this 
firm’s coal furnaces and the upper door makes it nearly 











Mueller Return Flue Steel Plate 
Radiator Furnace. 
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double the size. te firing coal of ordinary size pieces 
of wood, the lower door will answer, but when large 
chunks or blecks of wood are fired, both doors can be 
opened. The smoke pipe collars, owing to the large 
volume of smoke in burning wood, are made extra 
large. When desired an extra wood grate, which lays 
on top of coal grate, is furnished. This grate is made 
in two halves and therefore can easily be placed or re- 
moved through feed door. This furnace is a popular 
one in wood burning sections. 


RADIATOR SHIELD. 








The accompanying cut shows the Royal shield for 
steam or hot water radiators manufactured by the 
Twin Burner Vapor Stove Co., St. Louis, Mo. This 
shield it is stated absolutely prevents the discolora- 
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tion of walls from the action of upward currents of air 
filled with dust-laden particles, as it acts as a deflector, 
throwing the currents away from the walls. There 
is no difficulty in attaching or detaching the shield, as 
it occupies only a small space, is strong in construc- 
tion and of a neat appearance. It can be attached to 
all makes of radiators. 





a. 


STANTON SEAMLESS WARM AIR FURNACE. 








The Stanton ‘Heater Co., Martin’s Ferry, Ohio, 
send us their attractive catalogue describing their 
heaters. The radiating sheet in these heaters is made 
of a single piece of heavy sheet steel, It is bolted 
down to a bed plate of the same material, and the 
peculiar shape of the radiating sheet allows for expan- 
sion and contraction in the arch. 

The heads, or ends, are flanged outward at edges, 
while the radiating sheets are bolted to heads with 
heavy bolts placed three and one-half inches: apart. 
The grate bars are heavy, double oscillating, anti- 
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clinker, The fire box is built of the best fire brick 
upon cast iron ash box sides. This heater burns hard 
or softcoal, wood or natural gas. The natural gas burner 
can be so arranged that the fuel can be changed from 
gas to coal or coal to gas without removing or chang- 
ing the fire box. The down draft between the fire 
walls and the radiating sheets enables it to heat to the 
bottom of the ash box. The coldest gases are passing 
out at the bottom while the coldest air is entering 
the furnace on the opposite side of the radiating sheet. 
The joints are all exterior. One of these catalogues 
will be furnished dealers on application. When writ- 
ing for same, kindly add: ‘Saw it in THe AMERICAN 


ARTISAN. 
— eo 


JEWEL GAS STOVES. 


Geo. M. Clark & Company, Chicago, issue a very 
hondsome catalogue of Jewel gas stoves. Some of 
the distinctive Jewel features include the Jewel burn- 
ers and Jewel adjustable valves. The Jewel top burn- 
ers are so made that the cap resting in the bowl of the 
tube is held in place by a castiron thimble. This 
thimble has a shoulder rolled on it so that it drops 
into place and holds the burner firmly together, The 
burner can be taken apart with the fingers and cleaned 
with no effort at all. The capis so sawed that all tip- 
ping of the flame with yellow is avoided and perfect 
combustion is secured. A quick thread direct needle 
stem of Bessemer steels with a very comfortable and 
ornamental wheel, delivers the gas into an air bulb or 
mixing chamber, from its conical point with an even 
flow, and so produces steady flames and the maxumum 
admixture of air, which means efficiency and economy. 
The needle valve seat is so shaped and proportioned 
that as the valve is turned low the velocity of the 
gas flow is not checked appreciably. The Jewel valve 
is made adjustable by a malleable iron top, which is 
set upon the needle stem by a steel set screw. On all 
ranges this firm attach the Jewel air regulator—a thin 
casting with fine holes to register with the air holes 
in the air bulb. The air bulb, ofcastiron, is screwed 
on the valve and slips over the end of the burner 
tube. It is made very smooth inside as well as are 
the burner tubes so that the velocity of the gas flow 
is not checked. Jewel burners will burn manufac- 
tured, natural or gasolene machine gas. All Jewel 
ovens are quick bakers. All Jewel ranges except 489 
and 488 have the Jewel removable flow protector 
which counts of two thicknesses of steel, one galvan- 
ized with asbestos lining. This is set into the base 
and is held in place by two iron latches. A wire ring 
attached makes.it easy to lift the floor protector out 
so it can be cleaned and any dust or dirt under the 
base can easily be swept out. One of these catalogues 
will be furnished the trade on application. When 
writing for same kindly add: ‘Saw it in Tue Amer. 
ICAN ARTISAN,” 


A COMPLETE TREATISE. 








C. C. Casler, Port Huron, Mich,, writes: ‘The 
Cornice Work Manual received. After a rather care- 
ful going over of the contents of the book, I believe it 
to be about as complete a treatise as I ever saw; and 
even the most expert will find it valuable,” 
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To THE AMERICAN ARTISAN. 

I want to heat my tinshop with hot water. We 
have a large —— —— self-feeder in the store 
and we attach the pipes to that, and I would like to 
know how many coils of pipe to run through the 
fire and how large-apipe it. would take. The store floor 
and shop floor are on the level; the shop is 25x16 ft. 
and how large a radiator will it take to heat it and 
how high to set the cold water tank.. Please let me 
know by return mail. R. E, STELTER. 

St, James, Minn., Jan. 20, 1900. 





ANSWER BY JAMES J. LAWLER. 


The accompanying sketch shows a simple and 
reliable method of how Mr. Stelter can heat his tin- 
shop by hot water from the store stove. 
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HEATING A TINSHOP WITH HOT WATER. 


cold water tank, should be located as high as the ceil - 
ing of tinshop will permit, If it is to be filled by hand, 
there should be enough room left on top for that purpose, 
The tank may be made of galvanized sheet iron, 22 or 
24 gauge; it should be about 12 inches in diameter and 
about 22 inches high, double seamed on bottom and 
strongly wired on top, having a nicely fitted cover, so 
as to prevent evaporation as much as possible. 

An overflow pipe is also necessary, which may be 
attached near top of tank as shown. It is also a good 
plan to place on the tank a giass water-gauge, so 
that you will be able to see at a glance when water is 
required to keep the system full. 

The water should never be allowed to fall below 
the bottom of tank, as circulation of the water might 
be stopped, which could result in injuring the coil: in 
store. 

In ordering the radiators for this job be sure to 
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In giving us the dimensions of the tinshop, Mr. 





Mr. Stelter has neglected to state the beight of ceil- 
ing, as well as the nature of the structure, and no 
mention made of glass surface or exposed walls. It 
will therefore be necessary to draw our own conclu- 
sions, and calculating on the building being a frame 
structure, having an ordinary amount of glass and 
exposed walls, we consider that it will require 130 
square feet of radiation to properly warm the tinshop, 
and this may be all in a single radiator as shown on 
sketch, or the total amount of surface may be divided 
into two radiators. We would recommend using in 
the store a 14 inch pipe coil containing about eight 
lineal feet which will be exposed to the fire. If pipe 
of less diameter is used for the coil it should contain 
more lineal feet, and we should not use a coil for this 
purpose of less size than 1} inch pipe. 

All pipes in the heating system outside of the 
store should be 1} inch as marked on plan, 

The expansion tank, which our friend calls the 





have them tapped top and bottom on the same end as 
shown in illustration. If it is not practical to carry 
the return pipe from radiator to stove on top of the 
floor as shown, it may be carried under the floar rising 
at the stove; byt in such case it would be necessary 


‘to carefully céver thé pipe under the floor to protect 


it against freezing. Be sure in constructing this 
work, to have a slight rise to the pipe from bottom of 
coil in stove to bottom of expansion tank, any pitch 


will answer, but it must have some degree of rise at 
all points. 





NOPE CITY, ALASKA, 
Is twenty-four hundred and fifteen miles from Seattle, 


via ocean, thirty-three hundred and eighteen miles 
overland. Is said to be the richest gold field dis- 
covered up to this time. The first steamer will leave 
Seattle on or about May 10, 1900. For full particu- 


lars, maps, etc., address C. N. Souther, Ticket Agent, 
Chicago, Milwaukee & St. Paul Railway, Marquette 
Bldg. Chicago, Ill. 
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Heating a Building with Hot Water. 
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HEATING A BUILDING WITH HOT WATER. 


To THE AMERICAN ARTISAN. 
We would like to have you give us information 


how to heat the building with hot water. Please send 


-us drawing showing where boiler is to be placed, also 


what size pipes are required, also what amount of feet 
and where can we buy a hot water heater in which we 
can burn wood two feet long or even longer. En- 
closed find rough sketch of building 24x75—14x46— 
14x16, 10 feet high. Link Bros. 
Frankenmuth, Mich., Jan. 31, 1900. 





ANSWER BY JAMES J. LAWLER. 

Our friends have neglected to send us a most im- 
portant piece of information which we should have in 
order to properly answer ths above questions, and 
that is, what the building is constructed of, whether 
wood, brick, or stone; also thickness and finish of 
walls. However, we will assume that the building is 
a frame structure and the walls of the ordinary thick- 
ness and finished with lath and plaster. 

As this is to be used for store purposes, and the 
rooms large, less heat will be required than that which 
would be necessary in a private dwelling of the same 
cubical contents, and in deciding on the proper 
amount of radiation to use in this building in order to 
avoid unnecessary expense, and at the same time to 
be sure of having a plant that will properly warm the 
building we will make use of our practical experience 
and proceed in the following manner: 

We first measure up all the glass surface in the 
side walls as near as we can calculate from the sketch 
sept us by our subscriber and we find that this amounts 
to 314 square feet, which, when divided by 4, gives 
784 square feet of radiation, Next we measure the 
exposed wall surface, which we find to be 1959 sq. ft., 
and this we divide by 20, the result of which gives 
97 19.20 sq. ft. of radiation. 

And, again, we take the cubical contents of the 
entire space to be warmed, which we find to be 26,780 
cubic feet, and we divide this by 100, which again 
gives us 2674.5 square feet of radiation, the total 
amount of the three items making 484} square feet of 
direct radiation for the building. This amount of ra- 
diation, if averaged for the space to be warmed, would 
be equal to about one foot of radiation for every 61 
cubic feet of space, 

The accompanying drawing shows the shape of 
building, giving location uf shelves, tables and other 
fixtures as sent by our subscriber, and we have laid 
out the pipework and located the boiler and radiators 
which are marked by dotted lines; we also show the 
size of pipes that will answer, also size of radiators 
that we should place at the various locations, and 
while the particular points at which we show the radi- 
ators may not be desirable places from a convenient 
point of view, we would recommend the placing of 
the radiators as near as practical to the points marked 
on our plan. 

As the chimney is situated in central portion of 
the building, it allows of the boiler being located in a 
favorable position, which is near the chimney, as will 
be noticed by referring to plan herewith. 

Experience has taught us that in the average 


house or bvilding, the best place to locate the steam 
or hot water heater is at a point near the chimney, 
because much depends on a good live draft for the fire, 
and which is often retarded by long horizontal smoke 
pipes, although this rule does not always hold good 
for hot air furnace work, 

As we intend to use on this plant, as will be no- 
ticed on plan, 440 square feet of direct radiation as well 
as to take into consideration all the flow and return 
pipes which is also a considerable amount of surface, 
we would advise using a boiler having an honest rat- 
ing of about eight hundred feet of radiating capacity, 
and as wood is to be used it would be well to select a 
boiler specially made to burn soft coal, because such 
boilers are usually constructed with larger flues as 
well as fire boxes than that which is necessary for 
hard coal, and we think that a proper boiler for our 
subscriber’s requirements can be secured from any of 
the following prominent boiler manufacturers: The 
Gurney Heating Co., 111 Fifth Ave., N. Y, City; The 
American Radiation Co., corner Lake and Dearborn 
streets, Chicago, Ill., or the Kewanee Boiler Co., Ke- 
wanee, Il. 

Referring to the plan it will be noticed that we 
have shown only one line of pipe, while this is a two- 
pipe job, and this line shown represents the flow, 
which we carry to the nearest end of radiators from 
the boiler, and the return line of pipe from all radia- 
tors should be carried in the same manner from the 
return ends of radiators to boiler, connecting at the 
bottom of the boiler, and to be of the same size as that 
of the flow line at al) points. 

While there are a number of methods for running 
pipe lines between the boiler and radiators, we have 
selected for this plant what might be considered the 
most simple method for inexperienced persons to con- 
struct, which is to rise with the flow lines the entire 
distance to the various radiators, and carry back the 
return pipes with a fall to bottom of boiler. 

All radiators must be supplied with air valves, 
one sapply valve for each radiator will be sufficient to 
control the flow of hot water, while a union elbow will 
answer on the return ends of same. 

As our subscribers have never constructed a hot 
water heating plant before, we desire also to mention 
that it will be necessary to provide the system with 
@ proper expansion tank, and for this work a tank of 
about twenty-four gallon capacity will answer the pur- 
pose. This tank should be located as near the store 
ceiling as it can be, so that it will stand six or eight 
feet higher than the radiators. The expansion pipe 
between boiler and tank should not be less in size than 
one inch, and under no consideration to have a stop 
cock or valve in it, but left open to the tank. The 
tank should be located in a warm place so that there 
would be no possibility of the water freezing in it. 
The top part of tank should be provided with an over- 
flow pipe which should be left open on top and carried 
to some open plumbing fixture to provide for over- 
flowing of the water which may occur from time to 
time, and to prevent siphoning of the water from the 
system be sure to have the top part of overflow pipe 
open which will allow air to flow into overflow pipe and 
prevent a vacuum forming therein. 

















Tinshop. 


“SNAP” RULE FOR ROUND ELBOWS. 








TO THE AMERICAN ARTISAN. 

I enclose a quick rule for striking a round elbow 
pattern with three or four pieces. It is a very sim- 
ple rule and one which may be of some benefit to many 
readers of the tinshop. 


Fig. 1 represents a three-piece elbow. It is cut 
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Lig, F 
the following way: First, divide your circumference 
into four equal parts H and C C. then draw line D. 


| 
Fig 2 Peg 3 


Set dividers from A to B. which is 1 in, more than 
one-half the circumference. For instance, we will 
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take a 6 in. elbow. The circumference is 18 in. 
(not including locks), one-half of same is 97-16 in. ; 
we set dividers 10 7-16 in. Then set on line ZF and 


describe from ( to C and from C to B, which gives 
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the pattern; or you can make a pattern after having 
the dividers set as Fig. 2, and cut in half gives you 
Fig. 3. You can lay on line D and describe. For a 
four-piece elbow you set dividers 1 in, more than 
three-fourths the circumference, and proceed the same 
as for three-piece as in Pig, 4. This rule is very 
handy for all sizes of pipe, and very handy for hot air 
pipes, etc. ‘Kansas TINK,”’ 
Lawrence, Kan., Feb. 10, 1900. 
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PATTERN FOR AN OVAL FLARING VESSEL. 





To THE AMERICAN ARTISAN. 

Let A B be the width and C D the length of the 
bottom of the desired article, and with one-half the 
difference between the two diameters, strike the arc 
E F. With one-half of the chord Z Fas radius and F 
as center, strike the arc G H; with Jas center and H 
as radius locate the points K LZ M. . Place the corner 
of the square at M, the blade on the point H and the 
tongue on L; locate the points N O in the same way. 
With point of square on K locate points R P. Draw 
the line S 7 U in Fig. 2. Make 7 V the depth of the 








article. Make V W equal to AX, and 7 S equal to 
V W, plus the taper of one side of the article. Draw 
the line S WU. On the line V Wset off V X equal 
to L Cof Fig. 1. Mrke 7 Y equal to VX plus the 
taper of one side of the article; draw the line Y_X Z. 
Next draw the line A’ B’, Fig. 3; from B’ as center 
and A W as radius, strike théarc C’ D’; also with B’ 
as center, U S as radius, strike the arc FE’ F’; make 
C’ D’ equal to P Rin Fig. 1, Draw the line D’ B’ 
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and C’ B’, cutting the upper arc, will be the pattern 
for one side of the article. In the same way, with L’ 
as center and ZX and Z Y as radius, strike the arc 
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I’ K' and G’ H’. Make G’ H’ equal to N Pof Fig. 
1, draw the line LZ’ H’ and L’ G’ cutting the arc 
above will be the pattern for the end pieces. 

Eaton, O., Feb. 8, 1900. ‘<CuB.”’ 


“SNAP” RULE FOR CUTTING BOSSES FOR 
HANDLES. 








To THE AMERICAN ARTISAN. 

The workman is called upon to cut a boss of some 
shape nearly every day. For the benefit of those who 
are interested in the art of pattern-cutting, I have 
produced several diagrams of different forms of han- 
dles, showing that the rule can be applied to any form 


Fig 4 
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Fig 2 
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of handle, and the rule is so simple, and yet accurate 
enough to answer all practical purposes—and can be 
cut almost instantly. 

Fig. 1 shows a form of handle for a tea-pot as 
used in former times, and was made in almost every 
ordinary job shop in the country. Today the tea-pot 
is only made in large factories as a specialty, and the 
cast-iron or tin-stamped handles are used. 





To describe the pattern for Fig, 1: Place the 
handle on a piece of tin and draw the curve line A B 
with a scribe-awl around the outside of handle; then 


my 
A 


reverse the handle to the position as shown in the dia- 
gram, and draw the lineC A. The pattern will then 
appear as shown in Fig. 2. The point A will require 
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Fig. 3 
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Fig. F# 
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a little trimming, as shown by the dotted line which 
completes the pattern. 

Figs. 3 and 4 show a handle for a cover and is 
produced in the same manner as the pattern for Fig. 
1. “B. L, B.” 

Chicago, Ill., Feb, 3, 1900. 


CRIBBAGE BOARD PATTERN. 








To THE AMERICAN ARTISAN. 
I want a pattern for a cribbage board, to be made 
of copper and brass. Kip, 
Poseyville, Ind., Feb. 9, 1900. 


KUEHN’S RAIN WATER CUT-OFF. 








The accompanying cut shows the ‘‘Kuehn” rain 
water cut-off manufactured by the LaCrosse Steel 
Roofing & Corrugating Co,, LaCrosse, Wis, This cut- 





Kuehn’s Rain Water Cut-off. 


off is made very strong and has a lever that cannot 
get out of order. It will fit corrugated pipe. There 
is a distinct saving of both labor and solder in apply- 
ing it to the pipe. This firm make a complete line of 
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roll and cap, standing seam and corrugated roofing, 
plain, crimped or rock-faced brick, eave trough, con-. 
ductor pipe, elbows, cornices, skylights, finials, ven- 
tilators, cut-offs, crestings, etc. 





THEIR BLEVENTH ANNUAL CATALOGUE. 

The eleventh annual catalogue of the Lisk Mfg.Co., 
Ltd., Canandaigua, N. Y., is an exceedingly attractive 
volume, showing a very complete line of anti-rusting 
tinware. The tinplate used in the contruction of this 
firm’s goods is made especially for their exclusive use 
of the very finest material obtainable and is heavily 
coated with only the purest brands of pig tin. The 
line of goods shown includes anti-rusting 10, 12, 14 
and 16 qt. pails, with solid single metallic bottoms, 
made of either IX, IXX, IXXX or IXXXX tinplate, 
anti-rusting strainer pails, anti-rusting cream pails, 
anti-rusting dippers, anti-rusting milk strainers, anti- 
rusting milk cans, anti-rusting wash basins, anti- 
rusting milk pans, anti-rusting puddling pans, anti- 
rusting pie tins, anti-rusting saucepans, anti-rusting 
preserving kettles, anti-rusting dish pans, anvti-rust- 
ing tea kettles, anti-rusting wash boilers, anti-rusting 
coffee boilers, anti-rusting oil cans and anti-rusting 
bath tubs. 

A specialty handled by this house is Perkins’ 
sheet steel self-basting roasters. One of these very 
handsome volumes will be forwarded the trade on ap- 
plication. When writing for same kindly add: ‘Saw 
it in Toe AMERICAN ARTISAN.” 

This: firm have enjoyed a phenomenally good 
business the past year, being pushed to the limit of 
their capacity in order to supply the demands of the 
trade for their goods, which are handled by an exceed- 
ingly heavy percentage of the American hardware 
trade. 
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COVER THE COUNTRY. 








There are branch houses, then there are other 
branch houses. Some manufacturers consign a gross 
or two of their goods to a jobberon commission and 
then announce him as their agent in a certain exten- 
sive territory, his store being referred to as ‘‘our 
Xville branch.” Sidney Shepard & Co., the Buffalo 
manufacturers of house furnishing hardware metal and 
tin men’s supplies, have branches that are really sepa- 
rate concerns in themselves, as every one of them car- 
ries a complete line of supplies and ships goods di- 
rectly to the trade in its territory without any for- 
warding of the order to the parent house in Buffalo 
ana tedious ensuing delays while the goods are en route 
from the Empire state. Their magnificent structures 
at New York City, Chicago, Kansas City, Seattle, 
Denver and St. Louis, each employs an army of sales- 
men with complete receiving and shipping depart- 
ments and each controls a large trade. The trade 
should write the nearest branch of this firm for cata- 
logue and other trade literature. When wrising 
kindly add: ‘Saw itin Tae AMERICAN ARTISAN.” 
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Fifty tinplate mills are now in operation at New 
Castle, Pa. 
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NOTES AND QUERIES. 


WIRE STRAIGHTENING MACHINERY. 
From A. A. Schroder, Van Horne, Ia. 
Where can I buy wire straightening machinery? 
Ans.—Bowen Cable Stay Fence Co., Norwalk, O. 


PORTABLE BAKE OVEN. 
From Barrett Hardware Co., Union City, Mich. 


When can we buy portable bake ovens? 
Ans.—Adam Reid, Buffalo, N. Y. 


SLATE ROOFING CONCERNS. 

From Kroncke Bros., Madison, Wis. 

Would like address of slate roofing concerns? 

Ans—Auld & Conger, Cleveland, O.; East Ban- 
gor Consolidated Slate Co., East Bangor, Pa.; Slat- 
ington Bangor Slate Syndicate Slatington, Pa. ; John 
Galt & Sons, Chicago; J. and C. Bray, E, Bangor, Pa. ; 
Good Luck Slate Co., Lower Slatington, Pa.; E. J. 
Johnson & Co., New York. 


SOLID BANDS FOR ICE CANS. 
From Fowler & Wolfe, Paducah, Ky. 
Would like address of manufacturers of solid 
bands for ice cans welded and galvanized, 
(Can any of our readers answer this question. ) 
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Schellhammer & Son, Warren, Pa., tinners, are 
victims of a recent fire. 


Hughes & Johnson, Lyle, Minn., tinners, have 
dissolved partnership. 


The Association of Manufacturers of Galvanized 
Range Boilers held a meeting on Feb. 12. 


The annual meeting of the National Enameling 
and Stamping Co. was held at Jersey City, N. J., on 
Feb. 6. 


MeMillan & Sloan, 40 Dearborn St., Chicago, will 
act as western agents for the asbestos cement and 
other specialties manufactured by W. H. Colebrook & 
Co., Syracuse, N. Y. 


J. L, Perkins & Co., 241 Lake St., Chicago, are 
agent for the American Seal anti-rust roof paint. 
This is made with pure linseed oil and the best pig- 
ments, One gallon covers five squares. This firm 
also make American Seal elastic roofing cement, stove 
putty and asbestos cement. 


The Struthers Iron and Steel Co., Struthers, Ohio, 
are meeting with a very heavy demand for their Clover 
Leaf ga\vanized sheets. These are very soft sheets 
with no rough edges, and are especially adapted for 
eave trough, cornice work, etc. This firm make all 
grades of black sheets plain and cold rolled. 


The Lalance & Grosjean Mfg. Co., 21 Cliff St., 
New York, and 81-83 Michigan Ave., Chicago, have, 
it is claimed, the largest plant on earth for manufac- 
turing enameled and sheet metal wares. They make 
the ‘‘Agate Nickel Steel,” ‘‘Pearl Agate,” ‘‘Peerless” 
and ‘‘Blue and White’ wares and the celebrated ‘‘L. 
& G.” steel sinks. 
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Rdvertiser’s Index. 
ALPHABETICAL LIST. 


aS Ts Os ss Sd cdowstewes oc sss 29 
Aiaen TOBE. TOO. ok 6k 4 ids cccwds 98 
Aluminine Paint & Polish Co. .....104 
American Carburizing Co...........97 
American Corrugating Co.......... 106 
American Cutlery Co................ 99 
American Radiator Co............ .. 2 
American Tin Plate Co............. 110 
BBOGERO BEES. OO. ons are'siveide cits ¢ 005s 104 
Pe, We Ge SP Ge oc dec wevecgumm 112 
Atlas Bolt & Screw Co.............. 1 
BT, Gis Oe ls GIs oc ccc nce vecenes 1 
Berger Bros. Co.........+..eeeceee: 108 
Berger Mfg. Co.......-seseee-0-- -109 
Bergstrom Bros. & Co.............-- 2 
er 
Et PS OTTO TT TTT T Tee 107 
Blumer-Doscher Mfg. Co..........- 104 
EE FE EI nisin nike ae vcececssd woud 100 
Boynton Furnace Co.............-.--32 
Bolles, J. E., Iron & Wire Works.. .196 
Brandon Mig. Oo... ....cccccsecerees 103 
Brand Stove 00. ..cce.cccccccccses 2-13 
Bramer, A. G.....c.cccccccccccccees 107 
Brighton Pattern Works........... 107 
Barton, W. J. HCO... .cccrcccccccees 109 
Canton Steel Roofing Co. .......... 105 
Champion Steel Range Co........... 25 
Chicago Stove Works............... 12 
Cincinnati Corrugating Co......... 107 
Clark, George M. & Co.............- 5 
Clark Novelty Co............-.0.0+: 100 
Clark, Quien & Morse.............. 108 
Clayton, Lambert Mfg. Co.......... 100 
Cleveland Steel Range Co.......... 14 
Cleveland Grill & Register Co....... 98 
Colebrook. W. H. & Co.............107 
Commons, Wih.oeecccccces cccese sees ] 
Cooney-Geiger..........seeee cece eens 1 
Cope, Geo. W. Pattern Works..... 97 
Oortright Metal Roofing Co...... ..109 
Culter & Proctor Stove Co....... 10-11 
Danielson Machine & Tool Co...... 107 
AR ds Savdekei sie cs uses 1 
Disston’s Henry Sons...........---. 104 
Dixon, Jos. Crucible Company...... 94 
East Bangor Consolidated Slate Co.105 
Eclipse Stove Co..........0002-+----04 
Bilar,.d. TH: BGs ve cocccccravecess. 106 
Enterprise Mfg. Co..........--. +++: 103 
Enterprise Stove Works............. 16 
Ervin Specialty Co................. 109 
Excelsior Stove & Mfg. Co..... . 20-21 
Fanner Mig. 00; ... 000 ccccctce ccces 97 
Oo Be Da eee pS 98 
Forest City Stamping Co............ 109 
Fowler Automatle Draft Regulator 
and Ventilator Co..... owen tanes 2 
Went GN GR onion nce vnc cen cscs 99 
Franklin Elevator Co..............+. 2 
Friedley & Voshardt............... 107 
Front Rank Steel Furnace Co...... 102 
Garry Iron Roofing Co............. 106 
Globe Ventilator Co............... 110 
Gobeille Pattern Wks.............. 97 
Grand Rapids Refrig. Co........... 101 
Gurney Heater Mfg. Co............ 2 
Hamilton, John.. cunmdkedstesee 
Harrington & King Perforating Co.. 112 
Hess, Snyder & Co......ccccccccceees 25 
Hoffman, Geo. D. Furnace Co........ 27 
SR HOD, WE a. 600s neccns c6ecemas 97 





Hopson & Haftencamp Co........... 99 
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[llinois estan & Supply Gi cosees 106 | 


Independent Register Co............ ] 
International Correspondence 
ET nec code shavbuashbasadusaelh 96 | 

es os nvnnaedscantenig 112 | 
PUI Ws. Mn ackcccsccc. cechsaes 94 
Joliet Stove Works.................- 24 
Kanneberg Roofing Co............. 107 
Kansas City R. & C. Co............. 109 
Keen & Hagerty Mfg. Co............62 
eneE NO OOD. 5.0 owas caesierss acne 27 
Kelsey Furnace Co...........-.+00+- 26 
Kewanee Boiler Co...............+.. 2 
Kimball Bros. Elevator Co........... 2 
King Improved Sand Blast Co...... 100 
Kirkpatrick & Co............cce0e 110 
Krause Mfg. Co.. ' -+ 99 
La Crosse Stee: ioofing & Cor. Co... .109 
Lalance & Grosjean Mfg. Co........103 
Lawler Water Feed & Damper Reg- 

GIP OD. ccnesccenesvadscscount 29 
Lee-Glass-Andreesen Hdw. Co....... 238 
Lindemann, J. P., & Sons..........8-9 
RA iid c cckcesestentenaon 1 
DE Si odecehekes seumpheish tal 112 
Meyer Furnace Co.................. 29 


Michigan Safety Furnace Pipe Co. . .96 
Miller, Jas. A. & Bro.cccce.cves- 05108 
Missouri Sheet Metal Ornament Co. 107 


Mueller L. J. Furnace Co........... 29 
National Enameling & Stamping 
Ml ses waennhdae neskntidebeenhas 102 


National Vapor Stove & Mfg. Co.... 6 
Niagara Machine & Tool Works... 105 
» 


North Carolina Mica Co............ 112 
I SI on cocdipnddsaansin 32 
Osborn, J. M. & L. A..............110 
PU MEUM ia os cece cccavecccces 112 
Pelouze Scale & Mfg. Co............ 100 
Peninsular Stove Co................ 15 
we ye |). SE a 1 
Plume & Atwood Mfg. Co.......... 110 
a oar nwshe cntatedts ed 112 
Pritzlaff, John, Hdw. Co............. 28 
Remmers Pattern Co............... 107 
Ringen Stove Co.............-sceees 3 
Robinson Furnace Co............... 26 
Rocker Washer Co................. 99 
Schreiber, Conchar & Westphall Co.22 
Schreiber & Conchar Mfg. Co........ 98 
Schneider & Trenkamp Co.......... 4 
Schwab & Sercomb.................. 98 
Sinepard C. Sidney & Co............. 17 
Smith, Bradner &Co...............100 
SE ees ee een 102 
Stanton Heater Co.... .............. 27 
Standard Lighting Co............... 23 
RTE IE Coins ci eb Seadisce cos 107 
Struthers Iron & Steel Co........... 2 
Beperser PAF. OO. ... 0.2 svccvcasececic 27 
SuppleeHard ware Co.............. 104 
ES OD re 105 
Sykes Steel Roofing Co.............. 94 
- eB eee 93 
.  , OD ks eee ee 112 
es WF We oP Oa hewsawic sctes 100 
Twin Burncr Vapor Stove Co ....... 7 
Van Uxem, Frank.....)............106 
Walworth Run Fdy. Co.............. 99 
Wayne, Anthony Mfg. Co.......... 101 
Wey Oh Eb ihed od cickbcire dead bide 97 
Welling Mfg. Co........ sseseoe.. 108 
ES BR n.os'0.009'0000-060n a0adi< 105 


White, Thomas Stove Co............19 
Co 


Wisconsin Refrigerator Co.......... 91 
Woodard, W. H. & Co.............. 104 
Zucker, Levett & Loeb............... 96 
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ARCHITECTURAL SHEET METAL 


WORK. 
Friedley & Voshardt............... 107 
Missouri Sheet Metal Ornament Co. 107 
Wye ee. Cian dedckicbde sede: 105 
AWNINGS. 
Canton Steel Roofing Uo............ 105 


BRAZING FORGES. 
Batten, Wd. Obickccicecsecccss Ue 


BUILDING PAPER. 


BPO, Weds ME Uli ca cccccccscccses 110 
Smith, Bradner & Co............. 100 
CASE HARDENERS, 
American Carburizing Co...........97 
CEILINGS—STEEL 
Berger Mig. Co...cccscosccccssesess 109 
Barton, W. J: & Cds.ccccce..-s--- 110 
Canton Steel Roofing Co........... 105 
Hilder, J. HL. BOO... cs cccciccccse. 1B 
Friedley & Voshardt............... 107 
Garry Iron Roofing Cu........... .106 
Illinois Roofing & Supply Co...... .106 
Kanneberg Roofing Co............. 107 
La Crosse Steel Roof & Cur. Co....109 
CEMENT. 

Ceeeieh, WHE soo isch cvde cdssccbices 1 


CONDUCTOR STRAINERS. 
Burton, W. J. & Co...........+.2.--110 
vanton Steel Roofing Co...... ...... 75 
Garry Iron & Steel Roofirg Co..... 194 
La Crosse Steel Roofing & Cor. Co..109 


CORNICES. 
Beemer Bie. OO. ccccccccccccdsccce Me 
Burton, W. J. & Co......00.00---. 110 
Canton Steel Roofing Co..... ..5...105 
Garry Iron & Steel Roofing Co..... 106 
Kanneberg Roofing Co.............. 107 
La Crosse Roofing Co...............109 
Willis Mfg. Co..... 6% ob'seed 0d cscs ew 

CORRUGATED ARCHES. 

Canton Steel Roofing Co..... ...... 105 

CRESTING. 

Bolles, J. E., Iron & Wire Works.. . 106 
Canton Steel Roofing Co.... ....... 105 
CUTLERY. 

Disston, Henry & Sons............. 104 
Pe SE EP ibns sade a¥etbuweccoes 99 


DAMPER REGULATORS. 
Fowler Automatic Draft Regulator 


and Ventilator Co................. 2 
Lawler Water Feed & Damper a 
Co..... $06 69 conesecesccecces 60 OO 
EAVE TROUGHS. 
Berger Mfg. Co...... ade bdendoe 562 109 
a Se errr 110 
Canton Steel Roofing Co...........105 
Cincinnati Corrugating Co......... 10; 
Clark, Quien & Morse.............. 108 
Cooney, Geiger & Co..... anita Mie macs 1 


Garry Iron & Steel Roofing Co.... .106 
Illinois Roofing & Supply Co.... ...106 


Kanneberg Roofing Co............. 107 

LaCrosse Steel Roof. & Cor. Co..... 109 

Miller, Jas. A. & Bro...........0.. 106 

Welling Mfg. Co.......ccesee.-- --105 
ELEVATORS. 

Franklin Elevator Co................ 2 

Kimball Bros........ iiwdbscsedvcsece S 


ELEVATOR ENCLOSURES. 
Bolles, J. E., Iron & Wire Works... .96 


FENCES. 
Bolles, J. E. Iron & Wire Works. ..106 
Detroit Fence Co...........cccces nee 
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Bawmett, GE. BH Ma Giiccecvccsacccccce 1 
FIRE ESCAPES. 
Bolles, J. E., Iron & Wire Works. ..106 
FLUE STOPPERS, 


I Oe I hts aw ec dbcodenesssics 97 
We SC Is os once nose o00s sae 105 
FURNACE PIPE. 
pe Ee 29 
Michigan Safety Furnace Pipe Co. . . 96 
co ee SS ee ae 110 
FURNACES—TINNERS. 

Clark Novelty Co................... 100 
Clayton, Lambert & Co............. 100 
Turner, W. W. & Co............-.-10 

FURNACES—WARM AIR 
Bergstrom Bros. & Co............... 2 
Boynton Furnace Co.................32 
Front Rank Steel Furnace Co....... 102 
Hoffman, Geo. D. Furnace Co........ 27 
SEE NID SIRs g wacdn scan cncasanv oe 
Kelsey Furnace Co............ 200. 26 
Pe ND GI oss cicesscsacccaace 29 
Mueller, L. J. Furnace Co.......... 29 
Robinson Farnace Co................ 26 
Schwab & Sercomb................:. 98 
Stanton Heater Co...5 .....00scccee% 27 
Superior Foundry Co................ 27 

GAS STOVES. 
RR eet on. 0s dns Ce seb dk 29 
Ringen Svove Co.. a 
Schneider & Treskeup Co pila te 4 
GAS OVENS. 
pe Re Pee 29 
GRASS CARRIERS. 

NE NG RII cin dh ccmscss o<ks vs 99 
HARDWARE SPECIALTIES. 
American Cutlery Co..............- 99 
TINS 0ivin spn onccons coca 104 
Keen & Hagerty Mfg. Co...........102 
Lufkin Rule Co.. * <eoueree et 
Nat.Enameling & ‘Stomping Co.. Sy 102 
Pritzlaff, John, Hurdware Co........ 28 
Schreiber & Conchar Co............ 86 
Schreiber, Conchar & Westphal Co. .22 
dak <p bbdiweecqe citar vias 102 
Supplee Hardware Co.............. 104 
HEATERS—HOT WATER AND 
STEAM. 

American Radiator Co.............. 2 
Gurney Heater Mfg Co............. 2 
Kewanee Boiler Co.................. 2 
TOR, Wee ot CO cc cwcoccccec'scs: 100 
HOSE COUPLING. 
Clayton, Lambert Mfg.Co .... .... 100 
HOUSE-FURNISHING GOODs 
EID ood oe dade dedecsed 103 
Enterprise Mfg. Co.............0.4. 103 
Keen & Hagerty Mfg. Co.......... 102 
Lalance & Grosjean Mfg. Co.... ... 103 
National Enameling & Stamping Co.102 
Sperrv, D. R. & Co.........0..., .102 
NT INE obi os sescdcycewes ccs 97 
ICE CREAM FREEZERS. 
Tatum, Sam’1C.Co.. a a 
LANTERNS. 

— ETAL i SHINGLES. om 
Berger Mfg. Co.. ccccesccecee +s Oe 
Burton, W. J. & Co. ih Scuaadinhe eee > 102 
Cortright Metal Roofing Co....... 102 
Garry Iron & Steel Roofing Co...... 106 
La Crosse Steel Roof & Cor. Co..... 109 
METALS- PERFORATED. 
ASR, BRBNG TOD ce xs ccctrccerecres 98 


darrington & King Perforating Co.112 
METALLIC SHUTTERS 


Beamer Migs Oa. ... cccces ccc socs ss 169 
Surton, W. J. &Co.............. 1 
Canton Steel Roofing Co...........105 


Garry Iron & Steel Roofing Uo..... 106 
La Crosse Steel Roof & Cor. Co ...100 


MICA GOODS. 


North Carolina Mica Co............ 112 
OIL STOVES. 
Clark, George M. & Co.............. 5 
Lindemann, J. P., & Sons.......... 8-9 
National Vapor Stove & Mfg. Co..... 6 
NT I, TDs os cup cca nese 0s 22 
re ee 3 
Schreiber, Conchar & Westphal Co. .22 
Schneider & Trenkamp Co........... 4 
Standard Lighting Co............... 23 
Twin Burner Vapor Stove Co........ 7 
PAINTS. 
Aluminine Paint & Polish Co...... 106 
Gertees We Fe OO. 6. cccccccccccs 110 
Santon Steel Roofing Co............105 
Jarry Iron & Steel Roofing Co.... .106 
Mixon, Jos. Crucible Co............ 96 
La Crosse Steel Roofing & Cor. Co..109 
PAPER. 
hs eels GE Eanecceseccee cece s 110 
Smith, Bradner & Co.............. .100 
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PATENTS. 
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Kirkpatrick & Co...............0:- 110 
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Zucker, Levett & Loeb.............. 96 
POLISH, 

Aluminins Paint & Polish Co.......106 
En on ccecbaebeeeeebe 97 
RADIATORS. 

American Radiator Co.............. 2 
RAILINGS 
Bolles, J. E. Iron & Wire Works. ..106 
RAZORS. 

Fox Cutlery Co.. ‘ ee 
REFRIGERATORS. 
PT cecbescccece cess cscs 100 
Grand Rapids Refrigerator Co...... 101 
Lindemann, J. P. & Sons...........8-9 
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Cleveland Grill & Register Co....... 98 
ins as nitdacsensspannst 107 
Hopson & Haftencamp Co............ 99 
Independent Register Co............ 1 
Schreiber & Conchar.............+..93 
Schwab & Sercomb...............0+- 98 
Walworth Run Fdy. Co..............99 
ROOFING. 

American Corrugating Co.......... 106 
BameP BERG, OO.cccccccscccccccess’ 109 
We Oy GPO dns cscs cececse 1 
Canton Steel Roofing Co............105 
Cincinnati Corrugating Co......... 107 
Cortright Metal Roofing Co........ 110 
East Bangor Consolidated Slate Co... 105 
ir Tins on been ne4sens.obae 106 
Garry Iron & Steel Roofing Co..... 106 
SII 3 oa wleg occ cenees 112 
Kansas City R. & R. Co.............190 
Kanneberg Roofing Co.............107 
LaCrosse Steel Roofing Co.......... 109 
Miller, Jas. A. & Bro.............. 106 
Missouri Sheet Metal Ornament Co. 107 
SR Rc ME ds Bh. 5 occ ccctccccss 110 
I We BA GG < vs.0snscnse cae 1 
eT ee eee ee 112 
SAND BLAST. 

King Improved Sand Blast Co...... 100 
SAWS. 
rGh, Cis... covede thlneseew es 112 
Disston’s Henry Sons............... 104 
SCALES. 

American Cutlery Co......:.......0.. 99 
Pelouze Scale & Mfg. Co............ 99 
SIDING. 

Canton Steel Roofing Co.... ....... 105 
SKYLIGHTS. 
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Canton Steel Roofing Co....... ....105 
Cincinnati Corrugating Co ........ 107 
Friedley & Voshart................ 107 
Garry Iron & Steel Roofing Co..... 106 
Kanneberg Roofing Co............. 107 


| LaCrosse Steel Roof. & Cor. Co..... 109 


PRIN on ctccdcnecsadicescks 112 
SPRAYERS. 
Berger Mfg. Co.. i” coccecesROe 
STAM PI NG. 
Forest City Stamping Co........... 110 
STOVE BOLTS. 

Atlas Bolt & Screw Co.............. l 
DO ee 97 
STOVE LINING. 
oe l 
STOVE PATTERNS. 
Brighton Pattern Works....... oon 
Cope, Geo. W. Pattern Works....... 97 
Gobeille Pattern Works.............5 7 
Remmers Pattern Co................ 97 
IS edd hn haa éebd de exbe.e cau 97 
STOVE POLISH. 

Dixon, Jos. Crucible Co.............. 96 
SN MI Ts bo otc osdccdnccacees 97 
STOVE REPAIRS. 
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Colebrook, W. H. & Co............. 107 
STOVES AND RANGES. 
Brand Stove Co.................- 2-18 
Champion Steel Range Co.......... 25 
Chicago Stove Works................ 12 
Cleveland Steel Range Co...... ane 
Culter & Proctor Stove Co....... 10-11 
SN PRIN CIS ooo 0's cnsccteecdece’s 24 
Enterprise Stove Co.................. 16 
Excelsior Stove & Mfg. Co....... 20-21 
Hess, Snyder & IRC 
Joliet Stove Works........ .........24 
Lindemann, J. P. & Sons............8-9 
Peninsular Stove Co..............00. 15 
Schneider & TrenkampCo........... 4 
Twin Burner Vapor Stove Co..... | 
White, Thos., Stove Co.............. 19 
STOVE TRIMMINGS. 
Arcade Mig. Co...... 2... .cccccceess 104 
Atias Bolt & Screw Co.............. ] 
er ee 97 
STQVE TRUCKS. 

Arcade Mfg. Co.............0..c000- 104 
TAPE MEASURES. 
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Berger Bros. Co...... bustiactuose ce 108 


Blumer-Doscher Mfg. Co...........104 
Danielson Machine & Tool Co....... 


Forest City Stamping Co............ 1,0 
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Niagara Machine & Tool Works....105 
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INT SIDS oe seed nes 0400 0554 ¥e 105 
Woodward W. H. & Co.............104 
TINPLATE. 
American Tin Plate Co............. 110 
Bes WT « ie OO Tnccicoscecdcaces JB 
Canton Steel Roofing Co.... ....... 105 
Cincinnati Corrugating Co.......... 107 
Garry Iron & Steel Roofing Co...... 96 
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Illinois Roofing & Supply.......... 104 
Kirkpatrick & Co.....ccccccccecces 110 
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BRADSTREET’S ON IRON AND STEEL SITUA- 
TION. 


The editor of Bradstreet’s, New York, telegraphs 
this advance report of the iron and steel market, 
which wili appear in Bradstreet’s of Feb. 17: 

‘‘As indicated in these columns some time ago, 
the foreign demand for iron and steel seems likely to 
have a most important effect upon prices of the 
domestic product, It is conceded that any important 
recession in values would be met by a heavily enlarged 
export movement. America pig iron prices are 
steadily held. The only weakness noted being mani- 
fested at the East. Concessions in southern prices 
are claimed not to extend beyond one furnace, Con- 
siderable orders for pig iron have been placed at fuli 

riced and northern coke iron particularly has moved 
ie in the central West. Steel rail are well held, a 
fair business being reported at the West, but plates 
are weak in spite of a heavy business. Spring trade 
prospects in hardware are good, best reports coming 
from the West. The placing of a large order for cop. 
per by New England manufacturers at 16 cents is re- 
garded as a guarantee that the price will be maintained. 
Tin is higher, having reached 30 cents this week on 
improved demand and increased foreign speculative 
interest.” 


ROGERS, BROWN & CO. ON IRON AND STEEL 


Rogers, Brown & Co., Cincinnati, Ohio, transmit 
us the following advance resume of their report on 
the pig-iron market, which will appear in. their week- 
ly market report for Feb. 17. 

‘‘The business of the week has not been character- 
ized by any special event or feature. Hurry orders 
for small amounts have been constant, and the fur- 
naces have been exerting themselves to meet urgent 
demands and satify consumers, who have placed their 
orders in advance to cover requirements. 

Bessemer bars are firm at $24f. 0. b. valley 
furnaces, and northern gray forge is strong at $21.50 
in Mahoning district. 

The labor difficulties incident to the holiday 
hilarities in the South resulted in the furnaces produc- 
ing an unusual quantity of low grades, which have 
been sold off at figures slightly below the ruling mar- 
ket figures. Aside from:these concession, the schedule 
of prices prevailing for some time have been well 
maintained. All the southern furnaces: are still pro- 
vokingly behind their orders on soft and foundry 
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VENTILATORS AND CHIMNEY 
TOPS. 


DG Wixi: OS Eb cbttecsdéede ade 
Garry Iron & Steel Roofing Co 
Globe Ventilating Co.......... 


La Crosse Steel Roof & Cor. Co 
Van Uxe:r, Frank & Co 


Trade Report. 


WAGONS. 
Parry Mfg. C 
WASHING MACHINES. 

Clark, Quien & Morse........ ..... 
Rocker Washer Co................. 
Wayne, Anthony Mfg. Co 

WIRE GOODS, 
Bolles, J. E., Iron & Wire Works. . .106 





grade. The market closed in good form, with figures 
hardening.”’ 


SHEETS. 

Sales continue to increase in volume, and the de- 
mand is better thanever. Most of the business placed 
in the week was of the small order variety, but one or 
two good contracts were given out, and thereare more 
to follow. Black sheets are quoted at 3c to 3.15¢ for 
No, 27 black, and galvanized at 75 to 75 and 5 per 
cent off. 


MERCHANT STEEL. 


Business is being done almost entirely is small 
lots and no very large business is expected to be 
placed soon, Smooth finish tire steel is quoted 2.80c 
to 3c; smooth finish machinery steel, 2.95¢ to 3.05c; 
spring steel, 3.65c to 3.75c; tool steel, 7c to 7.50c; 
special, 13,.50c and upwards. 


MERCHANT PIPE. . 


Most of the orders being placed call for small 
lots, although two or three quite good sized contracts 
were placed in the week. Quotations are unchanged 
at 50, 10 and 5 off for small orders, and 50, 10 and 10 
off for large orders, mill shipment. 


WIRE AND WIRE NAILS. 


Business continues good, and as the demand shows 
nosign of falling off, but on the contrary seems to be 
increasing, it is expected sales will be large in the 
future. Jobbers are not buying in especially large 
quantities, but are making frequent purchases, and 
the aggregate is larger than ever before. Quotations 
are firm and unchanged. Makers quote single car- 
loads of wire nails at $3.53, f. 0. b. Chicago, and 
$3.63 for less than carloads. On wire, current quota- 
tions are as follows: Plain annealed wire, $3.38; 
painted barb wire, $3.98; galvanized barb wire, $4.13. 


BARS. 

The demand.is appreciably better, and sales have 
increased in number and in volume. The largest 
order taken last week was one of 3,000 tons, and other 
business ranged from this down to carloads. A con- 
siderable tonnage of inquiries is in the market and is 
expected to be placed within a short time. Quota- 
tions are unchanged and firm at 2.30c for iron and 
2.35 for steel, half extras, Chicago delivery. 
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Quotations. 











METALS. 
WELSH BRIGHT PLATES. 
Per Box 
ee te See IC 10x14 $8 25 
errr. IX 10x14 10 00 
sbide «a tvdeee IC 12x12 8 2 
060000s5edss IX 22x12 10 00 
 [e: 14x20 8 25 
*‘CALLAND,”’ 1X 14x20 10 00 
*MELYN” .-- XX 14x20 11 50 
AND .IXXX 14x20 11 50 
EQUAL...... .. IXXXX 14x20 13 00 
 - 20x28 16 25 
mw 20x28 18 00 
me 20x28 19 75 
-- XXX 20x28 21 50 
ecccce cece ced mXX& 20X28 23 25 
(108 Ib.)....1C 14x20 5 75 
+ See (108 Ib.)....1C 20x28 11 25 
(108 Ib.)....1C 14x20 5 75 
COKE PLATES. 

oker, full weight................ IC 20x28 $11 50 
oker, full weight...........---- IX 20x28 13 50 
OST, BOD TDS... ...ccccecccccees IC 20x28 11 2% 
_ RE IX 20x28 13 25 
BOT, BOO IDG... 0000 csopccccccssee IC 20x28 1115 
I ss cone opin cakekeel 1X 20x28 13 15 
sy MRED vccdc.cccace coos oses IC 20x28 11 00 
ot ins tincagite ngeees IX 23 00 
ey Ree IC 20x28 $11 00 

Rose, full weight........--.....1X 20x28 
Rose, full weight...............200 1b 20x28 10 70 
Rose, full weight...............190 lb 20x28 10 60 
Rose, full weight..............-. 180 lb 20x28 10 50 


AMERICAN BRIGHT PLATES. 
N. & G. Taylor’s “Ro = 





Bye BS Koy ..-IC 14x20 7530 
aylor * ° a 
Mee paper packed)......... IX 14x20 900 
Ros! Osborn’ s yisere 
J ht (tissue eyes IC 14x20 $7 70 
MRT. A 4 orn’ Eira IX 14x20 915 
(tissue packed)......... 
GR IEE «one 0060.6506 cred cecces IC 14x20 680 
Golden Star. i tian tended eb IX 14x20 8 30 
Osborao ‘séiidisdinitheaswMdiKnel Lt St. 
hha acicuai did deeun aunt ati IX 14x20 745 
Reckd et nd kadlatis cade saeineddd IC 14x20 5 40 
DL 24 i cndavccn sheenee 06%0 exes IX 14x20 650 
“Mollie” (Calland grade) (tissue 
cked) . -IC 20x28 16 00 
“Mollie” (Caliand grade) (tissue 
nibh Me hiekoenese 4ede IX 20x28 19 00 
“Marie” (Calland grade)........ IC 20x28 15 530 
“TEE ott alland grade)........ IX 20x28 18 50 
“Ollie” (Lisvane grade).......... IC 20x28 14 50 
“Olhe” (Lisvand grade)......... IX 20x28 17 50 
“Nettie” ( Allaway grade)........1C 20x28 13 50 
“Nettie” (Allaway grade). inde ae IX -20x28 16 00 
Palma Extra Coated.. vee eeeeN4x20 IC 775 
Palma Extra Coated.............. 14x20 IX 9 30 
Florence Calland Grade........... 14x20 IC 7 25 
corer — Grate “SR Teer 14x20 1X 8 80 
Violet.. wi Sadéhessesscocee i. GaP 
isd tnd Ghsciate $ wilde Sac kiitans 0b 14x20 IX 725 
AMERICAN TERNE PLATES. 
Osborn’s G'n’t’d Old Style....... IC 20x28 $17 75 
Osborn’s G’n’t'd Old Style.......1X 20x28 20 75 
Golden Star Old Pirie bose heqeed IC 20x28 17 25 
Golden Star Old Style.......... IX 20.28 19 75 
Osborn’s Old Method............1C 20x28 16 00 
Osborn’s Old Method....-°:..... IX 20x28 18 50 
The Osborn Roofing.....:....... IC 20x28 15 25 
The Osborn Roofing... 1X 17 75 
Star Old Style .... $ ...IC 20x28 14 00 
ee RE RR Me IX 20x28 16 50 
Se REE IE . 00 oepecencnetee IC 20x28 14 00 
Court Old Style..... sb piovendeees IX 20x28 16 50 
Nava Redipped...............-.-1C 20x%8 18 50 
I III «000.0500 000s 6040.90 IX 20x28 16 00 


Santiago ped... Pepa pl 
Santiago Old Style..............1X 20x28 15 25 











Tureka.....cecccesscee cove ceeee-IC 20x28 10 50 
SUSCER, ..ccccccce écosts essen Le ae 
Minn cnns 06 Sbisk pune aNESe eh08 IC 20x28 10 20 
(ites SELMER ROGET IX 20x28 12 20 
N. & G. Taylor’s Old Style....... IC 20x28 18 00 
4M. & G. Taylor's Old Style...... IX 20x28 20 50 
Balm’s New ae gg RRS IC 20x28 17 00 
“Balm’s New Meihod”........... IX 20x28 19 50 
“Tilinois Old Method”. .-+--IC 20x28 18 00 
“Illinois Old Method... ee eeLX 20x28 20 50 
“Crown Old Style vee ccecsetreeeeIC 20x28 14 50 
“C rown hove bees soul eaeeenseaserns IX 20x28 16 50 
x, * y > 30s 6ccccecsecans SE aan 
“E.L.”.. ooh ..1X 20x28 16 50 
*‘Jessie” . --IC 20x28 13 25 
‘““Dasso”’.... ---IC 20x28 12 25 
“Ray”... nee ---IC 20x28 12 00 
ORMINGE” 0 60008 cocececessccceceee IC 20x28 11 50 
~ > ««-IC 20x28 12 25 
gine ETRE CERRO TY CROC: © IC 20x28 11 00 
i ot. cn0e2«40e6eene~s snaked IC 20x28 10 75 
N. &G. Taylor C Co’s. “Knoxall”’ IC 20x28 11 00 
“Columbia” IC 20x28 15 00 
Merchant’s Old Method.......... IC 20x28 $17 75 
Merchant’s Old Method.......... IX 20x28 20 75 
Merchant’s Roofing..............IC 20x28 16 75 
Merchant’s Roofi seoeee coer sone 20x28 19 75 
American Old Style. . ee | CD 
American Oid Style........... 1X 20x28 18 75 


Eras ..-IC 2x28 14 75 
Sd copdesdévageeesenessealn Te i a 
BRS dals bdecon ce tease, Ys ---+.1C 20x28 14 7 
ee 
SNS 60450005 6000206 0604 onoocelar ne 
CE nated canis nand --» IX 20x28 15 00 
E> eres 8 Ul 
udth aden wkksd-onnahonecadaoducle ee [ae 
Kismet. 0s poivncc cose cencccenesnaee ED ae 
BR vcnccccvciesccsdsoccss ee Ge te 
PIG IRON. 
Lake Sap. Charcoal.... ....ccceccese $25 50@$26 50 
Local Coke Fdy No.1............. 25 00@ 25 50 
Local Coke Fdy. No.2.. «seeee 24 50@ 25 00 
Loca! Coke 44 4 Rea 24 00@ 24 50 
Local Scotch Fdy. No. 1. ceneee dd OO@ 25 50 
Local Scotch Fdy. No. 2............ 24 50@ 25 00 
Local Scotch Fdy. No. 3............ 24 00@ 24 50 
Southern Coke No. 1................ 23 00@ 24 WO 
Southern Coke No. 2............ +. 22 00@ 23 00 
Southern Coke No. 3................ 21 00@ 22 00 
Southern No. 1 Soft................. 23 0 @ 24 00 
| Southern No. 2 Soft. Pe | lt 
Southern Silveries.................. 26 50@ 27 00 
Jackson Co. Silveries................ 32 00@ 32 50 
Ohio Strong Softeners.............. 24 50@ 25 00 
Alabama Car Wheel................ 24 00@ 26 00 
Malleable Bessemer................. 24 00@ 25 00 
, Coke Bessemer...................... 25 O0@ 26 00 








BLACK SHEET STEEL. 


ag Sein. Nos. 8 and 10.. ..perlb. 3 25 
i idhanh 64braraadeurerse bias weididl per lb. 3 30 
No. l4.. pige ee -perlb. 3 35 
SEE ewaiesctenansaes veseeseperlb. 8 40 
No. 20, 22, 24, 35 and 26 | siclibagdevhea’ pei Ib. 3 35 
No. 27. reeverdecs » SE OS 
Melee baie oon dacapedirasedabed perlb. 3 55 


PATENT PLANISHED SHEET STEEL. 
Patent Planished Sheet Steel..................8%c 
GALVANIZED IRON. 
I eT a 
SOLDER. 

DNINN dbs bn dctcedl ap dids 064500 sedcceacas ..20¢ 
SHEET ZINC 
Ri cccdn teect cane $tetnwes eat $7 50 
COPPER 


EE ee eee lhl 





HARDWARE. 


—_——_— 


' QUOTATIONS. 


(The quotations given below represent the 
current hardware prices. They are not given 
as manufacturers’ prices, and manufacturers 
should not be held responsible forthem. Man- 
ufacturers sometimes name higher figures than 
those quoted for goods; they are not always 
selling at the price quoted, but goods are bring 
sold at the figures printed below by manufact- 
urers and j»bbers.) 





AMMUNITION 


CAPS, PERCUSSION—per 1000— 


FL Wateapecat, i 1-10s. ...50¢ 

G D.. ---40c 

Bley’ s. ..52c 
CARTRIDGES. 

Peters Rim Fire Cartridges................ 5O&34 

Peters Cent Fire, Pistol and Rifle.. .- 5&3 


Peters amt Fire, Military and Sporting 
Cartridge 

Peters Blank Cartridges, except 22 and $2, 
an additional 10% from above discount. 





Peters Blank Cartridges, 22 cal.......... $1 75 2s 
Peters Blank Cartridges, 82 cal.......... 3 50 2s 
Peters B B Caps, Round ball.. PIS 
tev e B Cape, NONE BON cccces cocx'cces Pay 4 
C. Rim Fire Cartridges.............. 
U: M C. Cent. Fire, Pistol and Rifie....... whee 
Winegates sant. Fire, Military and Spert- 
y ic Cartrid, .15&84 
C. Blan ye 2 and $2 cal...... 10% 
UM q 1 ¥0 Cartridges, 38 cal........ 50-10-10s 
U M C. B B Caps, Round Ball....$1 75..25&10¢ 
U. M. C. B B Caps, Conical oan. buks avo $2 00 net 
U.M.C, rome Piss Shot Cygs .. .-«- OSI & ae 
U.M.C. Cen ous 25&10& 38 








& PRIMERS. 
erdan Primers............. 
Peters Primers.......... AO ales 
U.M, C. Primers. ae 1 08 
Ww inchester Primers... 1 08 
SHELLS, 
eters & King Empty Paper Shell 
m. gauge. Ouickehot & i Le om ~» = an 10% 
eters Ring Empty Paper ‘“Shelis 16 
gauge. uickshot & League.........  e« 2081 
esare & hing ane Nitro Shells me 8 p 
eters ing Loaded Sh ; os 
PLeague and Semi Smokeless” Quickshot, 
wyeers $ & Kings Victor Loaded Shells with 
- ng’s Smokeless...... ...... 40810 10&58 


M. C. New Club, 16 | yauge.. 
U. M. C. NewClub'10 & 12 wet 
U. M. C. New Clup..... Scere sans 


oe M. 4 Nitro. vo 
High Base. 228 ett tee 
U, M. C, Tra OOF ee eeeere seseiee 8 
Winchester “Biue’ Rivals. eee “394 Ridge 
Winchester Yellow Rivals...... ||.) /"""*’ f 208 
Winchester Repeater Fala vos on vvas oo son 184 
incester Leader * 0000 a ons oan 
U. M. ae Loaded Shells, Black eee Se 
OD aiwestnes 
Winchester Loaded Shells, + Black eta f 40&58 
ponder ..... tte. 
U.M.C 


7 } ~ “"Sthokeless 


Winchester . 40&10&10& 54 


GUN WADS—per 1000. 


Peters Gun Wats... »-. bon y 
U.M. C. Gun Wads . jesxisenemeNrtiegs 


POWDER, 


Kin 1 < 
is roe & Powder; Kegs $4 00; % kegs 
king’ s Semi-S clita. wine pikes & 56 

King’s Smokeless. . 35, “08106 


Austin Quickshot P. 
$2 25; kegs $1 Pow: Kegs’ 4 00; 6 kegs 


Dupont Smokeless, Sporting. . . 25, 20&10& 104 


SHOT. 
—— rag sizes smaller than B, 25-Ib bags 


Bee, Bae 25-lb bags Rane ag 
Chilled Shot, 25-1 gi pee 60 
ANVILS. 

Hay-Budden, 70 to 84 Ibs............... 
Hay-Budden. 45 to SG Skdeiseveces. x oor ib 
AUGERS AND BITS. 

Snell’s Boring Machine Augers...... 

Snell’s Car Bits, 12-inch twist ri Bh tes “ re 

a 5S Pattern Auger Bits.. «+--+ SO&106 
ussell Jennings’ Augers and Bits..." 25& 108 

paip Augers L’Hommedieu Bits............... 154 
Gt ib aheddikaaas os base aces 

Climax Bits.. see sees eres 2 O0G108 

AWLS 

I Oe ne a 

Brad, shouldered, assorted 1 to 4. | =P. oS oD 

Pees shouldered, assorted 1 to 6...... per gr. 2 50 

Peg. shouldered. 02022 CONE Ber ee 1 00 

1, Scratch, handled. seeeee. per r, 480 
No. 5, Scratch, socket... 0.0... c0.c0. per doz, 1 00 


BEAMS—SCALE, 
Scale Beams, Liat Jan. 12, 82.. 


Frar s. bey Gosnion ‘i padebenesi: 
Pe WI 
BELLS 

1 ere 
> “SERS RORSRINRSERSORARER 
BELLOWS. 
anthe.... ee eT 708 
an EER eat 
PON 5 SPURS 5h00 obdc ceececc. cic Per doz. 4 00 
BIT STOCK DRILLS. 
Standard 1 List... Acti ode ites dnikdenstdeaed 60@60&5 
BLOCKS 
Common Wooden, ,....... 0... .sscscece 
Eddy Steel Tackle Blocks.. = ae 
BOLTS. 
CARRIAGE, MACHINE, ETC, 
Common, list 30, °O5.. ; 
Norway lron, $3.00, list Oct. 7, a aneonnna 
Bolt Ends, list Jan. 30 , '95.. cneee one SO&108 
Machine, list Sept. 20, _eebiaiaNeh rae: 0&7 
DOOR AND SHUTTER, 
Rk BL aa ee -- 60g 
Wrought Barrel, Standard Beeeoess pali>siaaal 
Wrought Flush.. 40&1(% 


Wrought Square, Standard list.. scaahalen 05 
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STOVE AND PLOW. FASTENERS, BLIND. HAMMERS. 
Fiow. sees ccccce cece ce MORIOS | Zimmerman’s.......+00++scegeccscce: cesees 50& 10% satiean’s Chaten. A. E. Nail......++++++ 000. 
Engineer’s and B. S. H —,- sins o&peencedsetonene 
Stove, list Dec. 28, 1800......0000 0. IIL. 60% Machinist’s y Hammers. coneeereraraae 
FAUCETS. Weel Pace, A. B. Wa... - c000ccc. cece vecn one ; 3348 
TIRE. B. & L. B.Co. 
Redlich’s Wood Faucets. HANGERS. 
Common, list Dec. 28, 1899..........++ eee 50& 108 BARN DOOR. 
Net Prices. “Climax” anti friction.........++++ss0+ +004 
BORING MACHINES. “Electric’ y 
ennings U ht without Augers.......... Set Ries FP we cn ccs ctecescvnces sone concongecse : 
J ~~ rig ~~ Enterprise, per doz. $36 00..........-++ sees. 408 
BRACES. FILES—Domestic. 
Best Brands, list Nov. 1, 99.............4-. Blood's i oulexsqunbtannineatiiie 
Common ‘Bail; American rirsarsssses sees = SOST9® | Good Brands, list Nov. i, 0) ....+.---se0-s: 75—105 Hunt's iacappagnittnmar nero 
Fray’s Genuine Spofford’s................,...GO% eae ee Re ee ee eee 
Fray's eS Sepa capa. 40& 54 Imported. Mann's. . trttesee cosseteeeeee PSBHS 
Fray’s No. 508 to 522..........000+ cesses eeeees 50s | Underhiil’s. 5. a... serecoss von 
BRS <o.00 08 0000e- cocece sceccecceocs URED EER GRE Fayette R. Plumb............... 
SRACESES. FORKS AND HOES. HAY AND STRAW KNIVES 

ii Cost iron Pisin. hevhipeiaecadase sine aeeeisnaaiae (Steel Goods Association, List Aug. 1, ’99.) ao 

. songht Steel ....-. . pe EC. - -~ Shagenapenesetenambognaare 

iyi SS ot docoursesugeig tanvees ieee | GOkP end ag = RBonss co cove oe sees SERES | TABMERIRG....-.0. scerereverrrerrooern es 

ey pase oe pee Forks.. HINGES. 

! eet Forks eam 

not BROILERS. Ballast or Stone Forks : Light Strap Hinges, No. 800.. ve see OOS 

if Tanners’ Forks... aie Pea ete as. Fee. B08 oo eos eens oo OS 

Hh avi rem ee  “ Fee ye UY SS 

By Wire Goods Co ...+++ 20 sseeee ener sere evee vers bi Potato poop Forks... naidntintueul ane Heavy T Hinges, No. 807..........--++ 000s 60& 10% 

aR, NN os cnns ance seandeseuatinmandala Extra Heavy Hinges, No. 800 ee eres ceeeeee $ 

, yste 

14 BUTTS. Sluice Forks . ae enna Long Chest Hin; - —_ eee wees eeeseesece 

he? Heavy Mill, Manure or Street Forks.......... 70% | Hinge Hasps, 0. fis... ce ceccecesccccce Sip 

rs Bright Butts, Nos. 800, 802, 804, 806, 808, 810, Steel are or e Aaghalt BN asus anh apecedalel 654 | Crate Hinges, No, 815.................eeee0es + 

rat Rarer edemmndn cece ae SOS © RE i cecenarnh tinttatinnenecetoustl 65 Crate Hasps, Single Swivel, No. &i7.. 

t Bright Butts. Nos. $26, 828, 829, 880, 882, 434, Two Tine Hay Forks, Standard Size..." 65% 

Bt 838, 840, 842, 843, 846, $48.......70&54 | Three Tine Hay Forks, Standard Size. ...60&154 HOLLOWWARE. 

Ls Bright Butts, Nos. 822, 822% 828. | RRS: 70% | Four Tine Hay Fork Standard ome . oe de 44 Stove Hollowware Ground 50% 

ier J ed = Nos 700, 701, 702, 708, 704, So ket Four Tine Hav Forks. ar & Stove Hollowware Unground.................. 

ee . , 108, 709, 710, 711, 726, 727, 728, Socket Four Tine Manure plants: ee oe 70&104 
ej 4 , 730, cece cece ceeeccescceeccesseeceeesQOQlU | Socket Four Tine Spading Forks, i&Sa589 Ion ae oe bees ed 
= : Three Tine Hay eader and Baler oo ‘ IRONS—SAD AND POLISHING. 

t, CAGES—BIRD. Four Tine Hay sader aid Baier Forks 9 "Soe | Mrs. Potts’ No. 50...... PR | 
COORD OF EET POUR ccc cosceccceneseacneeee Ets BOGE BM EB ccc.caée bdedebns checces oee 
po 0 ESE NEE CS ES GI IE PDO 40g | Four Tine Manure Forks.............. 65to65&10¢ | Mrs. Potts’ No. 60.... 2... cc. ce ceesceceeeeeee 110 

a Brass 1200 series..........-.+-+ssse+eceseeee..884% | Five & Six Tine Manure Forks........ 65to65&10% | Mrs. Potts’ No. 65.......... 2220 cececececeeees 1 08 
i aac Tip ne I so namenenvenevove csececensoest 10&2% 
. | Potato Di - —erpenee Cee bo ccccceccccccsccees OMe KNIVES. 
¢ CASTERS. Garden Hoed cnt ssc ncicccciaciistae | Standard List... 
Hi ' 60t ” pendow and Rhode island "Hoes... .. es: $ a © Hlandie..... 
nieies ocbe ceesdonese ae waheam Meadow Hoes................ Benne anne waaeees : 
$38 Flats Casizis... spac cerenase ro eoerenreens nee Mortar and Strent lar Pat sgecests ss Cautelo’s Folding... ........0.se0ssscecccccsoe Sif 
CCR eee ee eee ee anter oes “ee ar a ern. 
: Zobacco, Hoes.. peter ad eins KNOBS. 
: III 51 Unidena oddcitebauten 
“ CEMENT. Rouss he —-y Cotton Hoes .. ‘ieitontig Base, ‘Mineral. wnaeeon ‘tip, Pee, ay og 
. otton opper HOGS.... «+ -+++ senses “4 ’ ‘ 
: | Asbestos Furnace Cement, 5 and 10 lb. cans, Ladies Cotten RARER SES *- 75&10&7% Door, Por. Jap’d.. tr srteeeesr ones @ dz, 5c 
EPUB ecccvece cecsences sensesececapaenasesonces Be EBD MND ec cnceccccccccansais 60&1 oasiee 
Toy Ladies’ and Boys’ Hoes 70&10to70& 10&58 LADLES. 
Weeding Hoes and Rakes .............. 70to70&5% | Reading...... .... ae Net 
3 CHAIN, Potato Hooks......00..00+.cstseeseen oie inal... Cyr ice Nc teh eebeette ~ 
. op Hooks cépenceed 
Steel Garden Rakes. . coe cees OQ 
4 Coll $6 tmevss esrersessesiteseenssess sess s1118 08 | Steel Garden Rakes Stamped blanik.......-.... 70% merece Ee -G-saneeee 
=y! Ol sclen a netlhh etnias camidineaenmiite 5 BO | Dur Edgers .... ..cccecccccecceecccscceecees 60&5¢ | No.0. Berger’s ‘‘Bail Lit, ” 7 
$ ieee 4 Ra oben RS. 5 40 | Steel Road Rakes........ ccccccesssecccececsssOOh | cccecsceccee neces sees cece z $950 
a | fe me ceeeses ir, a oe Special Mortar Hoes........ No. 0. Bergers “Bail Liit " Ci 
2) ; arpere, Me. 7 Mortar Hoes . Ky ad sai POO 10 50 
: CHALK. ruc OCB once cece cece cccecs ee ° ergers “Bai ift,” 
ri i TOE ecg buds atigads ncnctcenshteeetehee B <keadusd ecouse cong panget er doz 13 00 
tt { cal Se spans occancnene ceqnasenteed No. 2. Berger’s ‘‘Cold last,”’ 
Bin 6 0c0e cccccccede bo0dsivosennesys per gross 60c OG EPO BECO occ cs cccvcccccecccccc ED B _ Svedpnocececs cece socecuneed per doz 16 00 | 408105 
#4 Poe Se PE UNOEN « wae. vidivdescevesbosdd No. 0. i Pain Gl Dash Board, Jap- 
, White .... 2... cece ce eceeceeeetceeece 45¢ | Laid Steel Edge Hoes............0.se000 25, 5&2 anned, Plain Globe......per doz 13 00 
4’ No. 0. Be af s — ‘Board, -Jap- a 
: ann ull’s Do kanal r doz 
nt CHISELS GAUGES. No. 2. Berger’s Dash Board. Jap- 
Marking, Mortise, etc Se aS 608 anned, Plain Globe....per doz 17 00 
eprereyerer } ross Stanley R. & L. Co.’s Butt & Rabbet Gauge..Net | No. 2. Berger’ s Dashboard, Jap- 
Witherby ate . panned, Bull’s Eye....per ou 17 50) 
GIMLETS. BULL’S EYE POLICE. 
anes. Malin, Metal, Aessutad-.....:. per "32 15@$2 75 | 2%-inch flash light per doz $3 50@$3 75 
2 i ae ee menre ree Ae Re Beate 4 

ip Ko. Ad gojetts reuh tb been onsed codeae cate senies Spike, quaupenssents Asia stent 4 50@ 7 00 ‘tach se Ls uae sens souta Te ae H 30 

. BETAS MIGROTT 200. cee cs cede coc ccc cece On Nail, Wood Handled, Assorted, per gr. vinnie te BPE GI oscc ds ccccaces seve ccsaes per doz 8 75 
ey 

: : COFFEE MILLS. Spike. | We Wood | “Handled, "4 “Assorted, 5 @ 5 2 LEMON SQUEEZERS. 

Ca Ent ise Mfg. Co., list Jan. 17, 93 254 Wes. Noa 316.00" Fu RS OER Mas, 

nterprise . Co., li Sf ee 
Parker's ri te . hed bisa vat phalabisSadecneae 50& 10 Tened CLUS FUSS. ons Wood, Porcelain Lined, No. 1 
TE cnnngendebbhaentce 040s cathandehaeeae Weel. «scien deh Wisadencec cesses 5x00us Snboadey Mceueiades Wkdbbesessee wbetenel 
- Enameled... ...+c.sssecessceseteceeeeess...,..85 | Tinned Iron : fo 
Iron, Porcelain Line : 
DOG COLLARS, GLUE. fenaines’ S 
: . Mastin’s Liquid. Liat... 500 ccccvess 304 off List > bp anlanitte 
Pope & eevous 3 Jats =a Martin’s Liquid, List................ 80s off List MALLETS. 
rass (iui assortment) ............. -net prices 
Martjn’s Liquid, List.. ..80% off List Fiber SRaod Stearns... ms 308105 
DOOR CHECKS. GRANITE AND AGATE WARE. ree ** 40@ 40% 105 
Granite and Agate Ware..........-+++e+s+ +++. Tinners, Hickory and Asyionee’. 
OS TD Is BA MERU ETE Bf cereerncee cor cnennnes Net Prices on application | © ***-******+* ssesersreeeeseeees Ser STS 8 
ORONO ARP RITTER GREASE, AXLE. viata 
RUNG: 5. s< céavenna eVestunms bets dcaBeddes batt 605 
Fraser's ..... i anae Sroseareiaenite wes 
DRILLS AND DRILL STOCKS. Baum’s Castorine .. 04s0bhaleshadcebebseeeee MOWERS, LAWN 
Common Blacksmith’s EES $1 1 6 GRINDSTONE FIXTURES. 12 14 16-inch 
Bench cs: . sistas eceeed 
Blacksmith’s Self-feeding, each........ 5 00 | Stowell’s 
Breast, Millers Falls, each, $8 00.............. Reading Fiardware Co.. 
Automatic Drills..........$12 00 to $15 00 | Sargent’s Patent........ ; 
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NAIL PULLERS. 


Giant, No, 1, per doz., $9 00; No. 2, $8 00..... Net 
NAIL SETS. 
Rin ccicikecvescindcces aad gross, $8 $9 00 
— rea gross, 8 9 00 
Cannon’s Diamond Point . oper gross, $9 00 Net 
NUT CRACKERS. 
NG Bak tee nncnné-Endicbindaneenes.cacd $1 50 
OILERS 
pia I  ceaitdipttcegcak cats oes seeke™ anced 50s 
..50&10 
Maticable ats naman bapa 
Malleable Hammers. Old pat., same list....... Net 
PADLOCKS. 
i is aiah bead 70 
Sargent Wrt Steel and Brass.................. 70 
PLANES. 


Bench, Ist quality. . 
Bench, 2d quality. 
Bailey, SR & L |. 
PI ie idee voce 


I ce bin tnten adden otha enessecben 

Sargent’s 4 ae 
“PLIERS AND NIPPERS. 

I TNR... 2. 2c ce vtee scone bicdove Net Prices 
PLUMBS AND LEVELS. 

NO «ig aca bdph abe caked ones oben W0to70& 108 
NEI Wn bids adde o ;encdsnbasaccds védbdeesenss 605 
POACHERS. 

Buffalo Steam Egg No 1, per doz...... $7 20, 50s 
POLISH, 

POLISH—METAL. 

U.S. Metal Polish Paste, 8 oz. boxes, 
doz. 50c; per gr. $4.50 %lb woxes, per doz. 


$1.25: 1 lb’ boxes, per eee $22 
ye a 8 oz. cans per doz. $1.25; 




















2 00 
Barkespers _riend “Metai Polish, “per doz. 
$1.75, ad - 18 00 
Univeral Pp ee. 3-02 boxes... oad 
Burnishine Liquid 5 Ib......... 
POLISH—STOVE. 

SN cinc ctanihinceks ancneeesesed per gross, $5 75 
Dison’ . | Ri per i 6%c 
POPPERS, CORN. 

Round or Square, 1 qt............- r doz., 830@85 
Square, 1% nese CE per doz. -» $1 00 
OS ee eee per doz., 1 20 
POST HOLE AUGERS AND DIGGERS. 
Iwan’s Patent Post Hole Auger................ 40c 

Eureka Perfection Post Ho > Wiees, per 
nancies ¢00n0g00de aesee putbees seeestonbnes $10 00 
idednckisd vidineiedutawakinse axe per doz., 9 00 
POWDER. 
IN CANISTERS. 
SR nsWanewscusesecont 
Fine Sporting, bows =. bheshGncenue 
Rifle, 1m eac ‘ wien 
IN KEGS 
Duck, Mh IDs Kc vdsdedeeddenctinzecevesece $2 50 
fle, 64 ene. Satnitidetindtindadatdisbsbiiee ober 1 25 
Rifle, 1 4» RNG dadabinint ett dldsenerakan 2 25 
hk abcadcnctisccces vovees és ected 400 
PRESSES—FRUIT AND JELLY. 
Enterprise Manufacturing Co................++. 258 
PULLEYS. 
Hay Fork, Sted. or SelldE ye, doz...$1 wens 75 
Jane House Awning, etc.... 
Clothes ine 
BE adusecens 
(sured a Ia 
h (Auger Mortise): 
Common Sense, 1% im............... 
ER ni 04 cea ccuseghenhetnnne aan 
BINDS 064 cnwendcousde ceenssnes cee 
SASH PULLEYS. 
Fox No. 8 or No. 7, wh wheel puma woul 25c per doz 
Fox No. 9, 1% wheel hehe -.20c per doz 
Extra for plated Finish............... 25c per doz 
Extra for sueahebqnentees sesame 
Bushing... seee+eee+0c per doz 
RAZORS. 
Fox Razors No. ba Seresaes ahowd per dozen $20 00 
” i oT Miinene Hens eObeEe - saat 24 00 
“ “ . (Platina) “ “ 24 00 
a 40% 
REGISTERS. 


Black ned Registers, Ventilators, F. 
and B Boden chan poem nndiense cureerupe 


Besuned Finishes in Imitation of Goid, Silver, 


Copper or Bronze.. 304 
Nicke ts ciieamheee ommedeh enbeounl 30&1 
Electro- Pla - 


ted in Sees, Bease, G 
Oxydized Silver....... — 80. 
White Porcelain... 
Solid Brass and Bronge™ Metai.. 











RIVETS AND BURRS. 


ROOFING SUPPLIES. 
EAVE TROUGH. 


Perfection” Galvanized Eave Trough.. 
Eclipse” Galvanized Eave Trough...... 
— Bead Galvanized Slip-Joint = 


eas 


—— bude adhb bese ceeghecece goee eseeesee 5&2%% 
ead Galvanized Lap-Joint Eave 
__ SR eh eERE aS T5&24s 
GUTTERS. 
Roof Gutters, Galvanized......... T5&244@75& 54 
PIPE. 


Plain Round Pipe, Galvanized, Nested 60&20&54 
Plain Round Pipe, Galvanized, Un- 
SEE Gh-Ghbbuaseunetseehessantss-bcad 60&20&254% 


VALLEYS. 


Valleys, in Rolls, IC and 1X Terne..... Net Prices 
Valleys, in Sheets, IC and IX Terne..,Net Prices 


HOOKS. 

NE “NI 5 00 ncaa ne 000046 bensied $1.10 doz. 
Wrought Conductor Hooks ...............+45 60s 
CUT-OFFS. 

I ti 5nd as cadid a eum cdbahiod wae 
ED ons dh n6ke 0064 Nadsesdezadeseeted 10& 108 
Acme Tin.. hebk akan sunk de weekeresennseee 
ei enh ei hem tir ox 60% 


EAVE TROUGH HANGERS. 


ee Frough Hangers, Single and Double 
Imperial. . 1 
a 4, impe Hangers, “Single ‘and Double 
fp Es cence puedo 0058 c0mn 6050s ossedees 154 


ELBOWS. 


One Fiese Conductor Elbows, Galvanized, 
Corruga 


PREPARED ROOFINGS. 
7 a 2ply Tarred Roofing, com- 








; apoawepecage voseu vas ona Re de SOF - $1 00 Roll 
i ~ ply Tarr oofing, com- 
plete Rie paaedsdsbled Geddes <eernede etee 1 25 Roll 
ROPE. 
Manila, 7-16 inch diameter and larger... 

ti th eeeids pensieg e609 0605 000K per ‘lb 15X%c 
I, SENIND chiind no. 6d00 boda00 000ds perlb 15%c 
Manila, % end PM ivcenetacnessesd perlb 16 c 
Sisal, 7-16 in and larger.............. perlb 10%c 
sn 06e st peends amagebed perlb 11%c 
MED Mn scone ccascroetess perlb 11X%c 
Sisal, Medium Lath Yarn............ perlb 10X%c 

RULES. 
penned +. » RE 
toa sc cché.cees Seek wae ened bn eee 50&108 
SASH LOCKS 
NS ks cecee ctsdobecbhcude ooud 60@60&54 
Payson’s Pertect.. sn aiaberedcalecealeieitas alae 
Payson’s Signal, (new SithadansSecivaniedeen Net 
SAWS. 
I on erosenshevoon és ened gent eb 
I BI irs eaennsd ences oevsee. cneces ceases 
RE CGO oy os 0 cn.00 09000000 000 
Atkins’ Mulay, Mill and Drag......... 
ee ee arr f 
Atkins’ Circular Solid and Inserted tooth......50% 
Atkins’ Bands over2in wide............. . ..608 
Atkins’ Bands under 2 in. wide............ 50& 10 
Atkins’ Mill, Mulay ond pian SERGE Be 50% 
Atkins’ Cross Cuts.. aa 
REE Gs 00 ccc ccc ce cece cvcccecccses 40&108 
-tkins’ Narrow Cross Cuts.... ...... 2.52 cecees 408 
Atkins’ Wood Saws and Blades............ 40&108 
RY Mn cons 04 cece -covceeceasen 40& 108 
Atkins’ Butcher Saws, Compass and Key- 

PS cake dpe beneddbboses 00 +utt gegsén cutee 40&10 
Disston Circular Solid and Inserted Tooth....50s 
i SCs eel cede ces ones coscesssed Net 
Disston Narrow Cross Cuts.............+0+ eee Net 
Disston Mulay, Mill and Drag..............---- 408 
Disston Framed Woodsaws..........---+++..05 354 
Disston Woodsaw pace hale tied dgicebiens wivcsiea 40% 
Disston Woodsaw Rods...... .... 065-000 sees 
Digetes Handsaws, Nos. 12, 99, 9, 16, D100, 
Disston Hand-aws, Nos. 7,8........-... 

Disston jomnneee, Keyhole, i gices dese'e 
Disston Butcher Saws and Blades 





SCREWS. 


BENCH AND HAND. 


Bench, Iron.. beeenee + per, doz 
Be ch. Wood, Beech. ana sidhases per ¢ doz., vob 
Hand, Wood.. euenteueeta 








COACH, LAG AND HAND RAIL. 
Coach and Lag, Gimlet Point, list apt, a, 


Hand Rail, list Jan. ¢¥ ear ap a 1. 
JACK SCREWS, 

ND nick at 59s0bi shbineedis eeasensencson tl 

: woop. 

MANUFACTURERS’ CIRCULAR PRICES, 

New List. 
Ee 808 
Round and Oval Head Inon................ +++ 758 
Fiat Head Brass.. scccccceccces FOLOM 
Round and Oval Head Brass......-.......... 72%% 
EE I os neces nett gene soetes 774% 

SHINGLES, YETALLIC. 

Eastlake I. C, Tin Shingles, painted, pr sq. 

Restiahe I. C. Tin Shingles, galvanized, pr 
(| RAE STi Sil Sg PAB ARE TE Beige 

Octagon peates 4. C. Tin Shingles, painted, 

Sf ECR, seth deps EEE 
Octagon Fluted i. C. Tin cangies, aniiad 

ized, per square,...... oc cane Ps} 

SIFTERS 
Eclipse th Riess: cenebebbnentnenenst per gr $15 00 
Hunter’s Genuine..............0.++:: per gr $16 00 
SLATE. 
GENUINE NO. 1 BANGOR, 

sents » 20x10 

fx BS PSY Reg { $4 50 per sa. 

22x11 16x 8 
x 16x1 

16x12 >} $3 75 per sq. 16x 9 i sa 25 per sq. 

ie te 

x x 
14x 7 Lax § {$8 25 per sq. 

GENUINE NO. 1 BANGOR RIBBON. 

24x14 20x10 

24x12 {$3 OOpersq. 8x10 

— fo 9 > $3 50 per sq. 

lx 8 $3 %persa.  jgx's 

14x 7 

SOLDERING FURNACES. 

Blo. 8 Gomes tim SaBetUGks..... 0000ccccccscesces $6 00 

No. 6 Gems copper reservoir............++++- 8 50 

DCNet non cdinsd. apes nsen 000 eoee 8 25 

Clayton & Lambert No. 1 Fire-Pot.......... 6 00 

Clayton & Lambert’s Special Fire-Pot...... 450 

SPRINGS, DOOR. 

i Bee ee: See TE... .. coke nncanccstectianed 

Torrey’s Rod 89 in.......... Per doz. $1 51 35 

Mid ce wenn c0.0cas nesecustesinidiee net 75 

STAPLES 
NE I  ncits nbs stew enenenensons per Ib., 12c. 
Py SR i 0ceadecrescuncse eset per lb., 6%c. 
STOVE PUTTY. 
5, 70 & 25 pound Cans............eeseeee er lb., 
BED OUIG TRGB ss 00 .cn00cr.cnceccesssses om Ib., ine 
TWINE. 

Flax Twine— BC B 
No. 9, % and %& Ib. Balls............ 20c. 24c 
No. 12. & and % Ib. Balls........... 17c. 20c 
No. 18, % and % lb. Balls........... dc. 17c 

o. 24, % and % Ib. Balls........... 14c 17c 

No. 36, % and % |b Balls........... 

Chalk Line, a ay  & Pe 1 

cotton Wrapping, 5 alls to lb.........-. 16 to 20c 

2-Ply Hemp, E and % lb. Balls (Spring 

Ti tues onbemeaiheenee gunhoe60s0eeteed 12@15c 
8-Ply Hemp, 1 Ib. Balls..............++ +++ 12@15c 
er te a BN iy GI «onc cn 0es0cccce 000s 00005e 
2, 3, 4 and Ply Jute, ‘an -. i chinekisnntiie woul 8c 
Mason Line Linen, % Balls... .......... 00.0 45¢ 
No. 264 eae ss and % Ib. Balls.. ....84¢ 
Ti ccnliinhtnd ane tind nddatbedn acnreen secon | 5% @6c 

WASHERS. 
Size bolt........ 5-16 % bed % % 
Washers........ $7°00 $650 $400 $440 $400 


In lots less than one keg add Xc per lb; 5-lb. 
boxes add %c to list. 


WIRE CLOTH AND NETTING. 


Galvanized Wire Netting.................. 75& 105 
Painted Screen Cloth, per 100 ft............ $1 


WIRE AND WIRE GOODS. 
Market: 
a Ann, Nos. 0 to 8 cant baddadinied 60@60& 10% 


‘d, Nos. 0 to 18 . 50-10@50-10&54 
Ge vanized, TE a snc ecen  aaaiae Net 
Tinned list, Nos. 0 to 18............ 60&10@60& 154 
Annealed wire, on . pest ccbedcenasbaeal 508 
Brass, Uist Ped 3 Tl asa teenbeesurbons ides Lane 
Copper, list Feb, 26, '06.......... cece cere ceeeee 10% 

WRENCHES. 

PSI 2.0.00 0002 0000000000 9000 0000 cove secsee 708 
BEE TEED acon 00 0000698086000 c000cs csecegad 605 
DTN <cnnnn penny c0oseognseds aves seghensl 60-156 
Coe’s Genuine 83K & 10a 
RTGRIE 0.00 000s cocs cc cece 0080 csee coseces 60&1 
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Please send stamps for 
prepayment of answers. 


Wants and Sales. 


For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CHARGE, for em- 
ployers wishing to secure employees, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, &c. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 








‘BUSINESS CHANCES. 








PraTEnN Ts. 
H. W. T. JENNER, patent attorney and mechanical 
608 F street, Washington, D. C. Established 


wet make an exainination free of charge, and report 
a patent can be had and exactly how much it will 
Send for circular, Member of Patent Law Asso- 


a 





Wanted—Stock hardware from $1,000 to $3,000in 
exchange for farm and house and lot and cash. 
Pepnaeote preferred. Address Bex 680, Fargo, N 

ak. 


For Sale—A clean stock of hardware, stoves 
and tinware.and tinners’ tools. Stock will invoice 
about $3,000. Good.town of 1,500 inhabitants in 
central Iowa. Address “J. W.,’’ care of THE 
AMERICAN ARTISAN, 69 Dearborn St., Coiegs, 
Ill. 








Wanted—To sell! half interest in a well estab- 
lished heati and hardware busines. Good 
trade. None but hustlers need ing Tinner 
refered. Partner deceased, reason for octling 
favoice and full particulars had by writing. Ad- 
dress Box 379 Bunker Hill, Ill 6 


For Sale—One of the best retail hardware stores 
in Chicago: with complete line of hardware on 
first floor, fine and complete line of stoves on 
second floor, sample reom and a large established 
trade; the business of the late Ehler Goettsche is 
offered for sale oa to the death of the pro- 
prietor at exceptionally favorable terms to dona 
fide purchasers. No trades will be considered. 
Annie Goettsche, Administratrix, 1049 came 


Ave., Chicago, 


For Sale—A nice outfit of hardware and tin- 
ware shelving to fit out a room 40 or 45 feet deep. 
A 26 ft. counter with nail bins. For particulars 
address Lock Box 7, Princeville, Ill. 6 











For Sale—A new and complete set of large and 
smal! Peck, Stow and Wilcox encased machines 
and hand tools for an up-to-date job shop tools. 
use 9 months; also 3 benches, drawers, etc.; will 
invoice about or $400; $200 cash takes them. 
Address J. C. Sheffner, 260 VillaSt., El<in, 1 6 


Wanted—Clean stoce of hardware of $2,000 to 
$3 Give size of town, amount of territory, 
class of people, etc. lowa, Minn , So. Dakota, or 
Neb. preferred. Address Box 46. care. THE 
AMERICAN ARTISAN, 69 Dearborn we, Clee 
lll, 











For Sale—A well established cornice, roofing 
and furnace business, the only business in a city 
of 30,000, having a good trade and a large terri- 
tory, Shop is equipped with four brakes, modern 
tools and machinery. A — for two good me- 
chanics, Good reasons given for selling, Address 
B. Grahl & Son, Council Bluffs, Ia. 6 





I wish to sell out my plumbing business in a 
good city of 2,500 inhabitants and near three lakes, 
also havea good water plant here, also have a tin 
shop in connection; will sell both ae plumb- 
ing business as buyer wishes. P. O. Box 187, 
Elkhorn, Wis. 5 


For Sale—A clean stock of hardware, stoves 
and tinware and tinners’ tools in central Ill; 5,000 
inhabitants. Stock invoice about $4,000; must be 
cash; notrade. Address “N. T.,” care of THE 
AMERICAN ARTISAN, 69 Dearborn St., Cottage, 











For Sale—Stock of hardware and harness, with 
tin shop in connection; will invoice about $3,500; 
must be cash, and will rent building; froed town 
and good reason for selling; must sell at once. 
Address J. F. Turner, Alcester, S. D. 5 





For Sale—Clean hardware stock of about $4,000 
in live Southern Iowa town of 2,500 people. 
Annual sales about $15,000; mostly ‘cash business. 
One other stock—old stand; good location; cheap 
rent; first class opening. Good reason for selling. 
Address ‘‘Rent,” care of THE AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago, Ill. 5 


For Sale or Exchange—Stock of hardware and 
set of tinsmith tools for cash, or will exhange for 
80 acre farm, paying difference in cash. ill in 
voice about $800, including tools. Want to sell 

rexchange soon. Address Mrs. Emily Parkin 
Box 7, Epworth, lowa. 5 





For Sale or _—> 03 good 91 acre farm in 

. W. Mo. on Frisco R. R. All in one tract and 
under fence; 80a.. in cultivation; good %room 
house and two barns. House and 10a. orchard of 
trees and berries is in village incorporation. 
Hardware preferred What have you? For in- 
formation address Box 15, Washburn, Mo. 5 





For Sale—Small stock hardware, stoves, ett., in 
Southern Wisconsin; stock will invoice about 
$1,500. Good chance for a tinmer. Address 
Small, care of THE AMERICAN ARTISAN, 69 Dear- 

arn St. Chicago, Ill. 4 





_For Sale—A clean stock of hardware, stoves, 
tinware and tin shop, in one of the best towns in 
Southern Wis ; stock and tools will invoice about 
$2,700. Address H.S. T., care of THz AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, III. 4 





Wanted -Good clean hardware stock of $2.000 
to $3,000, Minn. No. Dak. or S. Dak. or Wis. 
referred, F. M. Crum, Box 215, Owatonna, 
inn 4 





Wanted to trade—A desirable residence prop- 
erty on one of the petariges streets in Evanston, 
Ill., for a clean stock of hardware. lowa pre- 
ferred. Address ‘Property,”? care THE AMERI- 
CAN ARTISAN, 69 Dearborn St., Chicago, Ill. 4 


Wanted—To buy hardware stock $2,000 to $3.009 
or Ee location for new stock; Nebraska lowa 
or Minn. preferred. Address K. K., care THE 
iprsacan ARTISAN, 69 Dearborn St., Chicago. 

; 4 


TINNERS’ TOOLS. 


For Sale—Complete set of tinners’ machines 
and tools, nearly new and in good condition. Will 
also sel] or exchange, for farm land in lowa, my 
stock of hardware, tinware and stoves. Address 
John Finn, Decorah, Iowa. 7 

















For Sale—One set of tinners’ tools and machines 
ge as new. Write H.. F. Schoppe, Jefferson, 
a. 7 





Wanted—New or second-hand machinery tor 
complete steel roofing plant. Address “Central,” 
care THE AMERICAN ARTISAN, 69 Dearborn St., 
Chicago, Ill. 7 





For Sale—Two set of tinners’ tools and ma- 
chines ‘‘Peck Stowe and Wilcox,” in good condi- 
tion. Will sell at 25 and 20 from list. Address 
E. M. Shoupe, Fremont, Ohio. 7 





Wanted—At once, an eight or ten foot cornice 
brake; must be in first class condition and cheap 
forcash. Address H. Reineke, Vinita, Ind. 7 





_ For Sale—1 small turning machine, 1 large turn- 
ing machine, 1 pair roofing tongs (new), 1 28 in. 
roof folder, 1 hand creasing stake; all in prime 
condition, Will take $15 for outfit. Address G. 
D. Keffer, Hastings, lowa. 6 


Wanted—A heavy beading machine, suitable for 
No. 18 gauge iron and lighter; must be in good 
condition with rolls, etc. Address Willis Mfg. 
Co., Galesburg, Ill. 4 








_For Sale.—We have an 8 ft. double truss, cor- 
nice brake, practically new, used on one outside 
job does good work on No. 26 iron and lighter. 

ill sell at a bargain. Willis Mfg. Co., Gales- 
burg, Ill. 4 





Wanted—A set of furnace patterns. Give name 
and size of. Send cost. Address ‘Cost,’ care of 
THE AMERICAN ARTISAN, 69 Dearborn St., Chi- 
cago, Ill. 4 


HELP WANTED. 


Wanted—One experienced hardware man, tin- 
ner by trade, one who speaks both high and low 
German, good salesman, married man preferred. 
Address “P,” care THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, III. 7 


Wanted—To correspond with salesman or 
manufacturers’ agent selling hardware or heating 
trade. Address “Selling,’’ THz AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago, lil. 7 

















Wanted—If you are a tinner with ability to 
make neat tinware during dull season and can 
push bicycle eapelsing during riding season and 
act afrai fe me e Ley a peottable at any time 
address **Ei .” care THE AMERICAN A I 
69 Dearborn St,, Chicago, Ill. —’ 





Wanted—Superintendent to take charge of the 
manufacture of a large foundry, making a full 
line of stoves; must be a fully qualified and prac- 
tical man and up to date. Address, staring age, 
experience and references. A rare chance to the 
right man. All letters treated conventional. Ad- 
dress Superintendent, care THE AMERICAN AR- 
TISAN, 69 Dearborn St,, Chicago, III. 7 





Wanted—At once, a gvod all round tinner, must 
be paves and a.good workman. Steady job to the 
right man. ate wages, e an i 

Remenwood Bros., An ~*~ A oe 





Wanted a good all round tinner and plumber 
for job; want strictly reliable. Will give the right 
man work the: year round; located in Northeast 
Missouri, city of 10,000. State wages, experience- 
e, single or married, and reference. Addres, 


Wanted—Traveling man visiting the hardware 
and stove trade of Pennsylvania in interests of 
leading stee! range house desires,side, lige. Ad- 
dress S. B T.,care THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, Ill. = 6 





Wanted—Tinner and slate roofer; steady job 
for a pod man. To take Chesge of shop. oca- 
tion Lake Shore on L. S. & M.-S. R.R.: 10,000 
inhabitants. Address “Box 91,” care of THE 
ances ARTISAN, 69 Dearborn St. Citcage, 





Wanted—A good all round tinner; food wages 
and steady work for the right man. . Soehner, 
112 S. Jefferson St., Dayton, O. 6 





I want al! round tinner, and state wages wanted. 
Steady job for right man. J. B. Crawford, Am- 
bia, Ind. 6 


Wanted—At once, a good tinner; must be 
steady, sober and a good workman. Job will be 
steady by the year to the right man; young 
married man prefered. Address H. B. Ezer, 
Libertyville, III. 6 


Wanted—A traveling salesman having had ex- 
perience in tin plate, sheet iron <tinware,enameled 
ware and house turnishing goods. Must Sknow 
the tin plate business thoroughly. One having a 
line of trade through Southern Michigan pre- 
ferred, andwho can make Lansing his_head- 

uaiters. Address J. M. and L. A. Osborn, 

leveland, O. State age, experience and salary, 6 











A first class tinner and plumber wanted; good 
pay; steady work the year around to the right 
man,—Schemmel & Johnson, Escanaba, Mich. 5 





Tinner Wanted—One who is a good workman 
and willing; that understands outside and inside 
tin work; must be honest and good habits; steady 
job toright man. State wages. Address Rem- 
mell Bros., Sioux Falls, S. Dak. 5 


Wanted—-Young man as entry and invoice 
clerk. One who had experience in the office of a 
manufacturer of steel roofing and eaves trough. 
State age. salary expected and the name of for- 
mer employer. Address “E,” care of THE 
AMERICAN ARTISAN, 69 Dearborn St., Chicago, 


e 








Wanted—A man experienced in the manufac- 
ture of four-pieced stove pipe elbows. One pre- 
ferred who can take charge of such work. State 
salary expected. Address “By’’ care of Tue 
Geremacan ARTISAN, 69 Dearborn St., Chicago, 





Wanted—A bicycle repair man and tinner. 
Must be Alon bicycle work, and able to do all 
common tin work, including furnace work. Will 
be expected to clerk in store part of time. State 
wages for a steady position and give references. 
Adavens B., care of THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, Ill. 5 





Wanted-—-Salesmen everywhere to sell tin plates 
and metals on commission. Good House. Ad- 
dress *‘ Box 84,” careot THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago, Ill. 5 





Wanted—Steady man, must understand plumb- 
ing, furnace and outside work. State wages and 
experience; good town of 4000. ‘M. B.,” care 
THE AMERICAN ARTISAN, 69 Dearborn St., Chi- 
cago, Ill. 4 


Wanted—A tinner, an all round man, one who 
can handle pumps, windmill, farm implements 
and clerk in store. Good wages paid to the right 
man and a good salesman. ddress Lock Box, 
6, Kingston, Dekalb Co., Ill. 4 


Wanted—A good tinner and all round man todo 
general tin and sheet iron work and repairing and 
to clerk in store, set up stoves, etc. A good steady 
job forthe right man. Address at once stating 

4 








experience and terms. H. W. Blackwell, Gla 
stone, Mich. 





Side Line—Traveling men wanted at once to 
handle our tubular heating stove on commission. 
(Hustlers only). The best selling specialty made. 
What line do you carry? What territory do you 
want? Give reference. Rough Stove Works, 
Buchanan, Mich. 4 





Traveling Salesman Wanted—An exceptional 
chance is offered a bright, energetic young man, 
one having practical experience in the retail hard- 
ware business in northern Illinois preferred to 
travel in Illinois or lowa for one of the best lines 
of stoves, vapor stoves and furnaces made. 

liberal salary will be paid the right party. Ad- 
dress ‘Maker and Jobber,” care THE AMERICAN 
ARTISAN, 69 Dearborn St,, Chicago, Ill. 3 





Wanted—A general stove salesman for northern 
Illinois ty a leading concern. Address E. E, 
care THE AMERICAN ARTISAN, 69 Dearborn St., 
Chicago, Ill. 3 


SITUATIONS WANTED, 


Expert miter maker would like situation in large 
factory; preter piece work. State prices you pa 

for all sizes, single and double head miters. Ad- 
dress “Miter,” care THE AMERICAN ARTiSAN, 
69 Dearborn St., Chicago, Ill. 7 


Wanted—Position by experienced and capable 
traveling man, in stove, hardware specialties 
and cut poy pee. Eight years’ road experience, 
in Middle Western and Eastern States. Address 
B. C. Everson, 85 Fifth avenue, Room 38, oe 




















o,care THE AMERICAN ART : 
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Steady Situation Wanted—By, a steady, sober 
tin and sheet iron worker, also experienced in iron 

ipe, pump work, hot air heating and slate roof- 
ing. Sixteen years’ experience in city amd coun- 
try work; best of reference. Address C. S. Bar. 
ton, Sharpsville, Mercer Co., Pa. 





Wanted—By a man 38 years of age, a position 
as traveling salesman for a hardware, stove or tin- 
ware concern. Have had twelve years experience 
in the retail hardware and stove business. Ad- 
dress E. W: J., 918 North 4th St , Quincy, Ill. 6 


Permanent situation wanted by tinner of eight 
years’ standing; sober and reliable. Plumbing 
aad heating. Alex. R. Mills, Port Sentinc, 

ich. 








A practical tin and sheet iron worker, pump 
ipe and furnace man, cleans and repairs gaso- 
ene stoves, repairs bicycles and does brazing, 
sets bath tubs and wash bowls, familiar with the 
agricultural implement business and has helped 
do combination heating work. 
steady position with some reliable firm; prgese 
state wage. Address Job. Worker, care of THE 
Ammpacats ARTISAN, Dearborn St., <aieag, 





Situation Wanted—By a tinnner with some 
hardware firm that wants to add a tin shop to 
their business. I have a complete set of tinner’s 
tools, also pump and pipe fitting tools. Willing 
to work for a reasonable salary with my outfit. 
Some new. growing town in Iowa prefered. I have 
had 15 years’ experience at the trade. I can fur- 
nish good reference as to ability, etc. Address 
C.N. Lock, Box 87, Jesup, lowa. 6 





Wgpted—-Sosition, by a young married man, 
age 80; capable of doing all kinds of inside-and 
outside work, tin, copper and sheeting work, tin, 
iron and slate roofing, furnace heating and _ ven- 
tilating steel ceiling, I am a hustler and not 
afraid of any work in my line. Am steady and 
reliable; cannot change before April. Address 
F., lowa, care THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago, Ill, 6 





Situation Wanted—April Ist, by a practical all 
round tinner and furnace man. Can do-irom pipe 
plumbing, set tubs, -e ~etc.; correctly es- 
timate and set furnates. Steady workman, neat, 
temperate and reliable; 10 years’ experience; good 
references. W. A. Salter, Lyons, Kansas. 6 





Situation Wanted — By first-class, sober and 
reliable tinner, with 23 years’ experience; can do 
furnace, steam and hot water heating and plumb- 
Sag, supestenee in running shop; or would invest 
$1,000 in good hardware and shop. Addresss “C. 
39,” care THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. ; 5 





Wanted—By young man with good education 
and experience, position as hardware clerk and 
salesman; can do common shop work and book- 
keeping: best of references. Address ‘ Box 266,” 
care of THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. 5 


Would like a . 


Wanted—To correspond with firm who could give 
steady work to good man on tin and sheet metal 
enerally, oy repairing and genera! tinkering. 
he South, West or Southwest preferred. Address 
G. H. Schefstrom, Troy, Kans. 4 


SPECIAL NOTICES. 
CASTINCS. 


Having just added to our plant an ex- 
cellently equipped foundry and having 
larger capacity than we ourselves will 
use, we solicit work in this department. 
We have special facilities for producing 
most excellent GRAY IRON CAST- 
INGS promptly and in any quantity. 

We will also contract to make stoves 
or other goods from jobbers’ patterns, 


Address 


Detroit Galvanizing & 
Sheet Metal Works, 
6 Detroit. Mich 














STAMPING WORKS 
FOR SALE. 


In complete running orderand nowmak- 
ing Architectural Ornaments, Stamped 
Steel Ceilings, Stove Boards, Blue Flame 
Oil Stoves, and many other staple articles. 
Can make anything desired out of metal. 
Reason for selling, present owner has 
other interests which require his atten- 
tion and capital. Rare chance to make 
a fortune and save 5 years time in getting 
started. Located in alive manufacturing 
town inthe Middle West. For further 
particulars, address, with references, 

e 


L. ©. H.” 


Care THE AMERICAN ARTISAN, 
4 69 Dearborn St., Chicago. Ill, 





WANTED. 


To buy a set of Iron Castings for full 
line of Steel Ranges, Square Oven Coal 
and Wood Cooks(up-to-date)and Cast Top 
and Bottom Wood Air-Tights. Address, 
Detroit Galvanizin 


& 
heet Metal Works, 
6 Detroit. Mich, 





Wanted—Steady work by the year, by a good, 
steady, sober and reliable tinner; experience in 
furnace assortment, dairy ery, pump and 
steam pipe work, rooting, utiag and general 
job wark; 42 years old, ied. no bum, M. W. 
of A. »~Address A.-DrP., 807 East Main St., 
Decorah, lowa. 5 

Situation Wanted—By a first class tinner and 
furnace worker Have had over 20 years’ experi- 
ence at tinners trade. Have considerable knowl- 
edge in plumbing and steam heating, also used to 
general soyeing. Am strictly suber, honest and 
reliable. Would like a situation with some good 
a. Address C: E, Yates, Paxton, Ford Co. 











Situation Wanted—By general tinner and hard- 
ware salesman; young man; married. References 
if required. Address J. C. L., care THE AMERI- 
CAN ARTISAN, 69 Dearborn St., Chicago, Ill. 5 





Situation Wanted—By a first class salesman in 
hardware, tinware, stoves, farm implements, 
binders, buggies, wagons or twine. I have suc- 
cessfu!ly sold to the trade for many years as well 
as retail. I ama hustler and trade keeper. Ad- 
dress “Reliable.”’ care of AMERICAN ARTISAN, 69 
Dearborn St., Chicago, Ill. 5 





Position Wanted—A yéting man, single, Speaks 
German and English, with 12 years of practical 
experience as a tinner and furnace worker, would 
like to correspond with a hardware firm or furnace 
manufacturing company in need of such a man. 
Al references furnished. Address “T. F. S,” 
care of THe AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. 5 





Steady Work Wanted—By a hustling tinner; 
understand plans and pattern cutting, am able to 
do first class work in tin, cornice, furnace, 
stoves and pipe work; have 11 years experience, 
single, age 27. Only if you have steady work 
answer. Address Amalgamated Metal Worker, 
ave of Mrs. Augustin, Lincoln Av., Chicago. 





Wanted at Once—Position by first class tinner 
and furnace man. Cando iron pipe work. Best 
references, will go any place. Address, stating 
wages, Tip Tinker, Kansas City, Kans. 4 


A RARE OPPORTUNITY. 


For sale on terms to suit responsible 
party: a complete factory, with well 
established trade, for manufacturing Gal- 
vanized ware, pieced tin ware and stamp- 
ed ware. Will take stock in Company 
with experienced management. 

Address, Box 206, Memphis, Tenn. 


WANTED. 


Salesmen calling on the 
hardware trade, to carry a 
fast selling staple specialty 
as a side line on commission. 


Address 
**Rox 127,°° 


Care THE AMERICAN ARTISAN, 
69 Dearborn Street, 
, Chicago, Ill. 











FOR SALE. 


Complete set of Hot Air Fur 
nace Patterns in perfect order and 
large demand for the repairs. 

Simonps Furnace Co., 
50 Cliff St., New York. 


95 
SPECIAL NOTICES. 


WANTED 
To buy strips of bright tin, 14 
or 28 in. long, 2% in. wide, of go 
lbs. stock, in quantities of 100 lbs 


or more. Quote best price per Ib. 
Address, “EK. P. B.”’ 


THe AMERICAN ARTISAN, 
69 Dearborn St., Chicago, III 





WANTED 
To buy strips of bright tin 28 in. 
long by I to 24% in. wide, of 80 to 
108 lbs stock, in quantities of 100 
lbsor more. Quote best price per 
lb. Address, “G. N.C.” 


THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago, Ill 








HARDWARE STORE FOR SALE. 


Owing to death of proprietor there is offered for sale 
sone of the best business in town of 30,000 in eastern 
lowa. Splendid location; moderate rental; everything 
running in shape, with more orders than be attended 
“. Toright parties this is a splendid opening. Stock 
will invoice about $8,000, but can be reduced to suit. 
Don’t write unless you mean bus'ness and have the 
money, a8 no trades will be considered. Address 


“NO TRADES,” 
care THE AMERICAN ARTISAN, 
3 69 Dearborn St., Chicago 





WANTED-—A business manager, or a Tinsmith 
good on tinware, with capital to purchase part interest 
in successful light manufacturing business. Estab- 
lished in 1893. Address 
“MODEL WW. C. A. CO,,” 
97 Groton Ave., Cortland, N. Y. 


If you wish your prosperity to be continuous 
advertising conmtinueus, Onedbegets 


the .—The World, 
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€C Pay You © 


to illustrate 
your advertise- 
ments in your 
local papers. 

A sheet of comic 
advertising cuts 
sent on applica- 
tion. 
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These cuts are fur- 
nished with catch- 
mm lines showing their WW 


~ application to the Jj 
hardware, stove and 4 
tinners’ trades. . 
090 
ADDRESS 
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| Janiet Stern, 


69 Dearborn St. 
CHICAGO. 
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reka, Wis., writes: “Please discon- 
tinue my ‘ad’ for Tinners’ Tools. This is 


a grand thing tor the boys wanting tools, FOR TIN OR SHINCLE ROOFS AND IRON WORK. Tin roofs well painted have not re- 
to buy orsell. No one in the Hardware g| {TIS ABSOLUTELY WITHOUT AN EQUAL. quired repainting for10to15 years. 


or Tin-shop should be without ae ; 
If you need any paint it will ‘ou to send for circular. 
The American Artisan.” @ | : . tie 


BBseVeees | JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 
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PLATING 
QUTFITS. 


The Michigan Satety Pipe uit” 


We do not ask you to buy this pipe on account 
of its antiquity. It is XXth Century pipe. We 
are using XXth Century methods in making 
and selling this pipe. Therefore we can make 
the price right. It is to your interest to send 
for our new catalogue and discounts. 


The Michigan Safety Furnace Pipe Co., 


15-17 Duffield Street, DETROIT, MICH. 


OUR-STUDENTS 
= 





























































Don Aparss, ‘“‘] subscribed for your 


paper one day, and 





I consider the instruction 
received of inestimable value. 
I owe so much of my success 
tothe Schools that I take pleas- 
ure in stating that, on anya, | 
my Course in Heating an 
Ventilation, I was promoted 


obtained a position the 
Mornin Sun, la, § next day.” 


WRITES: 


to the position of Assistant 
|| Superintendent of the Ger- 
mantown Steam Company. 


O. 6. eee, ou Tt THis ou 'T. 


To the Publishers THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago. 


Please send us THE AMERICAN ARTISAN each week 
for three months. At the end of that time we will remit Two 
Dollars, for one year’s subscription, or 50 cents in case we decide 
to discontinue. 


NAME 




























BENEFITED. 

I now have charge of the 
finishing, sheet-iron, steam 
avd hot-water heater, and 
boiler rooms of I. A. Sheppard 
&Co. My Course has been of 
great assistance to me in devel- 
oping sheet-metal patterns, 
and has helped me over many 
a difficult piece of work. 


HENRY J. CLARK, 
Philadelphia, Pa. 








$12 to $70, in small monthly installments, pays for a 
SALARY-RAISING EDUCATION 
in Plambing, Heating, and Ventilation, Sheet-Metal 
Work, Steam, Mechanical, Civil, or Mining Engineer- 
ing, Architecture, Chemistry, Refrigeration, Peda- 

gogy, Commercial, or English Branches. 
Send for circulars and local references. 


The International Correspondence Schools, 
BOX 973 SCRANTON, Pa. 
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THe Ceo. W. CoPE 


STOVE PATTERN WORKS, 
Randolph and Atwater Sts. 
DETROIT, MICH. 








PATTERNS for 
HEATERS 


NG 


PATTERNS 


The Finest and Best for Stoves, Ranges 
“ and Furmaces are made at 


Brighton Pattern Works 


onli Ave. Cincinnati, 0., U.S. A. 


PATTE RN 
F. S. WELLER 


STOVE PATTERN WORKS, 
1110-1112 State St. Quincy, ILL, 




















Stove Teese 









l] Ss jNFALLIBLE — J 
METALPOLISH 


IN PASTE, LIQUID 


FOR ALL KINDS OF METALS 


t, Cheapest, Goes Farthest. Never dries 
up or shrinks. Money makers for everybody. Sold 
by the Jobbing trade. Sample free by mail. 

Tess 


GEO. W. HOFFMAN, Mrcr., 


@ 295 E. Wash St., INDIANAPOLIS. IND. 
HES: 1 Park Row, New York Ciry; 
119 E, Madison St., CH1CAGo, ILL.; 508 Mont- 
gomery Avenue, SAN FRANcIscO, CAL. 
Established 12 years. 








Cope DAKING JAPADONG 
GE L BAKIN 


NERA 
HOTE EAD 


CONFECTIONERS USE THEM I } 
TS BLOOGETT co, 


BUR LIA 





Ox 


PORTABLE PATENTED 








STOVE TRIMMINGS. 





FANNER MFG. CO., - Creverano, 0. 
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STOVE uli REPAIRS 
Fy ally a 
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Rods Polish ) 


The Stay-in Flue Stopper. 


Brass finished, nicely decorated, is the very best on the market, is 
sold only with a positive guarantee to be absolutely soot proof, 
and cannot be pulled, jarred or blown from the flue hole. We 
are headquarters for Asbestos Mats, Flour Sifters, and Peoria 
Fruit Presses. 


Stuber & Kuck; rinware, 


PEORIA, ILL. 





217-219 LocustSt. 
St. Louis, Mo. 














BWWOOVSs BSE SVWESVSESVSESWsESVWIESVsWSssWsewesuvwssy 


For Case-Hardening, $§ 


CARBURIZER is the most efficient material. It pene- 
; trates deeper, requires less time and is 
cheaper on account of its specific weight than any 
other material now in use. 
> URIZER does not corrode the article 

and iron or steel does not become brittle if properly 
treated. Zhe Carbon projected into metal by our pro- 
cessts not lo:tif it be found necessary to reheat the 
hardened piece. 

CARBURIZER contains no obnoxious sub- 
stances and is ready for immediate use. 

For full particulars address, 


AMERICAN CARBURIZING CO 


TRADE MARK 160 Pearl Street, NEW YORK. 
Registered Factory, Warren and Bay Sts., Jersey City, N. J. 


=e @® ® @ ® @ © @ 8 828 6280000007088 































THE AMERICAN ARTISAN. 

































































WEDS LI EI IIE IRI ES IS TRI 
LY, — iS SE SD S = SVG OAS Ga EAGAN a}a <' ae )) 
Ny * ad 
Df | i 
‘ S Deen VUUFr FOHC DF 
By g 
7 to help the retail hardware dealer get the business. "We have been his triend, Ds 
ny and he has been our friend. There has been money to the retailer in hand-_ 
(i ing Ferrosteel Registers i e : e will be more than ever in 1900. 2 
x( ling F teel Regist n the past, and there will be more th r 900. 
VD allt 
Ds cone “0 
(i Wr 
ay Ferrosteel $ Ferrosteel - a 
" NV 
17 ¢@ Registers Registers uC 
Dy ¢ have are made in § AQ 
N\5 Yh 
24 » greater a larger a 
WL m\\t] 
My @ areaof number of Hl 
4 , LS 
De air capacity sizes and a8 
MY g and greater easier AG 
V4 @ strength controlled D 
A\y < 
y any any nC 
v4 @ others. others. DS 
Oy, AG 














Don’t tie yourself up on registers until you see our 1900 line. 


“The Ferrosteel Company, 

















Ke 
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7 CLEVELAND. CHICAGO. a 
7 = VS OO Oe oe LS t =a QS ee CSCoays |e — ac = = —_\ ss) = = = Ds 
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Cleveland 
(jrill & Register 
Co. 
CLEVELAND, 
On10. 
If you wish to be 
on the right side of the 
Register market write 
us ! 
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, ca * 
(BEST ON EARTH.) 


Stove Pipe Register 
and ‘Ventilator. 


Tue. Scureiper & 


Atsuffictent variety and sizes to meet any 


want. 

All Styles and Finish. 

,Quality and finish the best and prompt 
shipment guaranteed. 


ScuwaB & SErcoms, 





Milwaukee, Wis. 
=e ee ee 2222208 


CBSPF®SVSTOBWSSVSVSSISVSE BWESVSAWSVS*A SSS SB 


| 
| 
: 
: 
: 
| 
| 
¢ 











TOP OR FLOOR PLATE. 
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Goncuan Mre. Co., 


Manufacturers.of Hardware, 


.++++e DUBUQUE, IA. 


TRAVELING SALESMEN Can make spending 
movey. by soliciting subscriptions to Tas 
AMER‘CAN ABTIRAN, We pay liberal co. mmuis- 
1 lon. 


Size, 16x16 inches. 














Registers Faces wn 
Ventilators | Borders 


+4 #e 





All Sizes. All Styles of Finish. 
Prompt Shipments. 


Weare not in any combine and make 
our own prices. rite for our discounts. 


HOPSON-HAFTENCAMP CO. 


Grand Rapids, Mich. 


REGISTERS, VENTILATORS, 
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WE ARE LEADERS IN PROMPT SERVICE. 


Watrorth Faun Foundry Co 


883-887 Empress St., Cleveland, Ohio. 
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lease discontinue my ad 

for Ginners tools, am sup- 
lied have reeeived replies from 
all states from Birginia to 
exas 
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IMPROVED 


Young America Scale. 


It is Made of Steel. White Tile Top. 
Tin or Brass Scoop. Brass Dial. 
BEST In THe WonRrtD. 


A most beautiful and attractive scale for all purposes. 
Beautifully enameled, ornamented and striped. Weighs 
20-pounds by ounces. Oc cupies but little space. Is light 
and easily moved. It can ber ag by turning the brass 
screw on top. It is always re and easily understood. 
It is a convenient scale to use and has no weights that may 
be lost. You can look this one in the face to proveits 
accuracy without looking for weights. Every scale ex- 
amined before leaving the factory and warranted correct. 


MANUFACTURED BY 


AMERICAN CUTLERY CO., 
CO. 


CHICAGO, 
ILL. 
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We repair, grind, 
hone and handle ra- 
zors. Write us. 


Fox Razors 


ARE MADE BY US. 
Every Fox Razor honed and in- 
spected the day we ship it. 


‘FOX CUTLERY CO. 


Write for new catalogue to 
925 Main St. New York City, 48 Center St. 








THE CELEBRATED FOX 


NO; 44 





Dubuque, ta. 





=e ee ee 27 


Roocker Washer 


Warranted to wash a family washing of one hun- 
hundred pieces in one hour. 


Sold to only one dealer in a town. THE BEST WASHER 
for dealers to handle and make money. Write for prices. 


Rocking Washer Co., 


Ft. Wayne, Ind. 
es ee eeeoet@ 
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Colby & Diehl, 


“We need The American Artisan 


in our Business.” 


MT. VERNON, S. D., 


write: 











KRAUSE MEG. 


7701 







CO., 


Coldsmith Ave., Chicago, Hl. 
PATENTEES AND MANUFACTURERS OF 


The IDEAL .and VICTOR Adjustable Grass Carriers. 


THE BEST SELLING CARRIERS ON THE MARKET. 


The “IDEAL” is the only adjustable “full’’ metal bottom carrier made. 
12inch to 20 inch mowers. 







Can be adjusted from 
Is very durable and first-class in every respect. 


The *‘VICTOR”’ is a canvas bottom carrier with a Galvanized Iron front 
to prevent wear, and forming a stopper to prevent the grass from rolling out, 
One size can be adjusted to fit from roinch to 18 inch mowers without the 

sagging’ot the bottom. This i is a very desirable fea- 

ture as the bottom is always “‘taut” thus preventing 
wear, as is the case with other adjustable canvas bot- 
tom carriers. No monkeying with bolts or nuts on 

the machine. Either carrier can be attached in a 

moment’s time. 

Write for price and circular. Prominent houses like 
Hi ncer, Bartlett & Co., Chicago, Ill. 
Simmo 's lardware Co., St. Loui s, Mo. 

E. P. Bellows, New work city. 
San Francisco, Cal. 
and many others are selling agents. 


Canadian Patents For Sale. 
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f Beadne Sith & Co} y 


‘ t Paper [PYaters, 


CHICAGO. 


® BUILDING, 
WRAPPING, 
4 WRITING, 
; NEwWs, % 
: BOOK } 


Paper: 


Send for Catalogue. 








You Will Be Convinced 


After once using our 
Fire Pots 


That they 
save you 

time and 

5 money. 






If you are not 

using them, let us 

send you our cat- 

alog. It’s free, 
— and is valuable. 

$4.50 net. 

Clayton & |_ambert Mig. Co., 


DETROIT, MICH. 





The Sand Blast 
in Stove 
Foundries. 

The King Sand Blast 


is indispensable for 
connie ight comings 
ee icate to 


Used and endorsed by 
the -argest stove plants 
in the world. Does 
perfe-t wik on all 
stove castings. 

Improves appearance 
of plating 100 per cent. 


King Improved 
Sand Blast Co. 


Station C, 


















Geo. W. Brown, | IT., Witsboro, Til., writes: 
“You may kind outinue our WANTED TIN- 
—_—e mat vou bave 90 kindly carried for us 

t three rodeg 


t L ang! and think that we } 
0 
have secured a aood ma °s } 














LIST OF 
(900 sest REFRIGERATORS 


AMERICA— 


Removable ice compart- 
ment. Leads the world. 


= 


“ECLIPSE’’— 


Sliding condensing pan. 
Puts all others in the shade. 


“PROGRESS"— 


Removable ice compart- 
ment. Perfect condenser. 











A leader sure of success— 


DIAMOND— 


The most valuable gem 
in the collection. 





For particulars write 


The 


BOWEN MFC. CO. 


Fond du Lac, Wis. 


Mention TH® AMERICAN ARTISAN when you write. 











SS me 

Lori 
HANDY.... 
Soldering Furnaces, Brezers and Torches 


Best. For TINNERS, PLUMBERS, METAL 
Complete WORKERS, ELECTRICIANS, CYCLE 
Line MP’R’S., PAINTERS, CHEMISTS, Etc. 
Manufactured by 


W. W. TURNER & CO. 
183 LakeSt., - - CHICAGO, U. S.A. 
e F 











DURABLE-RELIABLE 





HOT WATER ATTACHMENTS, HAMILTON’S BEST ROOFING Etc. 








tre CLARK 


KEROSENE OIL 
SYSTEM 


For heating Soldering Irons, 
Capping Steels, utc. Used by 
Tin and Sheet Metal Workers, 
and Canning Factories. 2,000 
systems now in use; a saving 
of 50 percent. is realized. You 
cannot afford to use any other, 
Ask for catalogue. 


THE CLARK NOVELTY CO, Rocnesten, W. Y. 









Means Constant Advertising. 


(jood Advertising 

















name before the public. 





MOREY spent on this account during. periods 

of prosperity brings its fullest returns in 
dull times. Don’t let your customers forget you 
simply because you are busy now. Keep your 
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For Sale by 


STRATTON & TERSTEGGE, 
Louisville, Ky. 


Van Camp HARDWARE AND IRON 
Co., Indianapolis, Ind. 


Gro. C. WETHERBEE & Co., 
etroit, Mich. 


Witte HARDWARE Co., 
St. Louis, Mo 


L. Goutp & Co., 
Chicago, Il. 


Orr-Lockett HARDWARE Co., 
Chicago, Ill, 


Geo. W. Trout & Co.. 
Chicago, Ill. 


IsAAC WALKER HARDWARE Co., 
Peoria, lll. 
TENK HARDWARE Co.. 
Quincy, Ill. 
Mor ey Bros., 
Saginaw, Mich. 
J. D. SEEBERGER, 
Des Moines, lowa. 
RASCHER,SCHRICKER & RASCHER 
HARDWARE Co., 
Davenport, I@. 
W.A.L. THomrpson HARDWARE 
O., Topeka, Kans. 


R. D. Cone & Co., 
Winona, Minn. 


Situ Bros. HARDWARE Co, 
Columbus, Ohio. 


BERGMAN Bros., 


Buffalo, N. Y. 
Do_p Woop & WILLoOw WARE 
Co., Buffalo, N. Y. 


FROTHINGHAM & WORKMAN, 
Montreal, Can. 


Tower & Lyon, 
New York City. 


NEAL & BRINKER, 
New York City. 


EvuGENE F. BUHLER Co., Ltd., 
New Orleans, La. 


FARWELL, Ozmun, Kirk & Co., 
St. Paul, Minn. 


And other representative houses. 





QUEEN. 


Triple Motion. 


The Queen Freezer combines all the 


requisites for an absolutely first-class 
freezer. 


an 


FIRST.—The time of freezing is less thar 
other freezer made—1 %4 to3 minutes for 


uniform hardness. 


SECOND.—Ease of operation—a child 


can hold and turn it from first to last, and the 
finish is scarcely harder than the start. 


bling of parts. 


THIRD.—Simplicity and ready assem- 


The Queen can be and has 






been put together by those handling it for the first time, in one-fifth of the time it took the 

same parties to put together a freezer with which they had been familiar for years. 

FOURTH.—Each casting bears its own distinctive number, so that reference to an extended 

diagram of repair parts is quite unnecessary. 

FIFTH.—The parts are self-adjusting. The hood, or cross piece on the top, falls readily 

into place, being guided unfailingly into position by the guiding ee on the under side of the 
t 


cross piece. 


The dasher is also self-centering, and even if 


e freezer is started with the 


dasher out of its central position in the can, a short turn of the crank at once brings it into its 
proper place. 


| Established 1859. 


SIXTH.—The quality of ice cream, ices, etc., produced is absolutely unequaled. 
other freezer does the mixture become so thoroughly light, free from all lumps an 


In no 
“silky.” 


SEVENTH.—No “priming” or setting away of the cream to “ripen” is necessary—one can 
eat it right out of the can and find it as palatable as after an hour or two's delay required in 
other freezers. 
EIGHTH.—The Queen will, from the same quantity of material, produce a larger amount 
of frozen cream than any other freezer. 


ALL TUBS AND CANS ARE FULL SIZE. 


THE SAm’L C, Tatum Co., 


No. 296 Water St., Cincinnati, O. 


New York Offices and Salesroom No. 95 Chambers St., in charge of TOWER & LYON. 





Tue CHIEF 


WASHER. 


The latest and best of ’em all. Entirely new. 
Always works true, smvoth and easy. Has alter- 


nating circular mo- —S 
tion by 
none other. A com- 


bination of two mo- 
tions, giving a more 
ective washin 


| 


case with other makes. 





Write for Cat. and Order Sample. 


ANTHONY WAYNE MFG. CO., 
rort Wayne, Ind. St. Louis, Mo. 










surface than any 
other machine made, 
except our ball bear- 

ing machines, 
positively will not “bunch” the clothes as is the 


manufacturing. 





and 





A. E. Jacobson, Charles City, la., writes: 
“Please take my ad for situation out, or I will 
rapher to do my correspond- 
. ate received eighteen letters 
and jobs. WillsayI could not be without THE 


have to hireasten 
ing. I have up to 


AMERICAN ARTISAN.” 








|'We Hold This 
Refrigerator Up— 


As the perfected product of twenty years’ experience in 
We know the Leonard Cleanable will 
stand every test to prove its superiority. Thousands 


of satisfied customers will tell you 
of its merits. You run no risk in 
buying it, because it is made right. 
It is made with eight walls to make 
insulation perfect, and the constant 
circulation keeps the air pure and 
cold. Don't be deceived by in- 
ferior kinds that may look well— 
on the outside. 


e Leonard 
Cleanable 
Refrigerator 


Has many special features—talking points—which capture 
the sales. We are verv liberal with electrotypes, circulars, etc. 
Write to us for catalogr~s and prices. 


Grand Rapids. Refrigerator’ Co., 


Grand Rapids, [lich. 


Secure the agency. 





0. C. JAMISON, Homer, Iil., writes: 


“I fnd my Ads.’ im your estimabDie journal have Orougm 
good returns.” 
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NATIONAL ENAMELING& STAMPING C0: 





New York. Baltimore,Md. Milwaukee, Wis. 
St. Louis, Mo. Chicago, Ill. 
Berlin, L.I.,N. Y. Bellaire, Ohio. Granite City, III. 
Brooklyn, E. D., N. Y. Portland, Conn. 


MAIN OFFICE: 
78-80 Beekman St., New York. 


The best is the cheapest. GRANITE STEEL WARE made by this com- 
pany is known throughout the entire country, and has stood the test of time. 
The goods are handled by every prominent house from Maine to California. 
There is nothing better than the best, and nothing cheaper than the*best in 
the long run. Write to branch nearest to you for catalogue and prices. 


MALU WALA Asuiidid UNTITIEUTEUTE UTE 


Enameled 
Ware. 


Write for Catalogue No. 42, showing full line 
Enameled Ware, Tin Ware, Galvanized Ware, Etc. 


Keen & Hesexy Miz: Co: 


Main Office: Baltimore, [°|d. 


NEW YORK, PHILADELPHIA, CHICAGO, 


51 Cliff St. 116 Market St. 115 Chamber 
Commerce. 


evereevnereveneeneeeeey vrveneeneeny 


Fi mn UUTUTUTECUCUTEUETCT ETT TEr yey 


stirneveynt 


























SPERRY’S SUGAR KETTLES. 


Light, smooth,.full measure and guar- 
anteed perfect. Made from original pat- 
terns. Metal, the right kind in the right 
place. Ask your Jobber for them or write 
us. 


D. R. SPERRY & CO., 


HALLOW-WARE FOUNDERS, 
BATAVIA, ILL. 


Coe @ @ @ BS B@ @ B BS VBSVWSSSVNI|VW]I7TDNWP BVAVA|NSB AVA 


I FRONT 
RANK 


is the acknow- 
ledged Leader. 


- FRONTRANK 


STEEL 
FURNACE 
Cco., 

















ST. LOUIS, 
0. 






Yor Coal and Weod. 





@?2P7 wifi @? AAAALALLASLAASL,SLALASLALASLLL., 


e272 2 
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The largest plant on earth for manufac‘uring enameled and sheet metal wares. The home of the ‘‘Agate Nickel- 
Steel, ‘‘Pearl Agate, ’ ‘‘Peerless”’ and ‘‘Blue and White’’ Wares, and the Celebrated «‘L. & G.’’ Steel Sinks. 


LANCE & (JROSJEAN /V[Fa. Co. 


Westerm Branch 





Main Office, 


1S & 21-CLIFF STREET, 81-883 MICHIGAN AWE. 
Newvy York. 





Eastern Branoh, 


S3-D1 NORTH sT. 
CHICAGO. Boston. id 


“ENTERPRISE” Rapia crinaing ana 


Meat Juice Extractor Pulverizing Mills 
333333 3233323322332 


BONE, SHELL AND 
CORN MILL 








S82 Sizes 
and Styles 


$1.25 
to 
$125.00 


For Hand 
and Power 


ENTERP 
WEE EXTRACTOR 


- - $2.50 eee No.1, - - $2.25 
Send for Descriptive Catalogue Order from your Jobber 


The Enterprise Mfg. Co. of Pa., Philadelphia, Pa., U.S. A. 













































e222 ee 22 C ; 
«» WCIN.. 

GFAIPIN & RUE : : 

CHARLOTTE, MICH,  ¢ Milk Pail ' 

WRITE.... 4 With Removable Strainer. || 

. “« We could not get along without Che é Quality Unequaled] 

é American Artisan, and look for same ¢ Without a Peer Without a Rival i 

- | each aera ayers - = ee ‘*Ahead of them all. \ 

(ot ranean 

¢ _ ciretation wou. ncrease targey.”” Brandon Mfg. Co. , 

7 ; Convenient—Quick They Nest—Saves 

| ign, Pee Sellers. ST. LOUIS; MO. Freight 




























THE AMERICAN 


‘Great American: 


ARTISAN, 





ae The material used 

is of% superior qual- 
ity, so that breakage is not 
liable to occur. It is hand- 
some in appearance, and ex- 
perience has failed to de- 
velop where any further improvement can 
be made, or any better Ball Bearing Lawn 
Mower manufactured. 


Supplee Fyardware Zo. 


No bicycle was ever built with a greater 
degree of perfection in regard 
to the 

ball bearing 
and 


adjustment 

than can 

be found ' 

intha Philadelphia. 

Lawn ie We received the award for Lawn Mowers at the recent 


Mower. ene = enn imo National Export Exposition,in Philadelphia, 


HENRY DISSTON & SONS, Inc., 
MANUFACTURERS OF PHILADELPHIA, PA. 


SAWS, TOOLS, STEEL & FILES 









et > aged D100 A Dorieety Preperannet ened, We make our own 
“HINTS ON SAWS” ntigph seg hin deren 
ter able to watch 

Sent.Free. the quality closer 


than any other 


or Manufacturer. 


Superior Quality and ipiemassed senorita. 


03 PIPE SHEAR 


FO OR CUTTING Stove Pipe, Furnace Pipe, Pail and 
Boiler Bottoms; removing old Tin Roofs, etc. Fine Steel 
Blade, correctly tem- 
pered. Will not get out of 
order. Can be sharpened 
like a knife. Will pay for 
itself on one furnace job, 
or removing one tin roof. 


eee: 00. Mail, $1.25 


Cash or stamps with order. 


Ww. H. Woodard & CO. Motte. 
THE ORIGINAL 


AND WELL KNOWN 


Baltzly Stove Truck, 


From latest design and improved patterns. 








$|=| 


Combination Pipe Fitter 


For Crimping and Cutting all kinds of Sheet 
Metal Pipes. 

















Warranted. 










~ Pinananenss 





Old Method New Method 
of fitting. by use of Crimper. 





Durable and simple in construction. 
A necessity in putting up stove, leader and 
heater pipe. 






Leaders can be cut to any angle. Manufactured by 
Bt a crimp . a as No. 24 gauge,and § | These | . A d f 
cut as heavy as No. 18 gauge. are made en- 
tirelyofi d 
Just the thing for Furnace Pipe stee are strong rca e Ni £. C O. 
a 7s" FREEPORT, ILL. 








Buuner-Doscier Mrs. Co. 


BROOKLYN, N. Y. 


Warranted first 
clas¢ in all re- 
spects. 








Write us for prices 
and full particulars. 





Pi See “aes 
T cam say that wv advertisement in the mers | J. R. SIPES, Arkansas Firk., writes: “We could bardly 


aumento mnt | Keep house without Che American Artisan.” 
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Ceiling. 
Cornice. 
Skylights. 
Metal Fronts. 
Fireproof 


Doors and Shutters. 


Conductor Pipe. 


The Eaves Trough. 


Canton Steel Roofing Co., Roofing. 


Canton, Ohio. 


Siding. 
Cresting. 
Finials, Etc., Etc. 


Manufacturers. 


Write for catalog and prices. 








Niagars Waugh's Curche Shea. 


TOOLS... 


FOR WORKING 
SHEET ME’/TAL. 


TINSMITHS’ TOOLS, 
PRESSES, PUNCHES, 

SHEARING MACHINES, 

_DIES AND SPECIAL 





Made by... MACHINERY. 
‘ Niagara Machine Tool Works, 


BUFFALO, N. Y. 
Send for Catalogue A. 











S.C. SMITH WM.BRAY 8B. W. RIBBLE 
President Treasurer Secretary 


The East Bangor Consolidated Siate Co. 
« MANUFACTURERS “Urinal s 
Tiles v4 Tabs, ne Banger Roofing § Slate 
and General Structu 


EAST BANGOR, PENNSYLVANIA. 




















We Are 


in better shape than ever to supply our custom- 
ers promptly and at bottom prices with any- 
thing they may need in the line of Architectura] 
Sheet Metal Goods, Store Fronts, Cornices, 
Window Caps, Skylights, Crestings. Finials, 
Eave Trough, Roof Gutters, Conductor Pipe, 
Elbows, Hangers, apes Metal Ceilings, 
Ridge and Hip Tile. 


Send for Catalogue. 


WILLIS MFC. CO. 
CALESBURG, ILL. 








37-inch Power Gap 
Shear. 


15-inch Throat, will Cut No. 10 
Gauge, weighs 4,200 Ibs. 


We also make Foot and Pow 
er Press Dies and 


SPECIAL MACHINERY 


For Sheet Metal Workers as 
well as Tinners’ Tools 














We have many new Special 
Tools of interest to makers of 
Tin Packages. 


You are welcome to 
our Catalogue. 


WEST MFG, CO., 


BUFFALO. 


Peerless Rain Water Cut-off. 


It is made of a “e+. of Tin and Galvanized Iro. 
and will last for years. The force of water cannot turn the 
water back, requires no weight or catch on the lever to 
keep it in place. The lever is short and cannot be broken 
loose by trying to turn it the wrong way. ° 

Having the shifting tube working loesely inside the 
case instead of a thin scoop or pan, the flat surface of the 
tin does not come in contact, consequently it is not liable to 
rust or freeze fast. 

Write for prices, discounts and Cescriptive matter to 


WELLING MFG. CO., 


25 N. Front St., . ° COLUMBUS, 0. 


neemameal So aes 
We may live without poetry, music and art 
We may live without conscience, and live without heart; 
We may live without friends, we may live without fads; 
But business today cannot live without ads. —American Advertiser. 





























‘ P Handsomely and su taliy bound. Highest 
The American Artisan Manuals vet) iro nee field they cover 
Fer Sale by DDANIRL STRRN. 69 Dearborn St., Chicago. 


Price, $3.50 each 
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We also make 


Eaves 


Trough 


and 


Conductor 


Pipe, 


Metal Ceilings seu 


Well. 


Their Designs are Artistic, 


They Fit Well. 


Imitation Brick and 


BECAUSE They are Easily Applied, 









An 
Stone Siding, 
Agent 
Steel Roofing 
Wanted 
Corrugated Iron, 
In 
Oil and Gasoline Cans, 
Every 
Steel Dry Measures, 


Etc. 


City. 


J. iH. Eller & Co., 208 E. Fifth Street, CANTON, OHIO. 









JAMES A. MILLER & BRO. 
129 So, Clinton St., 
CHICAGO, 


Milly 





Corrugated and other 


SKYLIGHTS, 
CORNICES, 


IRON ROOFINGS. 


CONDUCTOR PIPEs, 


GUTTERS. ETC. 





















Metal 
Ceilings. 


ILLINOIS ROOFING & 
SUPPLY 6O., 


73°83 N. Ashland Avenue, | 
CHICACO. 


5.2. Bolles fron and: 
Wire Works, 


that 


particulars. 


strong. 


| everythi 





CORRUGATED © 
ROOFING SIDING & CEILING 


CLEVELAND OHIO. 


GARRY IRON & STEEL 
ROOFING COMPANY 








DETROIT, Mich, 
If Jos bee a building 


FIRE ESCAPB 
write ed for prices giving 


Our fire escapes are all 
wrought iron, cheap, yet 


We manufacture 


in the line of 


Wire and Iron Work, office 
railings, ele 
ures, shutters, jail cells, 


vator enclos- 


fencing. etc.e md for 
catalogue G4 

Mention Tuk AMERICAN 
ARTISAN. 








Don’t Wait 


lars of Alum 


if he cannot supply you, write di 





zor W. 





But write at once for prices and circu 
imine, the new Stove Polish. 
The only lasting Stove Polish that has ever 
been invented. Order from your jobber 


ALUMININE PAINT & POLISH CO. 
Lake St., Chicago, Ill, 









rect to us, 








Dealers buy 
it at sight, be- 
cause one size 
casting fits 
tae § to" siz és of 

















AMERICAN METALLI 
LATH, ROOFING, 


Siding, Stamped Ceiling, Galva- 
nized Iron, Tin Plate, etc. 


Send for our prices before placing your orders, iim 


American 


Corrugating Co. pe 


1507 S. Second St., St. Louis, Mo 


pipe. Topsfur- Ng 
nished complete, 


hood. 


Send. for large 
cut and price list 
to 


With 
RICHMOND 
oye REVOLVING 
OA CHIMNEY 

































i'e =< OOO OD See’ zs eee ee 











On Their Merits. 








We go anywhere for business. 






THE AMERICAN ARTISAN. 


WE rely. upon QUALITY and the 
artistic, up-to-date designs of our Stamped Steel 
Ceiling, and the perfect methods of application to secure a 

preference. Merit appears to be what most people appreciate, what 
they always come back for, and what they will tell other people about, 


Special Ceiling Catalogue mailed on 
request. *& KF SF KH KH KH H 


Let us figure with you 






Ceilings. 


THE KANNEBERG ROOFING CO., 
CANTON, OHIO. 














FRIEDLEY & VOSHARDT, 


194-196-198-200 
Mather St., 





Send for 1900 Cata- 
logue and Prices. _ 
We have the larg- 









est and best equipped 
lant in the West. 
tstimates furnished 
on special work. Send 


For Interior us your drawings. 
Orders promptly 

and Exterior | “ed. 

Work. Steel Ceilings, Statu- 

ary, Rock Face Work, Crest- 


ings and Pinnacles. 


Chicago, Ill. 









Manufacturers of 


Zinc and 








Architectural 





Copper 


m Sheet Metal, | Ornaments 














WRITE US FOR PRICES ON 
Presses, Dies or 
Special Machinery. 


Dies and Machine Forgings one of 
our specialties. 


THE DANIELSON MACHINE 


& Toot Co., 
183 Lake St., Cleveland, Ohio. 


-.<Mhat Every Cinner Warts... 








pt o 
$1.00 I will sen 
a pair of my 
quick - working 
forms on wh.ih 
you can close up 
the end of ali 






THE FOLLOWING 
JOBBERS WHO 
O-+rry My Form 
ER IN STOCK. 

Hibbard, Spencer, Bartlett & Co., Chicago, Til. 

L. D. Berger, Phil adelphia, Pa. 

Brown & Wales, Boston, Mass. Circulars 

Fletcher Hardware Co., Detroit, Mich. 

Shepard & Co., Buffalo, N. Y. 

c. y Shepard & Co., Chicago, Il. Sent on 
linois Roofing & Supply Co., Chicago, Ill. 

LaCrosse Roofing Co., La Crosse, Wis. Applica- 

J.M. & L. A. Osborn, Cleveland, Ohio. pp 

Wm. Fuller & Co., Baltimore, Md. 

Charles A. Cooklin Mfg. Co.. Atianta,Ga. _ tion. 

Cutler Hardware (0., Waterloo, Ia. 

W. Bingham Cm, Cleveland, O.. 

Townley Stove Co., Terre Haute, Ind. 

Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 

Janney, Semple, Hill & Co., Minneapolis, Minn. 

C. Sidney Shepard & Co., St. Louis, Mo, 


G. E, BISHOP, - Dowagiac, Mich. 





Missour! SHEET METAL ORNAMENT Go. 


621-623 N. First Street, ST. LOUIS, MO. 


Ty 







Estimates Furnished 
from Drawings. 






Manufacturers 
ot 


CONDUCTOR 
PIPE sx. 

: EAVE TROUGH 
0. G. GUTTERS ts. GALVANIZED IRON AND COPPER COR- 
NICES, FINIALS, TIN VALLEYS, ROLL CAP IRON SHUTTERS. 


- 











Sheet Steel Pressed 
Brick Siding 


AN EFFECTIVE AND FIRE-PROOF SUBSTITUTE FOR BRICK 
(CLAY). IT IS ATTRACTING GENERAL ATTENTION AND HAS 
MET WITH PERFECT SUCCESS WHEREVER USED. WE ALSO MAKE 


WEATHERBOARD an BEADED SIDING. 


ALL CHEAPER THAN WOOD AND MORE DURABLE. SEND FOR CATALOGUE 


THE ‘CINCINNATI CORRUGATING CO. Box 703, Piqua, Ohio. 


A ing Colebrook's Asbes- 
HOW IS IT tos Fuddidice Glameet nabd feblidokieact 
WITH YOU? ible Stove Putty ? 


usher, "were soaay.__ W.-H. Colebrook &Co., c's" 


BCG Arbogast, |sessaecrame! your kind offer of inserting 


a free want ad.in your journal. Ama regular subscriber 
( to The American Artisan, and! can tell you, without an 
Monterey, Da., writes: \ iota of flattery, that I find it indispensable.” 


PGA MG DGD AGED MG DAG DMG AMIGA MED 







































surely i 


Havi now received applications from several par- 


ties from ail over the nied oa? <a now. ook ou so it f 
draw our advertisement in the column ‘Help Wanted, = = |) M. KOCH & SON, New Baden, lil. 
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PERFECTION TINNERS AND 
TORS,  ROOFERS SUPPLIES. 


\ 
v 








Pau 
is Efficient For Churches 
Strong Schools | Gutter 


Public Buildings 1 
_ Durable eitiediins Pipe Straps mess gg Ladders 


Storm Proof Foundries | Gutter Hangers 
Handsome Cars and Ships, Etc. | Snow Guards Malleable 
There is none better, and our price is very interesting. Write us. Valves and Plungers To Order. 


Our materials are only the best. Write for catalog and prices. 


BERGER BROS. CO. MERS., 3 PHILADELPHIA. 
The Peoria Washing Machines. 


Increase your 
profits and bus- 
iness by hand- 
ling these ma- 
chines. They 
are the best 
made and do the 


best work. " = AMR BT 
Cedar tub. PEORIA ROTARY 


WASH ER N° 





‘SPEORIA | | 
MPAISHERN” 4 Inside castings 
| tinned mallea- ff] VME ev 


! D CLARK QUIENS MORSE 
be CLARK QUIEN S at ble iron. Legs acti HLL 
j > aor wi i , 


DN gest bolted to tub SS 
with tinned 
bolts. Easy and 
“= fast working. 


rat te 
a 


wer) ua ay 
MANU PACTUREL ORSE 


d . 
Compound Lever. No. 3. Rotary. 


MANUFACTURED BY 


CLARK, QUIEN & MORSE, Peoria, Ill. 








SS 
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Don’t make it any harder to get business than you have to! 

A man on a raft or one in a row boat may get somewhere after a while, but the one in an electric 
launch will go farther, casier and quicker. 

Same way in selling Metal Ceilings: 

The dealer who handles the ordinary kind with no features of distinctive merit to push them to 
the front will find it hard work and little headway. He has to do all the pulling himself. Berger's 
Classic Metal Ceilings, on the contrary, will make it comparatively easy sailing for him. 

Berger’s Classic Metal Ceilings HELP the dealer to get the business; they enable him to inter- 
est and please the critical class of buyers; they put a satisfactory and growing trade within com- 
paratively easy reach. 


How is it wich you—do you want to handle a line that will HELP you to distance competitors, or 
would you rather pull a DEAD LOAD and come out last in the bargain? 


Think inlay write The Berger Mant. Co., 


Ceilings, Roofing, Siding, Galv. Iron 
Eave Trough, Conductor, Hangers, Etc. CANTON ’ OH 10. 


“Ruehn's ” Patent Rain Water 
Cut-Off 


is made very strong and has a lever that cannot get out of order. It will 
fit corrugated pipe. This is a distinct saving of both labor and solder in 
applying it to the pipe. 
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We are headquarters for 


Eaves Conductor 2" 
Trough, Pipe Elbows. 


= Roll and Cap 
ee oe R OO F ; N Cc, Standing Seam, 
Corrugated, Plain, Crimped Cornices, Finials. Cut-Offs, 
or Rock Faced Brick. Skylights, Ventilators, Crestings, &c. 


We are Leapinc JosBsers oF TIN PLATE. 


LA GROSSE STEEL ROOFING AND 


CORRUCATING Co.., 


La Crosse, - - Wisconsin. 
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™ ORIGINAL, _ ) a 
RELIABLE ae 
*¢ GENUINE 


HAFIMER PLANISHED 
.. STEEL SHEETS... 


Soft and Tough. Never Breaks. Ore and Graphite 


Order Planished Steel and ac- ge te fe een 
cept no imitations. lights and Metallic Ceilings. 


Detroit, 
Basic Steel Plates, W. J. Burton & CO. Micn 
Cold Rolled and Pickled 


We ee ees at coe | GORTAIGHT METAL ROOFING CO. 


stamping, plating, enameling, etc. 50 N. 23d St., Philadelphia. 

















UNIFORM BLUE C. R. and- 
PICKLED and COLD ROLLED Metal 


for stove bodies, ranges, stove-pipe 
nad elbows. Unequaled for work and wear. Shingles 


KIRKPATRICK & CO., Ltd., = 


Manufacturers, Pittsburg, Pa. Yor See 


his Hrand _ GEE TE ae ae) 

T B Fie ‘) 4 3 Sra SEE : ee oe ay Save Money 
Insures ee — a _ ~ a att By buying your 
Satisfactory 3 oe : , “= ; 


eets an << waeeow . " ' Sap 
roo pace a M. & L. A. Osborn, Pan Sheets 


Only. neat aN Oo. Columbus, Oo. From us this month 























Wik sical Tin Diate Comblay 


MANUFACTURERS ....-. 


Tin Plate. 
we Terne Plate 


6 ee mca 


Black Plate 


GENERAL OFFICES: Marquette Building, CHICAGO, Iil.- 
EELS Soe 


THE PLUME & ATWOOD MFG. CO. 


1900 LAKE STREET, - CHICAGO. 
MANUFACTURERS OF 
Brass Plated Vestibule Rod, Curtain Rings, Clock Bells, Sleigh Bells; Ferrules, 
Brass Escutcheon Pins, Brass Butts, Copper Rivets and Burs, Gilt Nails, 
Brass and Iron Jack Chain, Safety Chain. 














Dies, Special Machinery and Tools. Fee Quctes. deme Creel.» Cal 


For all purposes: SHEET METAL STAMPING. * Heaviest. Stronsest, Best. 
oR nd +Mixed ready for use. Gloss 
ERVIN SPECIAL MACHINE & TOOL CO., are Black gsish. Onezilon wis 
* 





25 & 27 Champlain St., Cleveland, 0. Years. Wrielorprices. The 
Cor. Co 


; 218-220 N 3d St Kensas City, Mo.. 
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ea. Pooks by Mail. 


There is no better line between 
CHICAGO, INDIANAPOLIS and 
CINCINNATI than 


he MONON ROUTE and C.H.& D. 





Four trains daily. 

Parlor and Dining Cars by day, 
Palace Sleeping and Compartment 
Cars by night. 


THE MIDNIGHT MAIL The publisher of The American Artisan will take pleas- 


— ° ° 7 S 1 ” 1 ’ 7 7 
Leaves Dearborn Station 2:45 A.M. ure 10 — Books of whatever character, at catalogue 


Sleeper ready at 9:30 P.M. . ° , 
: 1 by m: ¢ nm receipt « rice. 
Satis nee aie prices, prepaid by mail, to any address, on receipt of price 
Cincinnati (C. H.& D. Depot) 11:554M. | "The following are lines specially represented : 
ET TICKETS VIA MONON ROUTE 


FRANK J. REED, Gen'! Pass. Agent 


CHAS. H. ROCKWELL, Traffic Mgr. Sheet Metal W orking. 


W. H. McDOEL, Pres. and Gen'l Mgr 
City Ticket Office, 232 Clark St., CHICAGO. + 
The Foundry, 
MODERN ami | The Workshov 


SANITARY PLUMBING, allpabiaaiin, 
STEAM AND Hot 


WATER HEATING. ) 
An Encyclopedia of Practical Plumbing | Bi cycle Repairing, 


By James J. Lawler. 


400 pages, large octavo size, 6x9 hes. Th 1e Store and Office 


DANIEL STERN, 


PUBLISHER AND BOOKSELLER, 


69 Dearborn Street, CHICAGO, ILL. 








Heating and Ventilating, 
Plumbing and Drainage, 














| eS cet POPULAR ae B IF Fo U p Ro UTE 
% 


( Indianapolis, 


Qlcago.. |< 


| the 
(| South and Southeast. 














np 
and hot water heating. Sent p1 
eceipt of price by 


DANIEL STERN, | ies) |S”. \ New Yok 


69 Dearborn St., CHICAGO. - CHICAGO«0 KANSAS CITY. | | Indianapclis, > Toe AND 
Peo aR Cincinnati, 


~~ | | 1 ols len:\cle) AND PEORIA. ; Louisville J The East. 
IOS 6 6Saonencune |, P. DEPPE, —_W.J.LYNCH, 


¢ LIPPER —_— i _— A. G. P. & T. A. G.P.& T.A. 
‘ hicago and CINCINNATI. 


~ s Through Pullman service betwee 
Wielale-lial- mum Mm 4 -)iP- le) (- Ed: lelel as a . 
of all the Events in the ee re | J. C. TUCKER, G. N. A., 234 Clark St.. Chicage 


Tl EATRICAL | WORLD | F HOT SPRINGS, Arie, DENVER. Coo, ’ 
LOL LAE «| aetna «=| HOMESEEKER EXCURSIONS 


On First and Third Tuesdays in « 


PUBLISHED WEEKLY. | iii 
OO A YEAR. SINCLE COPY, | Octs. MAMMB REN contemplating a trip, any p ~ VIRGINIA 
( be de ver the Chic ' 


For Sale by all Newsdealers. — A im tem “ott r th lenge ¢ & Alton, it wi 
» su tO » e unders ed for u aps, | yamiph- 
AMPLE COPY FREE. Maney VIA NORFOLK & WESTERN RAILWAY 
dress NEW YORK CLIPPER, “JAMES CHARLTON, For allinformation a to Rates and Ciehaste as ! 
NEW YORK. ee ee Agent, f I r Land Pamphlets and de tive matter, a 
- CHICA‘30, ILLINOIS. 5 Allen Hull, D.P. Agent, Columbus, “Ohio. 
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Tue “Crose” Venriaror, 


In Brass, Copper, Galvanized 
Iron and with Glass Tops for 
Skylight purposes. 


FOR PERFECTLY VENTILATING 


ries Be yy om oy "K ms ¢ 


( hara 
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PATENTED 
Feb. 29, 1876. May 9, 1876, 
May 29,1888, Nov. 28,1893 
Dec. 5, 1393, Jan.30,1894, 


re E con 


ter, 


SMOKY CHIMNEYS CURED. 


‘¢Globe Ventilated Ridging’’ 
Send for Pamphlet. 


Manufa 


GLOBE VENTILATOR 00. TROY, wf, 


HAMILTON’S BEST RE-DIPPED 


CHARCOAL IRON sree. 


ROOFING TIN, 


Makes an Everlasting Roof, and we give a Written 
Cuarantee for Fifteen Years. 


JOHN HAMILTON, Pittsburgh, Pa. 
W. W. TURNER & CO., Western Selling Agents, 183 Lake St., Chicaao. 
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. neys don’t drav 
) Powers Bros. 
Sole Mfrs., 
Streator, Ill. 





i ONDUCTOR 

READ THIS. ee pipe HANCER 
The Powers’ Automatic] + t 
7. < 
Chimney Top. = = 
Made on Scientific anc] = Zc 
Mechanical Ideas. S38 Look Here! AN 
s the ld’s best, mos SS gs 
“imple, n st'dura = % 100,000 aS 
« »most perfe aoa Perfection Wire Con- ‘ye 
Sold at bs ‘tton SS ductor Pipe Hangers xs 
: by leadiny F SS will be given away. >° 
bbers in hardwar Se ac 
tinners’ suy =S Samples Free by de 
plies. Send f ES Mail =< 
prices and fre := x? 
pamphlet te 2 =¢ 
ing why chin 4 Rs 
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Write for our full line of 
Hardware Spe alties. 


Sez iwan Bros. , Streator, Ill. 














PRICES ano 
tae, ATALOGUE 








Our Cooos ARE THE BeEstT—™ 
QuR PRICE THE LOWEST 


PARRY Mec @: Indianapolis we 


REMEMBER... 


We were the first Saw Manu- 














facturers to sell to only legit- 





imate hardware dealers. 


C. ATKINS & 


INDIANAPOLIS, INDIANA. 


meee Branch Houses..... 


=a CO. 





lMemphis, Tenn. .# Atlanta, Ga. Minneapolis, Minn. 
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OF ALL KINDS FOR . 
. We a 


q MILLING & MINING rca , 







AND ALL OTHER PURPOSES 








Cy 
Sam “CACO, 1ancis*¥ ® 
ieee “2 
VME a. 
Uf 





PERF ORATIO 


Chicago. 





Imiom 









street, 


Kant KRACK MMIICA QHIMNEYS 
CANOPIES. 









' 







Best 
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ij For 

| Incandes- QE hs 

| cent, canst [ann 1 
|| Gas and ~* 
|) Gasoline — 
| |__|, Th 


| Lamps. 


Write for Cir- 
culars, and 


mention 
THE AMERICAN ARTISAN. 




















Best Coods Prices Right. 


NORTH CAROLINA MICA C0 


Boston. Chicago. 


[00 TINNERS’ PATTERNS, <vzse $1.01 


DANIEL STERN. 69 Dearborn Street, CHICAGO. 








COMPLETE 
FOR 















We are Exclusive Selling 
Agents for Tyler Char- 
coal Iron Tin Milis. 
Washington, Pa. 


Send Us Your 
INQUIRIES. 


McClure & Co., 


AMERICAN TIN PLATE. 


PITTSBURG, PA., 
211, 213 and 215 Secend Ave. 


PHILADELPHIA, PA., 
115 North Seventh Street. 


NO WEATHER 


can make an impression uf j 
Taylor's ** Old Style" Roof } 
Tin. Kk defies the elements a | 
stands the test of time. Weh } 
M4 this Tin to show you which w ye 
f wae exposed, without paint, for thirty Va 
years, and was just as good 
when put onthe roof. The or 
eee kind of Tin it pays you to use oy. | 
mee the kind which will give th | 
x ™ greatest satisfaction. Taylor 
we “Old Style’® Tin pays you 8! 
the time, 


Vimn N. & G. Taylor Co., Manutacturess, [Py 


PHILADELPHIA. 















